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New Bronze Bushed Bearings 


Feature Liners That Are 
Replaceable On The Job 


These liners can be replaced without 
removing either the shaft or the bearing base. Costly 
disassembly of equipment is eliminated. Down time is 
reduced. Labor costs are cut. 


It’s extremely easy to replace the liners in the new 
Dodge Bronze Bushed Bearings. Just remove the bearing 
cap—relieve the shaft pressure—pry out the worn base 
liner—roll in the new. Pry out the cap liner and place the 
new one in position. When the shaft is lowered and the 
cap replaced, the liners seat themselves. 


The exclusive feature of this new idea in bearings is a 
brass spool that locks both halves of the liner in place dnd 
prevents lateral movement and rotation. No screws or 
pins are used. 


Available in three types: Split Bronze Bushed Journal 
Bearings — 1-15/16” to 2-15/16% Rigid Bronze Bushed 
Pillow Blocks — 3-7/16" to 8% Angle Bronze Bushed 
Pillow Blocks—1-15/16” to 8" Especially suited for heavy 
loads, high temperatures and corrosive conditions. 


Again Dodge Distributors have another new, outstand- 
ing bearing to offer—and replacement liners will add to 
their profits. 


Sound Slidefilm Shows How Dyna-V 
Drives Save Space — Weight — Money 


The dramatic advantages of Dodge Dyna-V Drives are demonstrated in a new 
sound slidefilm, “Dyna-V—A New Trend in Drives.” Typical installations in 
many industries show how this new development in V-belt drives saves space, 
weight and money by utilizing smaller belts and sheaves. The entire story, in 
full color, is compressed into a fast-moving, 20-minute summary. Copies are 
now available for the use of Dodge Distributors. 





SCHOOL 





Enrollments are already being received for the Fall term of this school for 
TRANSMISSIONEERING Distributors’ representatives. There are two one-week sessions be- 
ginning October 17th and October 24th. 
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A Time-Saving Guide to the Contents of This Issue 


Minneapolis salesman Pete Ranum tells 
how his past experience as a purchasing 
agent helps him now that he is on “the 
other side of the desk”. Specifically, an un- 


Team Up Your Sales Staffs 


At Dodge-Newark Supply Co., the efforts 
of the inside and outside sales staffs are 
coordinated to do a more effective selling 
and service job. This New Jersey dis- 


Demonstration—Texas Style 


Southwestern Precision Sales Co. has put 
displays plus a sizeable portion of its in- 
ventory on the road with a unique “mobile 
lab” that also functions as a rolling work- 


In came a manufacturer with a brand-new 
product—a repair compound—that looked 
as though it had sales possibilities. To 


The distributor who fails to anticipate his 
cash needs may be in trouble. One of the 
simplest methods to estimate future cash 
requirements is use of the working cash 
budget. With a pencil, a sheet of analysis 


Your P.A. Can Help You Sell 


derstanding of markets, products, customers 
and sales techniques, gleaned as a P.A., 
helped Mr. Ranum to develop his present 
“customer problem” oriented approach. 


tributor shows how the program of close 
cooperation between the sales staffs has 
paid off in new business and made the 
salesman’s time more productive. 


shop. A single big-plant call may last for 
several days, but the extra service has pro- 
duced outstanding sales results, says this 
Dallas distributor of inspection tools 


Sell Yourself, Then Sell Others 


make sure, the sales manager and all the 
salesmen gave it a home workout. Result: 
They were sold on its sales potential. 


Cash Budgeting: Key To Financial Planning 


paper, and your operating budget—plus 
your estimated cash flow, stock/sales ratio, 
and accounts receivable formulae—you have 
an effective cash budget. Then it’s a cinch 
to plan for your cash needs. 
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Simulation Film Now Available 


“Decisions, Decisions, Decisions!’’, the 
movie which Remington Rand made of the 
decision-making simulation ID sponsored 
in Philadelphia (see ID, June), is now 


available to distributors and manufacturers 
who want to inform themselves about this 
new management training method. Film 
commentary explains whole technique. 


Plan A “Shared” Anniversary 


Orr Iron Co., Evansville, Ind., is celebrat- 
ing its 125th anniversary year with a pro 
gram that was two years in the planning. 
Rather than have just one industrial show, 
the firm's officers decided to spread the 


anniversary theme throughout the entire 
year. Media advertising supplemented by 
advertising “Specialties’’ are used by the 
firm to reinforce and serve as continuing 
reminders of the anniversary theme. 


What Do You Do About Brand Preference? 


In this actual problem case, an anonymous 
salesman tells how he tried to sell his 
franchised line despite a customer's strong 


preference for a non-stock brand. Readers 
can match their own experience with what 
happened to salesman “Jim Abbott.” 





You Said it 
Talk of the Trade 
The Editor’s Page 


Supply Sales Trend 


The Outlook for Business... 96 


Featured Next Month 


/ PRODUCTS IN INDUSTRIES: The use of indus 
trial supplies and equipment in seven major in- 
dustries will be discussed and illustrated in our 
September issue. This feature article will out- 

line trends and developments taking place in each 

industry, what these mean to you as an industrial 
supply and equipment salesman in terms of cur- 
rent and potential sales. Each industry section 
will be illustrated with pictures showing key proc- 
esses and some of the industrial products being 
used. However, not all the supplies and equip- 
ment you sell will be shown in the picture but 
you will be challenged to determine what unseen 
products are involved. The industries include: 
metalworking, contract construction, food proc- 


essing, wood products, chemicals, transportation 


and communications and mining. 


ROLE PLAYING: This training technique can be 
adapted to other purposes than sharpening the 
salesman’s effectiveness. A North Carolina dis- 
tributor has extended its use to improving his 
company’s service by getting inside personnel, 
from purchasing agent to warehouse employees 
“into the act’. 


CONTINUOUS CLINICS: A New Jersey distrib- 
utor has no special date for an ever-ready clinic. 
His machinery is set up to operate at any time 
for the customer's convenience. 
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_,, another 
ALLEN service 
that helps you 

move our products 
from your shelves! 





ALLENS careful Coding System 


makes it possible for you to provide 
immediate certification for government 





orders— here’s how it works: 


identify positively a specific lot of the 
material. 


At every step of the processing into 
Allen products, the Code Identification 
rides right along. Processed cap screws, 
made from this coded material, are 
being threaded here—the job ticket 
tells the story. 


This coded identification sticks right 
with the material as it is processed. 
Here, as this stock is being prepared for 
the header, the Code Identification is 
transferred to the production ticket. 


When the products are packed, 
Code Letters go right on the label. 
When you're shipping to government 
or other user where certification is re- 
quired, phone, write or wire Code, and 
we will send certification at once. 


Write now for samples of ALLEN Hex-Socket Screws— 
and for full information on the many Alien services 
that help Allen distributors to make more sales. 


MWIVERSARY YEAR aLLE 10 1960 
q)) 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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Whatever your 


V-Belt needs, 
DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 
consistent performance, long trouble-free life 
and full-rated power transmission. That 
means the belts must be made of the finest 
quality materials, with careful attention to 
engineering details, manufacturing processes 
and testing procedures. Durkee-Atwood 
V-Belts are made of the newest high tenacity 
synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
“Iso-Dynamic” Vertical Matching Machine 
eliminates the “sag error’”’ that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 
...the most complete line of industrial V-Belts. 


Look for the pA On Your V- Belts 
S&S 


Need High Capacity 
In Compact Space? 


DA 358 V-BELTS. This major design improve- 
ment in V-Belts brings you compact- 


ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


DA POSITIVE ORIVE BELTS. Revolutionary 
tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


40% Extra Capacity 
in Regular V- Belts? 


RED SHIELD MULTIPLE V-BELTS. Increased 
covey 36 we Sent ee en 
heat resistant and static dissipating constructions. 


— 


Top Performance in 


Variable Speed Drives? 


VARIABLE SPEED BELTS. For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY 


MINNEAPOLIS 13, MINNESOTA 
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NICHOLSON AND BLACK DIAMOND BLADES 


Nicholson and Black Diamond biades are getting a growing share of the market. Sales 
will continue to increase because customers who try these blades like them. That's 
the best guarantee for future sales. « The brands are known and respected. Users 
sat «pect quality blades to produce quality work. The line is complete. (A High 

Steel Band Saw blade is now on the market.) There’s a blade for practically 
every metal separating job. « Nicholson advertising continues to spread the word 
about these blades continues to pave the way for your salesmen. Get your share of 
the sales in your area. Spread the word about Nicholson and Black Diamond biades 


yourself. You'll uncover new business keep your present blade customers loyal 


tes, NICHOLSON —_ Nicholson File Company, Providence 1, R. I. 


Files « Rotary Burs « Hacksaw and Band Saw Biades « Ground Fiat Stock « industrial Hammers 


INDUSTRIAL DISTRIBUTION « AUGUST, 1960 








Are small distributors equipped to service “key accounts’? 
Reader deplores growth of “Multiple-itis,” 

calls for wider use of potential studies to allay mistrust 

and strengthen loyalties between key-line suppliers and their 


“heartland” distributors 


Editors’ note: The following is a sys- 
tematic analysis of a controversial sitva- 
tion from one point of view—thot of the 
“heartland” distributor who believes full- 
function, centrally located distributors are 
better able to serve major industries than 
small “neighborhood” supply firms. He 
proposes thot distributors show their in- 
voice copies to suppliers to promote more 
effective market research. 

Whether you agree or disagree with the 
views expressed below, ID will welcome 
your opinions. The “neighborhood” dis- 
tributor may also wish to state his case. 


Quality or Quantity 


Los Anceies, Cauir. 

What is the big problem con- 
fronting industrial distribution in 
the "60s? Not the problem of what 
to do about small orders or even 
the problem of how to effect ware- 
house space economies. The big 
problem is how to bring peace on 
the oft-disputed ground between 
Mr. Manufacturer Mr. Dis- 
tributor. 

Distrust obstructs the distribution 
channels. It stems to a large de 
gree from manufacturers’ shallow 
knowledge of where their business 
comes from. 


and 


“Is this distributor pushing our 
line?” 

“Why hasn’t he got a salesman 
on the East side of town?” 

“What will happen to our drill 
sales when that grinding wheel com- 
pany they represent introduces its 
new drills?” 

These are the familiar questions 
that we know suppliers ask them 
selves. 

We hear distributors complain 
that far too many supply firms are 
in competition for narrowing slices 
of the pie. 

What can be done about this 
mutual discontent? I believe that 
both distributors and suppliers 
should give basic market research 
an honest trial, and that the dis 


Industrial Distribution 


aid It 


You 





























Figure 1. Paul J. Robinson's location map 
of “125 largest potential users of cutting 
tools” in metropolitan Los Angeles. 


tributors must take the first step 
by showing their invoice copies to 
suppliers so both partners in the 
distribution process can work openly 
together. 

Invoices are factual. They show 
in black and white where the busi- 
ness comes from, and how much 
each customer provides. 

By scrutinizing distributor in- 
voices from a given trading area, a 
manufacturer would see the effec- 
tive pattern of any one of his dis- 
tributors. If he has multiple dis- 
tribution, he will note territorial 
clashes that he had no idea would 
develop. 

Invoices would show in many 
cases that new distributors, orig- 
inally set up to cover expanding 
suburban areas, are getting neg- 


Contrisutions to “You Said It” 
are welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret. 
just send your letter to the 
You Saw It Eprror, Inpusraiar 
Disraiavtion, 330 West 42nd St., 
New York 36, N. Y. 
The Editors. 
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Figure 2. Key areas outside “heartland” 
have been numbered by Robinson to show 
driving time from the “heartland” rim. 


ligible amounts of business in their 
own backyards and large shares of 
business in metropolitan centers de- 
veloped by other distributors. 

The invoices might also show 
that the downtown distributors had 
been doing increasing business in 
the leading suburban accounts. 

Such conflicts are hampering the 
progress of many of our quality lines. 


Getting Down To Facts 


To get to the facts on the loca- 
tion of important manufacturing 
plants and centers, a reliable manu- 
facturers’ register should be utilized. 

Assuming you are a specialist in 
cutting tools and abrasives, the fast- 
est way to extract information from 
the local register is to race through 
the pages putting check marks be- 
side all accounts with 100 or more 
employees. Next, you could sift 
our accounts that definitely could 
not consume the carbide tool bits, 
the mounted poirts, the end mills 
or the micrometers that fill your 
shelves. 

By pin-pointing the qualifying ac- 
counts on a sales and marketing 
map, you can produce a picture 
which can be used to great advan- 
tage in guiding your sales effort and 

(Continued on page 8) 





STOR scx: FuMBLEs— 


FOR QUALITY SOCKETS! 


' : ’ 
Actual cross-section 
diagram showr how 
cold forming or Blue 
Devil Socket head in- 
sures unimpeired fiber 
continuity. 


4n0 ‘ 
MEMBER ASMMA 


SELECT ELEEEEEEE 


peeeeeeeene 


SEND TODAY tor sive devit distributor story 


No obligation. 
Sold Only Through Authorized 


industrial Distributors 


SAFETY SOCKET SCREW 
COMPANY 


6500 North Avondale Avenue - Chicago 31, Illinois 
Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES - DETROIT - 
NEW HAVEN + NEW YORK CITY 
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You Said It 
STARTS ON PAGE 7 





coordinating your efforts with sup- 
pliers. 
Sifting for a ‘Manageable’ Market 

The sprawling Los Angeles area, 
seat of the Nation’s largest aircraft 
and missile plants, plus a healthy 
array of electronics plants, is ex- 
posed on the map (Figure 1 on 
Page 7), showing locations of the 
125 largest cutting tool users in the 
area. ‘Though the area contains an 
incredible number of small ma- 
chine shops, the sifted Los Angeles 
territory presents a marketing pic- 
ture that is simple to visualize. It 
depicts a manageable list of poten- 
tial cutting tool accounts. 

This map was made by a distrib- 
utor in cooperation with two fac- 
tory salesmen who have patrolled 
Southern California shops for more 
than a dozen years. Although each 
of the pin-pointed accounts on the 
map has well over 100 employees, 
the configuration shows that manu- 
facturing centers are well defined. 

Inclusion of accounts with 100 
employees or fewer would see pins 
falling in the midst of populated 
manufacturing areas. But why add 
the under 100-employee accounts 
to the map when most distributors 
and most manufacturers would have 
their hands full trying to sell the 
medium-to-large-size customers? 

Let the distributor first concen- 
trate on pinned accounts. Let the 
manufacturer cooperate with him 
in selecting accounts for extended 
sales assault. Let both partners an- 
alyze all invoices to see how their 
plans are working out. 

What docs this map analysis 
mean to the supplier? 

Note that selected, key accounts 
at extremities of the Los Angeles 
marketing map (Figure 2) are an 
average of from a half-hour to three- 
quarters of an hour from the small, 
well populated circle which also 
includes the locations of major dis- 
tributors plus practically every fac- 


(Continued on page 14) 





“For exclusive features like this, you want Lufkin!” 


Take this Lufkin Mike Hole Gage. 


It lets customers mike right down to the bottom of 
blind holes. The unique contact points make this 
possible. It’s also engineered to detect geometric error 
in out-of-round holes down to .0001”. The big-barreled 
head puts extra space between graduations for easier, 
more accurate readings. 


Lufkin precision tools are loaded with exclusive 
features that make them easier to sell. And Lufkin is 
the complete line for volume business! 


Switch your customers to Lufkin—the new leader in 
precision tools—and give ‘em that “something extra.” 
You'll bring in extra proiits from more 
repeat sales. Lurxin, Saginaw, Michigan. 
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You'll Want to Read 
This Letter 


W. D. ALLEN MANUFACTURING CO. 


566 WEST LANE STREET CHICAGD 6 MAIMOIE «§ PHONE BA ater 6-007 


acceace 


INDUSTRIAL SUPPLY DIVISION 


May 12, 1960 


Mr. Kenneth G. Wickman 
Midwest Regional Sales Manager 
Proto Tool Company 

3900 Wesley Terrace 

Schiller Park, Ill. 


Dear Ken: 


I knew you would be interested in knowing that our sales 
of Hand Tools for the January-February-March quarter of 
1960 increased 40% over the same quarter of 1959. We 
here at Allen's are, naturally, very pleased about this 
and feel that the reason is mainly the fact that we are 
now distributors of Proto tools. Since we have taken on 
the Proto line we have noted a steady, upward trend and 
we look for this to continue in the quarters shead. 


I would like to take this opportunity, Ken, to thank you 


and the rest of the Proto men for their help in making 
this sales gain possible. 


Very truly yours, 
W. D, ALLEN MANUFACTURING CO. 


OS. 


A. D. Symond 
President 


Does Your Hand Tool Operation 
Match This ? 
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ACCURACY? 
BLADE COST? 


Payoff End of a Production Marvel 


A cut-off saw’s value is proven at the discharge 
end of the machine. How quickly the trough is 
filled with accurately cut-off pieces can mean the 
difference between profit and loss on many jobs. 

The R. J. Sudrick Co., Des Plaines, Illinois, 
manufacturers of precision aircraft components 
had to cut-off 4600 blanks from 344” round, 303 
Stainless Steel Bars. 

They bought our Marve. No. 6A4 High Speed 
Heavy Duty Automatic Bar Feed Hack Saw 
Machine; used marvel High-Speed-Edge Hack 
Saw Blades, and got the high production, ac- 
curacy and economy they desired. 


PRODUCTION? Constant at 20 pieces per hour floor to 


floor 


Held well within the permissible toler- 
ance of +.010 —.000 


Just 1%¢ per cut. Only twenty-three 
MARVEL blades were needed to make the 
4600 cuts, and not a single blade failure 
due to blade breakage. MARVEL High- 
Speed-Edge Blades are unbreakable. 


The point is this: Marvet Metal Cutting 
Hack Saws equipped with MARVEL High-Speed- 
Edge Hack Saw Blades are an unbeatable 
combination for economical, accurate and safe 
cutting-off. 

If your hack saws are not producing the 
economy you need to meet today’s competition, 
try MARVEL High-Speed-Edge Blades. They 
will give you the competitive edge every time. 
Write for Catalog C-85 which has the complete 
story on MARVEL Hack Saws and Band Saws, 
Hack Saw Blades and Band Saw Blades. 


See us in Space 1340 Kar> 


Machine Tool Exposition 
ARMSTRONG-BLUM MFG. CO. 


S700 W. BLOOMINGDALE AVE., CHICAGO 339, ILL. 


eee oe a 
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NEW PRODUCTS “‘on the boards” in the drafting room 
are the result of the combined efforts of many highly skilled 
people Delta stays alert to the need for new products as well 


PROCESSING COMMITTEE is re- 
sponsible for translating product design 
into finished product. This committee 
establishes the routing, processing and 
tooling requirements needed to begin 
production of any new Delta tool. 


TOOL ROOM EXPERIENCE is one of 


the reasons Delta Quality remains con- 
sistently high throughout production. Here, 
the tool room inspector checks a new drill 
jig prior to final release by tool room fore- 
man for use in production line. 


as improvement of existing products, through extensive work 
in the field with Industrial Distributors, their salesmen and 
with customers in plants across the nation. 


PROTOT YPE TESTING assures Delta 
engineers that new products will with- 
stand the most adverse work loads and 
deliver satisfactory performance. This 
new 20” Power Feed Drill Press was 
proved through 750,000 drilling cycles. 


Penns eee? 





NEW PRODUCTS 





All six tools shown above were introduced by 
Delta during the past year--giving Delta Dis- 
tributors an important competitive selling edge. 
New products mean new sales opportunities 
with new customers as well as old ones. New 
products stimulate extra sales activity, help sell 
other tools in the line. New products are vital 
to the changing needs of growing industry. 
Leadership in product development is part of 
Rockwell’s planned program of continuing dis- 
tributor support. 

There is a considerable investment in people, 
time, facilities, and money behind every new 
product Delta makes. Research and design are 
coupled with engineering skills and “know-how” 
developed through 31 years of power tool ex- 
perience. After thorough testing and approval, 
new additions to the Delta line are produced 
with precision manufacturing at the largest, 
best equipped plants in the power tool industry, 
Modern tooling and production methods assure 
better value in each tool and complete stocks of 
all machines in the line, readily available for 
distributors’ customers. 


Staying ahead with new products, year after 
year, is just one of the many reasons why you 
can do more with Delta. Not only does Delta 
provide a complete line of industrial tools with 
the foremost name in the industry, Delta backs 
distributors with aggressive pre-selling in vital 
markets through sustained national advertising 
and promotion. That’s why leading Delta 
Industrial Distributors have proven: When 
Delta Quality is backed by Industrial Distributor 
Service of equally high quality, the result is bound to 
be growing sales and profits. Rockwell Manufac- 


Brig. Gen. Joseph M. Colby, USA (ret.) (right), Vice Presi- 
dent, Engineering, confers with Mr. Christy A. Wiken, (left) 
Vice President, Research, on new product development. 
Close cooperation and teamwork is maintained between 
headquarters engineering and research groups and those in 
all Rockwell plants. 


turing Company, Delta Power Tool Division, 
634H N. Lexington Ave., Pittsburgh 8, Pa. In 
Canada: Rockwell Manufacturing Company of 
Canada, Ltd., Box 420, Gueiph, Ontario. 


another fine product by 


ROCKWELL 
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One Sale Triggers Another with 
Versatile OTC Pulling Tools 


‘ememes 





@ THIS HIGH-PROFIT OTC LINE 
1S AVAILABLE TO AGGRESSIVE 
TOP-NOTCH DISTRIBUTORS 


@ SELL YOUR PRESENT 
CUSTOMERS FAST- MOVING 
OTC MAINTENANCE TOOLS 


The complete line of interchange- 
able OTC hydraulic maintenance 
and production units will keep your 
customers coming back. Once they 
have used a versatile, dependable 
OTC tool, it’s a natural to buy an- 
other — customers find new acces- 
sories added to basic units handle 
hundreds of tough, complicated jobs. 





Mechanical 
Pullers 


Hydraulic 
Pullers 


Hydraulic 
Rams 


Hydraulic 
Pumps 


Hydraulic 
Shop 
Presses 


Write for free 
OTC Industrial 
Maintenance 
Equipment Cat- 
alog, No. P-9. 


oe ~ OWATONNA TOOL COMPANY 


373 CEDAR ST., OWATONNA, MINNESOTA 
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You Said It 


STARTS ON PAGE 7 





tory warehouse involved in the dis- 
tribution of industrial supplies. 

A well managed distributor firm 
would probably have salesmen living 
and working in strategic spots about 
this area. Five or at most seven 
distributor salesmen should be able 
to do an adequate job of establishing 
a manufacturer's line in most or all 
of the pin-pointed accounts in Fig- 
ure |, 

When the customer way out on 
the edge of Los Angeles breaks his 
last .2501 reamer in the midst of a 
rush job, who can come to the res- 
cue any faster than the distributor 
from the “heartland”? To be sure, 
the small distributor right under the 
eves of the distressed reamer user 
could solve minor problems, but 
it’s doubtful that his shelves would 
carry an adequate spread of tools or 
gears to cope with most emergen- 
cies. To get that .2501 reamer, he'd 
probably consume a half day rush- 
ing off to the central factory ware- 
house, then back again to his wor- 
ried customer. 

Then ask yourself the question: 
Will it take one, two, or seven dis- 
tributors to get your line established 
with the key accounts? 


“Multiple-itis” and Mistrust 


Select one, possibly two, distribu- 
tors and you will have initial control 
and cooperation. You can sell with 
the distributor salesman, and school 
them in your products. 

Select seven distributors and 
you'll throw your selling channels 
into an unmanageable state of con- 
fusion. No one will really sell: no 
one will really trust you. 

With intensively planned sales 
campaigns on major product lines, 
dollar volume and average order size 
will increase, and number of in- 
voices will be driven down. The 
distributors will be less interested in 
the marginal, “door-opener” lines 
that sap so much valuable selling 
time and contribute to the monster 
called “Multiple-itis” (the subject 

(Continued on page 18) 





ACTUALLY... 
0-B VALVE 
DISTRIBUTORS 
SHARE IN 


THIS AWARD 


We won the plaque but the tribute is yours! 


Winning awards is always gratifying. Especially when it is one 
of the celebrated plaques awarded jointly by the NIDA and 
SIDA...for promoting the advantages industry gets by buying 
through our industrial distributors. 

But more important to Ohio Brass is knowing we have our 
industrial distributors on our team. That’s why O-B sells only 
through distributors. You cooperate with us—we support your 
efforts—both benefit. It’s as simple as that. 


OHIO BRASS COMPANY es Mansfield, Ohio 


a O-B VALVES 
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designed to solve a universal maintenance problem... 





first manual impact wrench that works... 





LOOSENS THE TOUGH NUTS 
EVEN POWER WRENCHES CAN'T BUDGE! 





® Loosens “frozen” nuts in seconds 


There's never been anything like Swench 
before. It is an entirely new concept in 
wrench design. Swench is the world’s 
only manual impact wrench. Here’s what 
Swench means to your customers . . . 


NEW SPEED— Nuts that previously had 
to be burned off can now be ““Swenched 
off’—with unbelievable case—by one 
man—in a matter of minutes. 


NEW EASE— Only Swench in its torque 
class is truly portable . . . lets you take 
the wrench to the job—anywhere—with 
no auxiliary equipment, no power con- 
nections. 


NEW SAFETY— With Swench there's no 
back-breaking, knuckle-knocking strug- 
gle . . . no dangerous handle extensions 


See for yourself! Swench is so differ- 
ent from anything you've experienced, 
you'll have to see it in action to be- 
lieve it. For a quick and convincing 
demonstration, contact Marquette. 


... no sudden release of a frozen nut .. . 
noshock transmitted through the handle. 


NEW POWER—Swench, size for size, 
gives greater—and more effective— 
torque than power wrenches . . . mullti- 
plies torque applied to handle over 
1 500%, (yet all Swench's power is built 
into the wrench itself). 


NEW ECONOMY—Swench saves in 
many ways .. . no auxiliary equipment 
to maintain and man, no costly upkeep 
on the wrench, no man-hours fighting 
frozen nuts—and Swench costs less than 
half as much as wrenches with compa- 
rable impact power. 


NEW VERSATILITY—One Swench can 
handle more bolt sizes than any power 
wrench . . . loosening or tightening re- 
quires no special adjustments. 


NEW TENSIONING ACCURACY — Precise 
tightening is assured with Swench, fol- 
lowing simple instructions. 





® Tightens nuts to maximum practical tightness 














INSIDE STORY — How is all this possible? 
Unlike power wrenches that deliver 
many tap-like blows, or ordinary manual 
wrenches that apply steady torque, 
Swench builds up power in its super- 
strong spring for a mighty wallop that 
is released as torsional impact every 
time the handle is advanced slightly 
more than 30 degrees. 


Write for information on distributorships. 


Tell your customers, ‘‘When you're up against the tough nuts . . « 
Don't wrench it... SWENCH it!” 





MARQUETTE DIVISION 


CURTISS & WRIGHT 


CORPORATION - 1145 GALEWOOD DRIVE, CLEVELAND 10, OHIO 
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7 
sa 
foe It Takes 
: QUALITY 
and BEAUTY 
to WIN! 


American drill bushings to work. Prove to your 
own satisfaction that their performance 





DRILL BUSHING Co. 


5107 PACIFIC BOULEVARD + LOS ANGELES 58. CALIFORNIA 


WORLD'S LARGEST INVENTORY OF PRECISION DRILL JIG BUSHINGS 


TELEPHONE PUDLOW 36551 
TELETYPE LA 1315 


ig 3 Ape teey bmg — ~ al 


INDUSTRIAL DISTRIBUTION « AUGUST, 1960 





15 
eo} ») - i ae 

PES) 
CAPACITIES 


LUG-ALL ¢ 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile ©@ Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 
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You Said It 
STARTS ON PAGE 7 





of some interesting reading in the 
December 1959 issue of I.D.). 

In our industry there are highly 
regarded manufacturers and distrib- 
utors who have solved this problem. 

If you know such individuals, it 
will pay to observe their methods 

My guess is that vou'll invariably 
find an invoice study of one version 
or another underlying these success 
ful relationships between suppliers 
and distributors. The successful op 
perators in our industry have learned 
that marketing is a science. 

Paut J]. Rosinson 
S.C.O. Toor Co. 


Equal Functions 


JENKINTOWN, Pa 

We consider the marketing man 
ager's function to be equally as im 
portant as that of the sales manager 
of a major product division. 

It is the duty of the marketing 
group to help expand business, in 
crease profits, and be completely ob 
jective to do an effective job. 

In the case of Standard Pressed 
Steel Co., the marketing group must 
deal with and coordinate the 
thoughts and activities of the sales, 
production, research, advertising 
departments, and two advertising 
agencies. The group must success 
fully relate the result to a market 
in which things are moving so fast 
that usually there is not the op 
portunity to have a second chance. 

SPS had no marketing division 
in 1949, sales were $14 million. In 
1959 they were close to $90 million. 
Net earnings were $1.1 million in 
1949, last year they were $5.2 mil- 
lion. Net worth rose from $9.2 mil- 
lion to $48.9 million. 

As you can see, now that we have 
a marketing division, things are de 
cidedly better. 

H. Tuomas Hattowett, JR. 
President 

Standard Pressed Steel Co. 

@ From a speech by Mr. Hallowell before 


the Eastern regional industrial marketing 
committee on the AMA. 





NEW EVIDENCE 


..... Marks superiority of 


standard V40 segments 


Recent tests conducted on forged die steels 
proved standard V40 segments by Carborun- 
dum to be freer cutting and less costly to 
use than the nearest competitive type. 


Details of these segment tests have been sent 
to all Carborundum salesmen and distribu- 
tors for the benefit of other segment users. 
Grinding B block die sets of uneven heights 
and with deep pits and heavy scale, the V40 


segments outperformed competition by 35% 
based on overall operating costs. The V40 
segments drew less power and ground cooler. 


The rate of cut was 38% faster. Abrasive 
wear was 58% less. The V40 segments used 
in these tests were National Standards, avail- 
able as ‘shelf stock’, by Carborundum. 


Ask your Carborundum distributor about 
this new evidence on his next call. 


This is a paid advertisement by The Carborundum Company, Niagara Falls, N. Y. 
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“Crane makes selling easier,” says 


ee Since taking on the Crane Industrial line, we 
have found that customer acceptance has made our 
task of selling much easier. With the phenomenal 
growth of industry and population in Florida, we 
anticipate even greater demands for Crane products. 9 y, 


J.B. Weissman 


PRESIDENT 
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Florida's Industrial Supply Cor 


Another of the many strong distributors who 
have joined forces with Crane, rapidly ex- 
panding Industrial Supply Corp. serves an 
increasingly diversified clientele: food proces- 
sors, citrus groves, ranches, shipyards, paper 
mills, mines, electronics companies. 


The statement (facing page) by Mr. Weissman, 


Reporting more news from... 


CRANE 
DIRECTION 70 


pictured above with Sam Gardner, Board 
Chairman of Industrial Supply, reflects the 
satisfaction of new Crane Distributors across 
the country. There’s a feeling of vigor—in 
expansion, product development, distribution 
—that Crane and its distributors are finding 
profitable. You would, too. 


| (CRANE D 


Crane Co., Industrial Products Group, 4100 S. Kedzie Ave., Chicago 32, lilinois 
Valves - Electronic Controls - Piping - Plumbing - Heating - Air Conditioning 


a fast-moving program of planned expansion, product de- 
velopment and streamlined distribution to help our cus- 
tomers meet the competitive challenges of the Sixties. 
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WHEN YOU MUST REDUCE INVENTORY COSTS 
Call your Steel Service Center 


Too-high inventory costs cutting into your profit? Your local stee! 
service center can help you solve the problem 

A re-evaluation of your current mill_stee! to warehouse- steel 
ratio may enable you to reduce operating overhead and increase 
eficiency. By relying on your steel service center's complete 
selection of cold finished steel bars. your company spends less 
on manpower, equipment, space and taxes 

Take advantage of your stee! distributor's experience and 
know how in inventory planning and control. Call him today 


REPUBLIC 
Cold Antthed Stoel Bart 





COLD FINISHED BAR 





SOMETHING TO 
BOAST ABOUT... pe 


holds the world’s “speed” record! 


ag ee + ow 


the gamut of services provided 


 . i Ok Om eee ee 


by you... the Republic distributor (> asoussic Qual 


ews 





STEEL PIPE 


Market by market, month by month, we say 
things about you. In advertisements like these, 
we talk about the quality of your service... 
the quality of your products .. . the quality of 
your people. Results: more good will... 
more customers ... more business for you, 
the Republic distributor. 


REPUBLIC 
a Pad te 


Reprints of Republic's distributor-support advertisements 
are available at no cost, imprinted with your company 
name. Call your nearest Republic office for details on 
the advantages of stocking Republic Steel products. 
Mail coupon for product information. 


STEEL SHEETS 


REPUBLIC STEEL 
Worl Wider, Rouge of 
Sliualard, Steels andl, Sl PeduBg 


DEPT. 1D-9794 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


I would like more information on: 


© Cold Finished Bars O Steel Pipe O Fasteners 
©) Steel Sheets O Plastic Pipe 


Name Title 


Tour Repentic Bott ond Het Distriteter Co Beip Tow 





Company 





Address 





FASTENERS 
' City. 
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another SKIL first! 





Does Both Jobs. 





Orbital Sanding» 


NEW SKIL ORBIT 


World’s only HEAVY-DUTY, 2-action sander 


Skil has done it again! This time it’s the world’s 
first heavy-duty 2-way sander. 

One minute it’s an orbital sander for fast stock 
removal. Flick the motion selector switch and it’s 
a straight line sander for fine finish sanding. Vac- 
uum attachment, too, allows dust-free sanding. 
Priced for fast selling—Model 692 only $69.50; 


Model 693 (same tool except with dust pick-up 
kit) only $79.50. 

For information about the complete line of 
Skil tools for metal and woodworking, call your 
local Skil representative. Or write: Skil Corpo- 
ration, Dept. 11SH, Chicago 30, Illinois. In 
Canada: 3601 Dundas St. W., Toronto 9, Ontario. 
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.. Straight Line Sanding 


LINE SANDER 


<p> ..and SKILSAW POWER TOOLS 
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A $2,000,000 investment 
—— 





mn 
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in quality control... 


another reason it pays to sell 


STANSCREW 


Here in photomontage are the cold drawing facilities at 
one of Stanscrew’s three plants. A recent modernization 
program for these facilities cost over two million dollars. 


Interesting, you may say, but what’s this got to do 
with my selling fasteners as an industrial distributor? 


One of the principal reasons Standard Screw Company 
made this important investment was to assure more pre- 
cise control of raw materials used in manufacturing 
Stanscrew fasteners. By incorporating cold drawing, an- 
nealing, and other facilities comparable to those of basic 
steel producers, Stanscrew maintains absolute control 
over most operations which govern product quality. 


As a result, this exhaustive material control is one of 
the basic reasons behind the consistent performance your 
customers receive from Stanscrew. And, these facilities 
also give Stanscrew greater flexibility. Freedom from 
dependence on outside sources, for example, assures un- 
interrupted deliveries. 

Significant new investments to maintain Stanscrew 
quality . . . a new packaging program to dress up your 
shelves, provide greater service to your customers .. . 
technical assistance in assembly problems .. . all typify 
Stanscrew's determination to provide distributors with 
every possible advantage in quality and saleability. 

To learn the full story, write today. 
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THE STANSCREW LINE 


Socket Screws * Set Screws *¢ Cap Screws *« Hex Keys ¢« Hex Nuts ¢ Studs 
Hex & Hex Screws ¢ Carriage Golts «Lag Screws * Dowel & Taper Pins * Pipe Piugs 


Alls: lity, 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
* FEMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD . CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, ONI0 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, illinois 





WRIGHT 
WRIGHT “ 


Electric 
Chain Hoist 


The hoist with fewest working 
parts! Hoisting gears are high 
grade phosphor bronze— 
worms are heat treated alloy 
steel. All gears operate in a 
continual oil bath. Features 





hal 


<2 “ Makes easy work of hun- 
dreds of quick hook-up jobs. WRicHT type 
“C” Pull-A-Ways come in four sizes—%, 


Type"“C” Pull-A-Way 
3 14, 3 and 6 ton. All are portable, safe and 
rugged. Corrosion-resistant modern alumi- 


= >... num alloy castings are 


used for gear case, handle 

and covers of all models. 
Hooks, chain, gear and chain sheave are alloy steel. Positive 
dependable load brake securely holds load at any point. 








load-brake, easy-to-adjust 
motor brake. Alloy load chain 
is wick-lubricated and zinc- 
coated to resist rust. Available 
in two capacity ranges —300- 
2000 lbs. (single chain) and 
3000-4000 Ibs. (double chain). 








WRIGHT 
Jib Cranes 


Wricut Wall Bracket Jib Cranes are highly recom- 
mended for supplementary use to the regular travel- 
ing crane or monorail track —or for individual use in 
bays, on sides of shops, etc. 

Hinge plates are fitted with Hyatt Roller Bearings 
or Bronze Bushings. These and all other fittings are 
made of annealed electric steel. Buy Wricut Jib 
Cranes complete or buy fittings separately and assem- 
ble crane locally. NOTE: mast not furnished. 


WRIGHT 
Timken Trolleys 


Waricutr Timken Tapered 
Roller Bearing Trolleys 
(shown), in plain or geared 
models, provide smooth han- 
dling of loads from 14 ton to 40 
tons. Heavy steel side plates 
and chilled tread wheels re- 
volve on Timken Bearings 
(two bearings to each wheel ). 
Tapered bearing design ab- 
sorbs both thrust and radial 
loads and thus reduces the 
Work required to move the 
trolley along I- Beam. Wricur 


Five Star Material Handling ltems 
that Make Money for Wright Distributors! 


WRIGHT material handling products make 
money for the men who sell them and also for 
the men who use them. 

To distributors, the name “WricuT’” has 
long been recognized as the complete material 
handling line to meet any overhead lifting re- 
quirement. Backed by national trade paper 
advertising, WRIGHT tells this fact to thousands 

of potential material handling 
customers on a regular month-to- 
month, year-to-year basis. In 
addition, WRIGHT supplies its 
distributors with a wide selection 
of sales promotion aids to help 
salesmen expose WRIGHT products 


to select customers on the local level. It’s double 
barreled product promotion like this that makes 
Wricut the popular, fast turnover line to sell 
anywhere. 

Users of Wricut material handling equip- 
ment know from experience that WRIGHT prod- 
ucts are built better to last longer. Designed 
and manufactured to meet the many and varied 
demands of modern high speed production. 
WRIGHT products offer extra performance fea- 
tures at no extra cost. Result: users get more 
dependable operation, greater handling effi- 
ciency and longer trouble-free service from 
WRIGHT products. WRIGHT...a good line to 


_ buy, a good line to sell! 
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Wright Safeway Hand Hoists 


are Built to Take It-Inside 
and Out! 


Ask any rigger, and he’ll tell you that a hand hoist has 
to take it to withstand the wear and abuse of so many 
different material handling jobs. Rugged, trouble-free 
Wricut Safeway Hand Hoists are designed and built to 
stand up under this kind of treatment—inside and out. 
Sealed construction of Safeway Hoists protects all vulner- 
able parts such as the hand wheel, load brake and gear 
train within a high grade analysis steel housing. Compact, 
streamlined Safeway design does away with protruding 
parts that catch on clothing. 

Full enclosure of working parts also makes Safeway Hand 
Hoists adaptable for indoor and outdoor use under varied 
operating conditions such as dusty atmospheres in cement 
mills and foundries; high temperatures in heat treating 
rooms; cold and wet outdoor exposure. 

Dollar for dollar, feature for feature, there’s more value 
for less cost in any one of the twelve models of Wricut 
Safeway Hand Hoists. They’re available in a capacity range 
of % to 50 tons. 





@ 

A FULLY ENCLOSED HOIST 
Handwheel, load brake and load wheel are fully 
protected by heavy steel stampings. 


LOAD CHAIN GUIDE 

Shrouds load chain sheave. Guides chain into 
load wheel and protects parts from falling dust 
and dirt. 


ss 

LOAD WHEEL 

Made with 5 or more pockets to receive chain. 
Also has reversible feature for double life. 


. 

GEAR TRAIN 

Center planetary system using modified involute 
steel tooth form with all gear teeth generated 
from solid steel blanks. 

~ 


LUBRICATION 

Gear train is enclosed in an oil-tight chamber 
and is, therefore, lubricated for life. The chain and 
load wheel are lubricated by wick-type oiler from 
oll reservoir. 


ee 


*FACTORY TESTED 
"LOAD CHAIN *BOTTOM HOOK Two factory tests certify the accur- 
is alloy steel electric welded, has Made of nickel-chrome- acy, workmanship and rated strength 
maximum wear-resistance and = molybdenum alloy steel. of WRIGHT Safeway Hand Hoists. 
ability to withstand extreme im- Rocks and swivels for eas- These are: 
pact. To resist rust, the load _—ier hook-ups. Operates on 1.a proof test of every foot of 
chain is zinc-plated. a Timken thrust bearing. load chain. 
2.a test of the completed hoist 
to 50% above rated capacity. 


WRIGHT HOISTS “<= 


Wright Hoist Division - American Chain & Cable Company, !nc. 
York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, Son Francisco, Bridgeport, Conn. 
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“Greenlee 
JOB-PROFIT 


TOOLING 


in bigger demand 
every day by contractors 
and maintenance men” 


better income producer for you, too, 
because it’s... 


all from 


Are you taking full advantage of this big trend? 
Today’s smartest contractors are “tooling up” 
in every practical way to streamline operations 
— control costs! 

And many are finding the best answer in Job- 
Profit Tooling by Greenlee. It saves costly 
materials, mechanizes much of the work pre- 
viously done by hand, assures more job profit. 
With Greenlee Job-Profit Tooling you offer a 
complete line of timesaving tools for electrical 
contractors, maintenance men, and similar tool 
buyers. And they are all from a single source 
to bring your customers and you many extra 
advantages . . . many extra profits! See ex- 
amples, at right and facing page. 


GREENLEE MULTIPURPOSE SENDER 
Makes conduit and pipe offsets in seconds with 
one setting, one shot. Offsets always in correct 
alignment — no doglegs. Handles all sizes 
conduit and pipe 4%”-2”. Also makes 90° 
bends close to the end of pipe. Portable, easily 
operated by one man. 





Lightweight Hydraulic 
Benders for Conduit and 
Pipe — Greenlee No. 884 Light- 
weight Hydraulic Bender with port- 
able power pump, shown above, 
makes 90° bend in 4” conduit or 
pipe in about four minutes with one 
shot. Bends 1,” -4” sizes of steel 
and aluminum conduit and pipe. 
Greenlee Lightweight Hydraulic 
Benders are also available in two 
other models: No. 880-M2 for 14”- 
2”, and No. 883 for 44” - 3” conduit 
and pipe. No. 880-M2 with power 
pump makes 90° bends in 2” con- 
duit in less than a minute. No. 883 
with power pump makes 90° bend 
in 3” conduit in about a minute. 
All models make full 90° bend with 
one ram stroke and are easily op- 
erated by one man with hand or 
power pump. 





Knockout Punches and 
Hydraulic Drivers — With 
a Greenlee Hydraulic Knockout 
Punch Driver holes are made in 
seconds for conduit up to 5”. Time- 
savings can quickly pay for this 
highly efficient tool. It is available 
singly for punches already owned or 
in handy sets with 6 or 10 punches. 
Greenlee makes a complete range of 
knockout punches for conduit 1”- 
5”. Fast, smooth cutting through 
10-gauge metal. Every cut is quick, 
clean — slug falls free in die. 


a single source.. 


Pipe Pushers — Cut costs, save 
hours of job time by pushing conduit 
and pipe underground without tear- 
ing up pavement, sidewalks, tracks, 
floors. Eliminate extensive trench- 
ing, tunneling, backfilling and re- 
paving. Two models: For %,” - 4” 
pipe and pipe larger than 4”. 


/t/ 1 


Boring Tools—The complete 
line of precision-made wood boring 














94 


735 set in leather case for 44” - 144” 
sizes; No. 737 set in leather case for 
1%” and 2” sizes. Other sizes in- 
dividually packaged. 


Portable Power Pumps— 
Greenlee hydraulic power pumps for 
benders, pushers and other tools 
speed jobs . . . increase pipe bending 
speed from 3 to 5 times. A complete 
line with electric motors or gasoline 
engines . . . 10,000 psi max. pressure. 


tools for electrical and pipe instal- 
lation jobs. Power drill and hand 
brace types in various styles, sizes, 
and lengths. Line includes electri- 
cians’ auger bits and power bits, 
solid-center auger bits, bellhangers’ 
drills, expansive bits, pipe bits, ship 
augers, and extensions. Greenlee 
power bits for 4” and larger chucks 
feature new hexagon shank for posi- 
tive drive. 


Job-Profit Tooling by Green- 
lee includes this timesaving, fast- 
selling equipment all from a single 
source as shown in new 40-page 
Catalog 37-E. Write for it today. 


GREENLEE TOOL CO. 
1884 Columbia Ave., Rockford, ill. 


> 
BL JOB-PROFIT TOOLING 


..-.cost control for contractors 
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Symbol of Cooperation 


MILFORD 


At the recent Triple Mill Supply Annual Convention in , The Henry 
G. Thompson & Son Company was awarded the first silver ue for “ 
overall excellence in selling the merits of its industrial distributors in its own 
product advertising and sales promotion materials.” 


We at Thompson are extremely pleased by the recognition that this award 
represents. We regard this silver plaque — like the four bronze plaques received 
in previous years — as evidence of our sincere efforts to live by both the spirit 
and the word of our established sales policy. It is a symbol of the iuateal o- 
operation and understanding established ti:rough the years by the joint efforts 
of the manufacturer and the distributor. 


that this trademark stands for highest 


product 
engineering service . . . and f for constanh pretiart aaponement ond 
that insures the latest and finest always. nile 
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TORQUE - PERFORMANCE - DEPENDABILITY 
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BUY AIR or ELECTRIC 
A IMPACT WRENCH 





Air impact wrenches deliver 


Pp to 19% more torque 





| 


Superiority of their 
mechanical design 
is revealed in the 
unusual efficiency of Sioux Air Impact 
Wrenches. Wrench for wrench, model 
for model, size for size, Sioux can 
be counted upon to deliver an average 
of 15°, more torque, while consum- 
ing 30° less air! Less power is 
absorbed by the wrench itself. More 
is applied to the drive. Three Sioux 


NO. 322 


CERTIFIED STeuK- 


When it’s a Sioux, you know what it will do! Stoux 
tells you the torque your air or electric impact wrench 
will deliver. You don’t buy just a wrench. You buy 
certified Sioux power, reversible power, and on air 


_ while consuming 
30% less air! 


wrenches can be operated on the 
existing air supply for every two of 
another kind. This correctness of 
engineering design has also produced 
a wrench of superior endurance, lon- 
gevity, and freedom from trouble. Low 
first cost, higher torque, lower air con- 
sumption and long trouble-free life add 
up to make Sioux THE Bic Buy IN 
Arr Impact WRENCHEs! 


Less Vibration Feed Back 


wrenches controllable power through eight point 


power selector. 


All Stoux Impact Wrenches are “reaction balanced” 
for less vibration and torque feedback and for mini- 
mum operator fatigue. There’s less shock and twist 
when the wrench impacts. You can feel the difference! 





A SIZE #0OR 


From the big No 
upper left 


No. 313 


/ 


pictured at right 


322 Sioux Air Impact Wrench 
capable of up to 1,000 foot pounds of 
torque at 90 pounds of air pressure, to the little 
which weighs 2'4 pounds 


4 and can deliver up to 80 foot pounds of torque, there's 
a full range of Sioux impact wrench sizes and models. 





IMPACT 
WRENCHES 


SIOUX Electric Impact Wrenches offer equal 

de! power in right or left hand rotation. The torque 

for each wrench is stated and certified. Their mechan- 

ical design offers exactly the same advantages as 

that of the air wrenches. Their exclusive reverse cap switch lock 

prevents reversing with the current on, and eliminates burning 

commutator brushes and switch contacts. Their efficiency, per- 
formance, and freedom from trouble are unexcelled. 


Look under “TOOLS, ELECTRIC” in the Yellow Pages 


ALBERTSON & CO., INC. 


SIOUX CITY, 


AIR IAP ACT WRENCHES - AIR SCREWDRIVERS - ELECTRIC IMPACT WRENCHES - ELECTRIC SCREWDRIVERS 
+ PORTABLE SAWS 


* SANDERS + POLISHERS + FLEXIBLE SHAFTS 


1OWA «+ U.S.A 


* ORMLS - GRINDERS 
+ VALVE GRINDING MACHINES - ABRASIVE DISCS 





Men of the SSSF Distributor Advisory Council 


Bob Angelica tokes time-out from business for a ‘‘cook-out"’ 
ot his home, which overlooks the northside of Los Angeles. 


How to “cook-up” bearing sales 


“Personalized service is our recipe for creating a successful 
bearing business,” says Bob Angelica, President of Pacific 
Bearings Company, Los Angeles. 

“Keeping in close contact with customers enables us to find 
greater opportunities for service. And thro service, we're 
able to prove that we are bearings experts—fully qualified to 
help maintain production schedules by preventing down- 
time. This leads to many more opportunities for bearing sales. 

“This policy was initiated by my father (R. D. Angelica), 
who established Pacific Bearings over thirty years ago. It 
worked for Dad, and it put Pacific Bearings on a firm basis. 
In fact, many of the company’s first customers are still its 
most important customers. 

“Industry's tremendous growth in Los Angeles makes keep- 
ing close contact more difficult today. But, personalized serv- 


8 BOn 


Spherical, Cylindrical, Ball, “Tyron Tapered and REED Mimature Bearings 


ice continues to be our basic policy—and the biggest reason 
for our success.” 

The proof of Pacific Bearings’ success is its own growth, 
from headquarters in Los Angeles to branches in San Ber- 
nardino, Bell, and Long Beach. 

For many years, Bob's father represented Pacific Bearings 
in the Anti-friction Bearing Distributors Association. He 
played an important role in AFBDA activities, just as Bob 
does today. 

Pacific Bearings has represented &0SP for over thirty 
years. In 1957, Bob Angelica became one of the first mem- 
bers of the 06% Distributor Advisory Council. His contri- 
butions helped to make this council an effective medium for 
solving manufacturer-distributor problems and for se. 
new ways to serve industry better. 


EVERY TYPE-EVERY USE 


okKF 


SEP INDUSTRIES. INC. PHILADELPHIA 32 PA 
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KIDDE 
HELPS YOU 
WHERE 
IT COUNTS! 


Proven Sales Aids! Newspaper mats, 

® direct mail pieces, informative brochures, 
novelties, slide films, motion pictures, sales 
manuals ...a complete package of tried and 


tested sales helps is yours when you feature the 
Kidde line! 


Selective Distribution! As a Kidde dis- 

® tributor, you get the selling advantazes of 

a selective distribution policy in the trading 
areas you serve. 


Solid Experience! Many of today’s im- 

® portant fire extinguishing advances have 

been Kidde firsts . .. many are still Kidde exclu- 

sives. Feature the Kidde line of fire extin- 

guishers and you feature the latest and finest 
in fire fighting equipment! 


Nationwide Warehousing! Feature the 

® Kidde line, and you gain the sales advan- 

tage of Kidde warehousing. Located all across 

the nation, Kidde warehouses mean minimum 

inventory, fast delivery, complete service 
facilities for you! 


5 Advertising! National advertising, in- 


® cluding trademark headings in telephone 


6 Complete Line! Left to right below, just 
® four of the extinguishers in the Kidde line 
— 2% and 5 pound pressurized dry chemical, 15 
pound carbon dioxide, and new pressurized 
water. Kidde’s full line covers more than 30 
proven models in varying types and capacities. 
There's a Kidde model for every hazard, a poten- 
tial sale in every Kidde model! For more infor- 
mation, write Kidde’s Market Development 
Department, stating your sales territory. 


tf i 


2% 
directories, help you sell the complete Kidde line. é omiea dry Somicel = 


carved dan dioxide 


Industrial and Marine Division 
Kidde Walter Kidde & Company, Inc., 822 Main St., Belleville 9, N. J. 
, Welter Kidde & Company of Canede itd., Montreal — Toronto — Vancouver 
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WITH Pyrxex® RED LINE GAUGE GLASSES ...the ones 
that your customers can read from any angle or from a dis- 
tance with ease and accuracy. 

These are benefits your customers need, benefits that are 
easy to sell. Show them how a gauge glass with a red line 
fused to the back is magnified by water, makes a sharp clear 
line that’s easy to read. 

Every plant that uses gauge glasses is a prospect, and 
that’s just about every plant with a smokestack. 

You'll find the whole story on Pyrex Red Line Gauge 
Glasses in your Corning Gauge Glass Bulletin, EG-1. If you 
need more copies, check with your Corning Gauge Glass 
Distributor, or write us at 26 Crystal Street, Corning, N. Y. 


of CORNING GLASS WORKS 


\ CORNING MEANS RESEARGH IN GLASS 


\ 
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Distributors! Here’s what we te// your customers about you 


Mr. Paul E. Grunau, center, talking over an installation problem with Mr. Morton R. Spence, left, of Rundie- 
Tube Distributor, and Mr. Lesiie Smith, National Tube's representative in Milwaukee. This type of round-table discussion 
indicates the close relationship bet contractor, Nationa! Tube Distributor and National Tube. 


"We had only 14 hours “We got this emergency job late at night,"’ says Mr. Grunau. 


“Yet, our National Tube Distributor, the Rundie-Spence Company, 
gave us immediate service. But our National Tube Distributor 


to repair a cooling system s atways ready for critical situations. He keeps two trucks 


on a stand-by basis, and there's a four-man crew on 15-minute 


and save $100,000 = <2" seven days week 


“‘Rundle-Spence offers expert engineering and technical 

in perishable foods— advice, constantly feeds us new product information, and is a 
single, complete source of steel tubular products. We also 
know that our National Tube Distributor has a wide range of 


ilable pi i \-inch to 24-inches. We've standardized 
our National Tube Distributor on national Tube products for all piping installations, because 
they're the finest tubular products in the worid.” 


helped us finish the job Why don’t you combine the fast, dependable service and 
technical assistance of a National Tube Distributor with 
in 12 hours,”’ USS National Stee! Pipe? The next time you need top-quality 
’ steel pipe for plumbing, heating, power or air-conditioning 
applications, see your local National Tube Distributor. 
says Mr. Paul E. Grunau, Secretary-Treasurer, Paul J. Grunau Company, USS and National are registered trademarks 
Mechanical Contractors, Milwaukee, Wisconsin 








National Tube 
Division of 
United States Stee! 


Cotumbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
United States Stee! Export Company, New York 
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Keystone Use-Matched Coolant 


raises production speeds 45%, 
extends tool life 40% 


This manufacturer of electrical equipment had a 
production step which involved the machining of 
light-weight, high strength titanium forgings. The 
problem was to find a suitable cutting fluid for this 
hard-to-machine part. 


Switching from conventional oil-type cutting fluids to 
a water-type product developed by Keystone, brought 
almost spectacular results. The new coolant, 
Keystone No. 106, provided faster speeds and feeds, 
better dimensional control, smoother finishes, 40° 
longer tool life, and production was increased 45%. 


To Keystone, these results were not surprising. No. 106 
Coolant was especially developed by Keystone to 
provide the high lubricity of straight cutting oils, 

plus the superior cooling properties of water-type 
lubricants. Ideal for machining all metals except 
Dowmetal and other magnesium alloys, it is odorless, 
smokeless, and nonflammablie. In short, its 

properties are matched to its job. 


where 


can this case study 
help you close an order? 


Wherever there's a lubrication problem, there's a 
Keystone specialized lubricant that is matched to 
the job. As a Keystone distributor, you have one of 
the nation’s largest stocks of special formula 
lubricants, ranging from bricks through semi-solid 
and liquid greases, to light penetrating oils and 
coolants. This nationally advertised case history is 
helping to pre-sell your customer, so you can help 
him pin-point the one Keystone lubricant especially 
developed to step up his performance, end waste, cut 


downtime, or stop costly wear in a specific application. 


If your customers are not getting the most from 

their present lubricants, tell them about Keystone’s 
broad line of cost-cutting lubricants, and about 
Keystone’s free Engineering Service. Remind them, 
too, that all Keystone lubricants carry a no-quibbling 


guarantee of at least a 10 percent saving over their 
present cost of lubrication, including labor required for 
application—a guarantee made by 
no other lubricant manufacturer! 


KEYSTONE LUBRICATING 

COMPANY, 2ist & Lippincott —_ 

Sts., Philadelphia 32, Pa. SPECIALIZED 
LUBRICANTS 


HERE IS REAL 
SALES ASSISTANCE 


The Keystone Cutting and Grinding Fluids Booklet (BK-21) 
shown here is just one of the many sales aids offered by 
Keystone to help pre-sell your customers. In addition, 
notional advertising and publicity means you are selling o 
known nome and known quality. And that saves selling time. 


_—_—_—— SS ee Oren ee 
a ee 
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In quality bolts, depend on Cleveland 
for complete selection and fast delivery 


Cleveland offers you quality bolts and companion nuts in a 
full range of standard types and sizes. Included are square 
and hex head machine bolts, carriage bolts, lag bolts and 
plow bolts. And because of our mass-production facilities 
and extensive stocks, we can give you immediate delivery 
—in keg, full truck, or carload quantities. 

Having the widest range of Boltmaker sizes in the world, 
we can supply many bolts cold forged. This method of 
manufacture assures uninterrupted grain flow in heads, fine 
finish, high tensile strength, and longer fatigue life. Our 
unique 1% in. Boltmaker, the largest machine of its kind, 
enables us to completely cold forge machine bolts in diam- 
eters of %, %, 1, 1% and 1% in. through 10 in. long. 

Cleveland standard bolts are made of low-carbon steel, 
but can be furnished in high-carbon and alloy steels to 
order. Bolts of nonstandard types or dimensions can also 
be supplied on request. In addition, Cleveland manufactures 
tomplete lines of cap screws, set screws, socket screw 
products, and self-locking screws, as well as special headed 
and threaded products (3/16 through 2% in. diam.). Thus 


ais 


An SPS Company 


we offer you and your customers the advantage of a single 
source of supply for all major threaded fastener require- 
ments. Write for further information, samples and prices. 


Write today for complete information, samples and prices 
RANGE OF SIZES 


% in. Gia. 2 % in. long through 1% in. Gia. x 30 in. long 
#10-24 dia. « % in. long through % in. dia. x 20 in. long 


i in. dia. x 1 in. long through % in. dia. x 16 in. long 
Plow 


#3 head, regular and repair | % in. dia. « % in. long through 1 in. dia. x 9% in. long 


Note Larger diameters and longer lengths made to order. 

Can atso be furnished in high carbon and alloy steels. 

We maintain complete stocks of regular squere nuts ond finished 
and semifinished hexagon nuts in sizes Ys through 2'4 in. diameters. 


THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohio 
WAREHOUSES: Chicago « Philadelphia « New York « Los Angeles + Sen Francisco « Atianta 
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The product...the cooperation...the availability 
3 good reasons BCA ball bearings build profits 


Leaders in dependable quality . . . in promotional 
support . . . in sales and availability 


For industrial applications, you have the top quality ball 
bearing line in BCA. Availability is unequalled. 

BCA gives you an excellent sales plan to build bigger profits. 
The BCA line is one of the pioneers in the industry. A BCA 
sales engineer is on call at short notice to work with you. 
His product and application knowledge is the kind of coopera- 
tion that opens new accounts and builds old customers. 
He means business for you. 


Why don’t you call your Federal-Mogul Service branch today? 
Get up-to-date information now. 


BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. - DETROIT 13, MICHIGAN 
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Types and Sizes for 
Every Industrial Use 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches . . . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 
logical line for Industrial Distributors. 


Write for General Catalog and check your wrench stock. 
Specify “ARMSTRONG” when ordering wrenches. 


See us at Booth 238—Production Engineering Show, 
September 6-16—Navy Pier, Chicago, Illinois 


&rRONG BROS. TOOL ¢o. 


>: ARMSTR ARMSTRONG AVE. © CHICAGO 46, ILL. 
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Only ‘CAPITOL Wa Cre: 


Forged Steel Fittings 
give all these benefits 


Guarantee pressure-tight joints with CAPITOL ~~ a 
fittings. Army-Navy gauging procedure assures full 
formed threads that will tighten every time. True align- f| 
ment, through careful inspection, means easier and ‘ aie 
faster make-up. 

The phosphate coating makes all fittings rust- 
resistant, cleaner, easier to handle and free from oil or INDIVIDUALLY PRESSURE TESTED 
dirt. 

Quick identification through color-coded labels 
saves time and reduces errors — Green-2000#, Blue- 
3000+ and Orange-6000#. CAPITOL fittings equal 





or exceed the requirements of all published specifica- 
tions including MSS-SP-49, SP-50 and ASTM-A-105. ee = 


 ELLS and TEES 


: 
' . 


COUPLINGS 


BUSHINGS * SQ. HEAD PLUGS + HEX HEAD PLUGS 
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SOCKET WELD REDUCERS & 
CAPS COUPLINGS & CAPS INSERTS 





MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 








New Springday V-Belt 


plant at A. ny Me., 
manufacturing arm of Dayton Industrial Products Co., was designed and 
built for the single purpose of producing better V-Belts, in quantity. 


Here’s why Dayton alone can build production 
V-Belts, in any quantity, with individual custom-built quality 


New Springday plant sets higher standards 
of quality for Dayton V-Belts 


Here’s real news for you, whether you buy V-Belts 
for O.E.M. or replacement applications. Dayton’s 
new, completely automated Springday plant elimi- 
nates the need for spot-checking production belts, 
saves you time and money. This is possible because 
egch Dayton V-Belt comes off the line in custom- 
designed quality at this new plant—the only one of 
its kind— built specifically and solely for the design 
and manufacture of V-Belts. 

Designed from the “inside-out” by our own 
Central Engineering staff, this plant incorporates 
every krown, reliable facility for effecting optimum 
product quality control, efficiency of production 
and delivery. Where existing machines would not 


meet the increased standards, new ones were de- 
signed, patented and built to do the job. 

Recently awarded the distinction of being named 
by Factory Magazine as one of the Top Ten plants 
built in 1960, it has been referred to as ‘‘a master- 
piece of plant layout and material handling . 
ee ee producer of V- Belts 

.. 4 truly significant plant.” 

We, too, feel it is a significant plant; principally, 
however, because it can and is mass producing 
Dayton Industrial V-Belts to an individual ex- 
cellence of quality that would not be possible to 
achieve by a multi-product plant. Here are a few of 
the reasons why — 





A Dustiess Handling of Carbon Black 
is masterpiece of materials handling. Containers 
are placed in position by fork lift truck; 
automatically open to add carbon black via auger- 
type feed, correct amount is measured electronically. 


Automatic loading of new stock into Banbury Mixer 
speeds mixing, assures continous flow of stock to collanders. 


Collanders roll stock to precision thickness for belt making. 


New Multi-station Belt making machine 
applies rubber stock in correct ply layers. 
Belt-making drums are delivered to and 
removed from machine by continuous 
overhead conveyor. 


Many patented and exclusive 
innovations and improvements in belt 
building assure optimum production 

and quality control. This rotating Carousel 
provides operator with 6 different types 

of ply stock at the touch of a pedal. 


Final check “sag” test. Each belt receives 
Dayton's special “sag” test to insure 
proper belt matching. In background, 
uncured belts are carried by conveyors 

Y to curing room. 





INDUSTRIAL DEPARTMENT 


Dayton Industrial Products Co. 
A Division of Dayco Corporation (formerly Dayton Rubber) 
2001 Janice Ave., Melrose Park, Ill. 


Telephee: ESterbrook 9-5700 regarding specific questions, or 
see Yellow Pusu for your neural Dentlits Distributor. 





FOOTE BROS. Introduces a 
FAR 


UNLIMITED Mounting 
Positions 

12 Sizes—Center Distances 
trom 1%” to 8” 

Input Ratings from .01 to 
66 HP 


Output Torque to 46,000 
Ib. in. 

Stocks immediately 
available 


Foote Bros. RADICON Worm Gear Reducers incorporate totally 
new and advanced concepts of right angle speed reducer design. 
The new RADICON line offers a broad range of sizes, capacities, 
and gear ratios to provide Distributors with units that meet 
virtually any user requirement. 

Gear accuracy and surface finish rugged bearing and shaft 
design, positive lubrication, careful selection of materials, and 
precision manufacturing techniques—are combined in RADICON 
Reducers to produce higher load carrying capacity and maxi- 
mum service life. Added to these features is RADICON’S un- 
matched versatility of mounting—a BIG advantage to Dis- 
tributor and user alike. 


(Oe Bi iT 
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COMPLETELY NEW line of 


GOOLE DPD worm @gar REDUCERS 


. 


UNLIMITED MOUNTING VE 


RADICON Reducers are equipped with detachable 
feet—a feature which provides unique versatility 
of application. Feet may be attached in any one of 
many ways to permit mounting the Adaptable 
RADICON Reducer in unlimited positions. 

This unequalled versatility of application sim- 
plifies and reduces the Distributor’s stocking re- 


FOOTE BROS... 


IMUM STOCK REQUIREMENTS 


quirements and enables him to maintain faster 
turnover with minimum stock investment. RADICON 
Reducers operate with equal efficiency in any 
mounting position, and the “dry well” cover used 
on the output shaft of every RADICON Reducer, 
assures oil tightness when the output shaft is 
mounted vertically downward. 


GEAR AND MACHINE CORPORATION 


4561 South Western Bouievard, Chicago 9, Iilinois 


POWER TRANSMISSION DRIVES 
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a SpanGrid Steel Pipe snow melting system! 


Right now the readers of Factory Maga- 
zine and Purchasing Magazine—your 
customers and prospects—are looking at 
the two pictures above and thinking about 
the advantages of having a snow melting 
system at their plants or office buildings. 

So, right about now you ought to be 
making calls on these people to nail down 
an order for a snow melting system with 
SpaNnGrip Steel Pipe while the weather's 
right and they're in the mood. 

Want some sales points? Here's 
what we told them. With a SPANGrRID snow 
melting system under walks or drives, it's 
“business as usual” all year around. No 
more snow shovelling, spreading ashes, 
scattering salt or chemicals. This saves 
money on manpower and materials. No 
delays for traffic. An accident hazard is 
eliminated. Paving is not damaged by 
chemical action. 

We also told them briefly how the sys- 
tem works and that SPANGrup Steel Pipe 


would give them years of trouble-free 
service. If you've used SpanGrip, you 
know it’s a top-quality product, uniform 
throughout, quality-controlled, tested 
and inspected thoroughly, and is espe- 
cially suited for snow melting, radiant 
heating, refrigeration and ice rink use. 


Need additional information? Com- 
plete details on costs and installation are 
available in the booklet “Snow Melting 
Systems.” We'll be glad to send you a 
copy. Just mail the coupon. And when 
you make your sales, be sure to install 
SpanGrip Steel Pipe .. . made in U.S.A. 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 
Subsidiary of Armco Steel Corporation Wy 


The National Supply Company, Tubular Division 


2 Gateway Center, Pittsburgh 22, Penna. 


Please send me a copy of ‘Snow Melting Systems.” 


lc ncaidiseadibagtaiecbartiia 
Title__ iia 
Company 

Address 

City 











How to jockey to higher sales! 


To keep pace with today’s higher costs for replace- 
ments and to protect expensive current investments 
. industry must call upon reliable maintenance 
products more than ever. This gives distributors of 
quality maintenance products month-in, month-out, 
money-making opportunities. 
“Allied Chemical” Cold Coatings are protective 
coatings you can sell with confidence. Here are coatings 


that wear on where others wear off—and once sold 
become a recommendation for additional business. 

And “Allied Chemical” Cold Coatings are backed 
with a complete sales package: - advertising to prime 
prospects - sales literature « direct mail. A technical 
background is not needed to sell these products .. . 
used and accepted for a quarter of a century. Write 
us today! 


“A—LLIED CHEMICAL” 34Yc COLD COATINGS for tanks, pilings, structural steel, underground pipes and units. 
“ALLIED CHEMICAL” COLD TAR PAINT for outdoor frames and posts, safety and sprinkler piping, transmission towers, railroad equipment, 


llied 


PLASTICS AND COAL CHEMICALS DIVISION 


40 Rector Street, New York 6, N. Y. 


alcatel 
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IN AMERICA’S 


GREAT NEW 
> 

, a 

BUILDINGS | 


Industrial, Commercial 
YOU'LL FIND 
JENKINS 
VALVES 


pentins Bro a. ipa 


YOUR SPECIFICATION “JENKINS VALVES” IS BACKED BY THE JUDGMENT OF MANY OF THE COUNTRY’S 





Grady Memorial Hospita!, Atianta, Georgia The Prudential insurance Company of America, Chicago. 





Chicago Sun-Times, Chicago, Illinois Bissell Inc., Grand Rapids, Michigan The Interchurch Center, New York City 


| TOP ARCHIT ECTS, ENGINEERS, CONTRACTORS AND BUILDING OWNERS 





Thermoid 
“Powerflex 
Wedge’ 
V-belts 
saved *402+ 


thi . h 
NARROWER ot The shape of new “Powerflex Wedge” 


V-belts is narrower with added depth . . . 


shorter centers and less bearing load; 
more efficient power transmission. Costs 


wit = a i « e for a big jump in “pulling” power. More 
sb te ee, ey pull means fewer belts, smaller sheaves, 


; oe aa ’ on this documented “Powerflex Wedge” 
installation amounted to a savings of 
$402.14 over the conventional V- 


belt drive. 


BEARING But design isn’t the whole story! New 
, ta Thermoid-Quaker rubber compounds 
and tougher, load-carrying cords play a 


10 AD vital role in prolonging belt wear . . . for 
) even greater savings. 


Check, “Powerflex Wedge” V-belts for 
better power transmission. Your Ther- 
moid Division Distributor is there to 
serve you. Or write: Thermoid Division, 
H.K. Porter Company, Inc., 200 White- 
| head Road, Trenton 6, N. J. 
Thermoid-Quaker “‘Powerflex Wedge” V-belt drive 


THERMOID DIVISION p (ATER H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable. wiring 
systems, motors, fans, blowers. specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand 
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Greenfield“ zzz 
Fast Spiral Fluted = wuz: 
Taps Ss 


GREENFIELD TAP & DIE Greenfield, Massachusetts 





Greater Profits Quicker 
with 722-1 MIL STEAM TRAPS 


BECAUSE... 


Farris-MIL Steam Traps are 
indestructible m will not wire 
draw m will not freeze up mw 
cannot be damaged by water 
hammer m do not need a cooling 
leg m cannot corrode m operate 
instantaneously m are pressure 
balanced m have full floating, 
friction free, self aligning, stain- 
less steel valves m cost less m 
are guaranteed 2 years 


AND... 


to help you sell-FARRIS offers 


@ National trade advertising to your major markets. 
@ Direct mail to your customers, from us and from you. 


@ Comprehensive sales manuals, folders, stuffers, other 
sales aids. 


@ Factory technical assistance to help you and help 
your customers. 


@ A constant flow of sales leads for your instant 
follow-up. 


@ Realistic pricing providing an excellent profit margin. 


DON'T WAIT, ACT NOW. Selected Territories 
Available ...Call, Write or Wire! 


ENGINEERING 
CORP. MIL. DIVISION 


560 COMMERCIAL AVE. 
PALISADES PARK, N. J. 


AFFILIATES: 


Ferris Flexible Volve Corp. * Farris Engi- 
ttd., Lenden, Engiend + 
Universal Machine Cerp. * ris 
Combustion Controls Corp. * 
Londen, Engiend industries Ltd., Wolverhampton, E 
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Metallurgical Memo from General Electric 


General Electric announces 
pre-honed CARBOLOY. inserts 


HAND HONING 


Hand-honing is inaccurate, 
and time-consuming—fre- 
quently results in premature 
chipping and breaking. 


Unhoned or as-ground in- 
serts show rough edges— 
result in unpredictable 
tool life due to chipping. 


Chamfered, or ground-flat, 
edges are geometrically weaker 
than a radius and are more 
easily fs mae | or broken. 


NHONED EDGES 


Shown here, both under magnifi- 
cation and geeky. is an edge 


of the new 


arboloy pre-honed in- 


sert. Radius is geometrically ideal 
to minimize chipping, extend tool 
times. 


life many 


Now customers get more predictable 
tool life. ..lower cost per cutting edge 
..- No hand-honing cost! 


Deliver them ready-to-use . . . honed 


to a precise radius . . . customers 
get BETTER PROFITS THROUGH 
BETTER TOOLING 


Now General Electric Carboloy inserts are pre-honed 
at the factory! Here’s what it means to customers: 
1. An insert with edges honed to precise radii gives 
the strongest geometric shape to withstand cutting 
pressures. This reduces chipping — increases the pre- 
dictability of tool life. Hand honing cannot achieve 
precise radii—G-E pre-honing can .. . and does! 
2. Since c nipping is minimized, fewer cutting edges 
are wasted. The result is lower cost per cutting edge. 
3. Since inserts come pre-honed and ready-to-use. 
the labor cost of hand honing is eliminated. This 
more than offsets the charge for pre-honing. 

4. Pre-honed Carboloy cemented carbide inserts have 
standard e radii honed to a greater or lesser de- 
gree, depending on the job to be done. They'll know 
the honing is right! 

Pre-honed Carboloy inserts—as well as the complete 
Carboloy line of convertible seats, toolholders, and 
brazed tools—mean BETTER PROFITS THROUGH 
BETTER TOOLING for you! Fill out your stocks 
today! Metallurgical Products Department of Gen- 
eral Electric Company, 11133 E. 8 Mile St., Detroit 
32, Michigan. 





TOPS IN TOOLING QUALITY 


From the research and quality-control facilities 
of the Metallurgical Products Department of 
General Electric comes the outstanding quality 
ag. line in the metalworking industry. The 
new Carboloy prehoned inserts, as well as the 
complete line of Carboloy toolholders, inserts, 
insert seats, convertible seats, and brazed tool- 


a —— to meet every tooling need 
ntly economically. 











CARBOLOY. 


CEMENTED CARBIDES 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @® ELECTRIC 


CARBOLOYe CEMENTED CARBIDES 
MAN-MADE DIAMONDS + MAGNETIC MATERIALS 
THERMISTORS + THYRITE® » VACUUM-MELTED ALLOYS 
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“...dear, you forgot to cast off 
the NIXDORFF chain!” 


there’s STRENGTH in a name 


NIXDORFF—the chain of fame—a vital 
link in America’s progress for 106 years. 


Packaged for profits 
chain packs, drums, and Merchaindiser 


NMIXDORFF 


( KREIN NIXDORFF-KREIN MFG. CO. 


ee ST. LOUIS 6, MO. 
_— _ 


WELDED AND WELDLESS CHAINS / CHAIN ASSEMBLIES / CHAIN SPECIALTIES / WAGON AND TRUCK HARDWARE 
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Build beflir produdta...,oittr rill, 


BVI TWO-WAY LOCK NUTS! 


The Maclean-Fogg Two-Way Lock Nut has the 
features designers and production men want. 
Check them off: (1) It is double chamfered—goes 
on from either side—is ideal for either hand or 
hopper feeds. (2) The lock is in the center of the 
nut—permits fastest starts—allows bolt end to 
be below or flush with top of nut. (3) Two-Ways 


are economical; reusable; better looking on your _—Circle number on reply 


finished product. pos ob ha } and 


MAC LEAN-FOGG 
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Lock Nut Demand 
UP! Going Higher! 
Buyers seek local 
source of supply 


A revolution in fastening is taking 
place. Engineers everywhere are 
switching from conventional fas- 
teners to lock nuts — to make their 


- « to simplify 


Distributors prepared to meet this 
demand for lock nuts are already 
reaping handsome profits. Business 
is good. Prospect for future growth 
is tremendous. 


Whether you are a full line 
house or a short line “fastener 
distributor” it will pay you to 
toke on Maclean-Fogg. It's a 
complete line of first quality 
lock nuts, screws, and bolts. It is 


being aggressively promoted. 
It Sells. 


MF Lock Nuts are simple to handle. 
A few sizes and styles cover inven- 
tory needs. MacLean-Fogg furnishes 
the sales help and imprinted liter- 
ature that gets the orders. 


Write at once for complete infor- 


mation. 


MAC LEAN-FOGG 
LOCK NUT COMPANY 


Telephone: EDgewater 4-8420 
5535 North Wolcott Ave. 
Chicago 40, Illinois 


¢----------- 


This advertisement is appearing in 


leading magazines read by design 
engineers and purchasing agents. 








Distributors find greater 
sales opportunities with 2300 
types and sizes of Johnson 
stock bearings and bars 


Johnson distributors and their salesrnen find that the 1900 
types and sizes of standard stock sleeve bearings and over 
400 sizes of bronze bars in the Johnson line give them a 
distinct sales advantage. It means that on every call they 
can offer standard stock GP bearings, bars, self-lubricating 
bearings, graphited bearings and electric motor bearings. 
This leads to larger orders, increased profits. 

If you are not enjoying the advantages of the full 
Johnson line of standard bearings and bars and would like 
to know more about them, call, or write or wire Johnson 
Bronze Company. 


Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 
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Performance makes the world of difference 


DEPENDABLE 


Fig. 1503 — Steel Gate f Fig. 560 Bronze Regrinding Fig. 2600 — Bronze “WS” Full Fig. 3058 — Carbon Steel 
150 pounds W.P. Outside Horizontal Swing Check Valve Flow Globe Valve for 150 W.S.P Screwed-End Lubricated 
screw rising stem and for 200 W.S.P. All parts are Union bonnet. Screwed ends Plug Valve. ASA 300 
yoke. Solid wedge disc renewable. Can be used in only. Har ed stainless steel pounds. Screwed gland 
Screwed-in seat rings horizontal or vertical position renewable disc and seat ring. type. Wrench operated. 


For all industrial flow control requirements—handling costly plant shutdowns or other operational delays. So 
water, oil, gas, steam, air, corrosive fluids—Powell makes for quick action, contact your nearby Powell Valve dis- 
the right valve, in the right size, of the right metal or alloy. tributor or call us direct. And if you have a special flow 
Orders for regular valves can be filled promptly from control problem, our engineers will gladly help you 
our large factory or distributor stocks . . . no need for solve it to your complete satisfaction ! 


Powell... werld’s largest family of valves 


THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI 22, OHIO 
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“Tugboat” Johnson’s 


~ got 2 Be, 
2 
~- TEE, BE Se en 


Vitae aca 
ie Sig ghee 
ke oe Oe 


“This grease fitting makes lubrication easy,” says ““Tugboat” Johnson (right center). “That 
helps our rubber spiral idlers to last longer. These idlers flex easily and cushion the belt . . . 
and they’re self-cleaning, too.”’ His listeners are James McGraw Company Sales Manager 
Roy Smith, President H. T. Wagener, and Purchasing Agent Woody Noel. 


“You're okay on Servall,” says Tug Johnson to McGraw Ware- Says Tug to Thomas B. Phillips, Jr., Asst. V.P. and Superin- 
houseman Warren Deaner (kneeling). “It’s always easier to tendent of Maintenance and Construction of Concrete Pipe & 
have the right hose in stock than to tell a customer you'll order Products Company, “This spiral idler resists abrasion and corro- 
it. Fast service is what makes sales.” With him at right are sion. It has positive seals and rides on oversize ball bearings for 
Woody Noel and Roy Smith of McGraw. long life.” Dick Matthews, McGraw sales rep., looks on. 


60 INDUSTRIAL DISTRIBUTION « AUGUST, 1960 








sales secret revealed 


‘‘We sell to chemical, tobacco, and sand and gravel com- 
panies, along with paper mills, lumber plants, and 
general business. They all need something different... 
and that’s where ‘Tugboat’ Johnson shows us how to sell.’’ 


The speaker is President H. T. Wagener of the 
James McGraw Company of Richmond, Virginia. 
Sales Manager and Secretary Roy Smith agrees: 
“Conveyor belting, idler equipment—you name it. 
Tug’s one of the best salesmen we know, and his 
secret is knowing the Hewitt-Robins line inside 
out. Tug is what Hewitt-Robins calls a National 
Account Specialist. He’ll come in and spend all day 
showing us how to tell our customers about belt 
carcass or hose construction. He says knowing what 
a customer needs is the surest way to sell, and he 


comes around regularly to see that we do.” 

Adds President Wagener, “I’m not ashamed to 
say we've all learned something from Tug. Any- 
body who won't listen to the man from the factory 
is crazy. The surprising thing is finding a factory 
with men like Tug.” 

If sales and engineering service like this would 
surprise you, too, call the Hewitt-Robins man in 
your area. He may not look like Tug at first—but 
after a call or two you won’t know the difference. 
Hewitt-Robins, Stamford, Connecticut. 





“ 


“For your wet gravel, sand, Sourre, and 
cinders,”’ says Tug to General Superin- 
tendent Frank Chandler of Concrete Pipe 
& Products Company's Superior Plant, 
“this 6-ply Ajax C/R endless belt will see 
years and years of service.”” Adds McGraw 
Salesman John Marion (right), “Even at 
that ninety-degree angle you use with your 
bucket elevator, Frank.” 


“‘See how rubber spiral idlers let the belt 
assume its natural trough,” says Tug to 
Frank Chandler, John Marion, and Plant 
Foreman C. A. Houchins. This 30-ft. shut- 
tle conveyor feeds sand, gravel, SOLITB, 
and cinders to six bins to make “PARA- 
CRETE” high pressure steam cured mason- 
ry units. Concrete Pipe & Products pio- 
neered this product line. 
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“The right belt means long, trouble-free 
service,” says Tug. This 18-in. 4-ply Ajax 
C/R belt carries sand and SoLite from 
three silos to a 24-in. by 40-ft. H-R track 
hopper incline conveyor which feeds into 
the boot of an elevator. Looking on are 
Tod Henshaw of Concrete Pipe & Prod- 
ucts Company's Petersburg Plant and 
McGraw Salesman F. G. Mason. 





JUDGE FOR YOURSELF 
whether Capewell lives up 
to its Fundamental Policy 
for Industrial Distributors 


At the 1960 Triple Industrial Supply Convention, your own Advertising 
and Awards Committee honored Capewell with: 


> Bronze Plaque for Unique Use of the Distributors Emblem 
> Honorable mention for overall magazine advertising 

>» Honorable mention for excellence of catalogs 

Capewell’s Sales Policy is a realistic, working policy. 


It’s in tune with Distributor needs. 
Ask any Capewell Distributor. 


hand hack saws 
power hack saws 
hole saws afi ia 
band saws 
hammers dp. 




















THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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Talk of the Trade 


IN JANUARY, PERHAPS—“You know, after | leave 
here I'm going to be a small business man myself 
up in Gettysburg”. ‘The speaker was President Eisen- 
hower; place, the White House; listeners, officials of 
the National Small Business Association; subject, prob- 
lems of the nation’s smaller industries. Among the 
NSBA officials was Frank M. Cruger, Indiana Manu- 
facturers Supply Co., Indianapolis, who is vice pres 
ident of the group. “He (Mr. President) has an 
amazing background,” Cruger said after the mecting. 


MINIATURIZATION—Don Marcell, Semon Bear- 
ing Co. salesman in Phoenix, Arizona, won an appli- 
cation-of- the month award recently for figuring out a 
drive to operate a miniature train owned by a circus. 


NEVER TOO LATE—“This should show them that 
I'm not an old fogey who is scared of planes,” was 
the comment of Otto Cullman, 92-year-old retired 
president of Cullman Wheel Co., after his first plane 
ride recently. Otto flew from Chicago to New York 
aboard a TWA jet for a convention of sprocket manu- 
facturers. At 92, Cullman weighs a trim 140 pounds 
and is almost five-feet tall. Although retired, he still 
drives to the plant every day. His tip for longevity, 
“Take a cold, cold shower every morning.” 


CROSS COUNTRY-—J. Clair Midcap, Baleros, SA, 
Mexico City, was one of the conventioneers at the 
Spring Meeting of the Anti-Friction Bearings Distrib- 
utors Association in Montreal, which is quite a jump 
to attend a meeting. Midcap’s firm has branches in 
Monterrey, Guadalajara and Torreon in Mexico and 
is associated with Midcap Bearings Service of San 


Antonio, Texas. 


TOUGH ROLE—When 20th Century-Fox filmed the 
“Hound Dog Man”, there was a scene in which a 
Deming 120 hand pump (discontinued), competed 
with the lovely Carol Lynley who had to draw water 
from the well. At least, the pump was caressed as 
never before. 


CALL TO YOUTH—The American Hardware Manu- 
facturers Association is organizing the “40 And Under 
Club” to help new and younger members become 
better acquainted with other members, especially with 
other young members with similar problems and in- 
terests. Informal programs will be centered around 
breakfast meetings with brief talks at the National 
and Southern Conventions. Qualification for mem- 
bership is employment by an AHMA member firm 
and under the age of 40. Membership is good until 
the age of 45. Dues: $3 a year and $3 for each break- 
fast attended. William H. Wenzel, H. Wenzel Tent 
& Duck Co., 2200 §. Henley Road, St. Louis 17, is 
chairman of the membership committee. 


RHYMESTER—Dave Voorhees, zestful prexy of 
R. C. Neal Inc., Buffalo, N. Y., is also serving as ad- 
vertising chairman of the Niagara Frontier Industrial 
Distributors Association and his campaign for this 
group is outstanding. We're a bit surprised, however, 
at his avocation. He dashes off poetry(?) in leisure 
time. His latest verse is entitled “I’m Fine” and to 
quote a quatrain: “The moral is, as this tale we un- 
fold/ That for you and me who are growing old,/ 
It’s better to say ‘I’m Fine’ with a grin/ Than to let 
them know the shape we're in.” My sentiments ex- 
actly, Dave. 


BREAD ON WATER~—Lew Martin, Stambaugh Sup- 
ply Co., Youngstown, Ohio, picked up a national mag- 
azine recently and read a success story which hit home. 
When Lew was with Boyd-Wagner Co., Chicago, 
he met the subject of the success story on his selling 
beat. Only at that time, the embryonic success was 
practically broke, was being sued for divorce, was 
suing someone for pirating designs, and his credit was 
nil. Lew decided to go along with the man and lo, 
success. There’s something to this “value added by 
distribution.” J.A.W. 
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The superior hardness, 
smoothness, and dimen- 
sional accuracy of P&W 
Conventional Geges result 
in greater dependability, 


longer life, and lower gag- 
ing costs. These advantages 
have won for P&W Gages 
an established acceptance 
that will work for you un- 
der the new P&W Distri- 
butor Sales Program. 





Taking full advantage of the 
experience of other manufac- 
turers and distributors, and 
adding our own ideas, ideals 
and objectives, we have pre- 
pared what we honestly be- 
lieve is one of the finest 
Statements of Sales Policy 
ever offered .. . one that 
will help to build and main- 
tain strong, mutually pro- 
fitable relationships. 


PrRatT & WHITNEY 


P&W provides effective 
back-up for your sales ef- 
forts with advertising and 
sales promotional programs 
that have proved their abil- 
ity to “pre-sell” your cus- 
tomers, provide them with 
important information, keep 
them sold between calls, 
and produce a high volume 
of qualified inquiries for 
your follow-up. 








Now 


PRATT & WHITNEY 
offers a complete line of 
Conventional Gages thru 


SELECTED INDUSTRIAL 
DISTRIBUTORS 


ONE SOURCE 


Pratt & Whitney is now making its famous lines of Con- 
ventional Gages and Cutting Tools avaiiable through 
Selected Industrial Distributors, after a century of selling 
direct. This means that the Industrial Distributors on 
our team will be in a position to offer their customers 
conventional gages for every type of application . . . 
with all of these gages designed, manufactured and in- 
spected by a single company that has earned the repu- 
tation as “First Choice for Accuracy.” Equally important, 
our Distributors will also be able to offer their customers 
skilled application engineering service through Pratt & 
Whitney's nationwide organization of experienced, fac- 
tory-trained Gage Specialists. 


Conventional GAGES 


Pratt & Whitney offers you 
Complete lines of Conven 
tional Gages with long-es 


tablished acceptance, active 


programs of advertising and 
sales promotion, and a 
Sales Policy designed, writ 
ten and interpreted to pro 
tect your interests, All this 
plus your expert sales 
coverage— must add up to 
greater sales and profits. 


Now is the Time 


to get more complete information on the Pratt & Whitney 
Industrial Distributor Sales Program and see for yourself 
how P&W is offering its Distributors many significant 
added benefits and new opportunities for sales and profits. 
Write today for our 8-page circular that outlines this 
program’s many advantages. Better still, phone George W. 
Steinmetz, Manager of Industrial Distribution and ask 
him to have one of our representatives call to review our 
Sales Policy and Program in detail. Pratt & Whitney 
Company, Incorporated, 45 Charter Oak Boulevard, West 
Hartford, Connecticut. Telephone: ADams 3-7561. 


Pratt & WHItNnNey | 


FIRST CHOICE FOR ACCURACY 
MACHINE TOOLS . GAGES + CUTTING TOOLS 








REPUBLIC’S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively supply- 
ing the requirements of the trade 
solicited. 

A QUALITY of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be 
expected. 

A PRICE basis inducing and making 
possible aggresive competition with 
reasonable profit return. 

FREEDOM from competition from his 
source cf supply. either direct or in- 
direct, among the trade covered by 
his day-to-day solicitations. 


SELLING helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 


This is Nylon Finish Strip Packing, 3/32” thick and 
1-3/4” wide. Republic Rubber produces a complete 
pac 


line of all types of king. 


Do your men want more commissions? Do you 
want more sales? There’s one way of satisfying 
both parties. Have them talk about rubber belting, 


hose, packing and other rubber products on 
every call. 


More and more purchasing people are buying 
more and more rubber these days. If your man 
doesn’t talk to the buyer about rubber, that buver 
may give the order to the fellow who does. 


New territories are always opening up for distrib- 
utors. If you are interested in a Republic franchise, 
write to J. A. MacIntire, Jr., General Sales Mana- 
ger, Republic Rubber Division, Youngstown, O. 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 
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A Salesman to Remember 


Sage week | had a call from a salesman I had never 
met who asked for an appointment to tell me about 
the magazine he represented and how it could be of 
service to Inpusrriac Distraisution. I am always 
interested in that subject, so we made a date for 
11 o'clock this morning. He showed up right on the 
dot. 

After we had introduced ourselves, he said, “Mr. 
Crowder, I wonder if you would mind telling me a 
little about the advertising sales objectives of your 
magazine. What are your sales goals? What sorts 
of things do you encounter in trying to achieve these 
goals?” (Note: he asked about objectives which is a 
positive approach, not about problems which a 
“stranger” may not care to discuss.) 

I'm not unlike a lot of people, I like to talk about 
the things that interest me. And, in response to this 
very sincere, friendly inquiry, I talked. 

Now, I'm also sensitive to and much interested in 
watching a good salesmen at work. Selling can be a 
heady experience and you always like to watch a “pro” 
. .. even when you are on the buying end. I realized 
what was happening but it was pleasant. And, I was 
“open” to look and listen and learn. 

After a short time, I stopped talking about Inpus 
TRIAL Disrrisvtion and tossed the ball back to him. 
He told me in an organized, orderly way about what 
his magazine was doing and how an advertising mes- 


sage from Inpusrriat Disrrisution in the pages of his 
magazine would reach readers that we wanted to have 
hear our story. 

There’s a lesson here for all. 

First, he was on time. 

Second, he asked me to tell him about what we were 
. . about our objectives and plans. He 


trying to do . 
listened. 

Third, he cited the “benefits” I could get by using 
his product to help us achieve our objectives. 

In this whole interview, we were talking about 
things that interested me. What a refreshing experi- 
ence! And, what a stark contrast to the salesman who 
comes in and tells me all about his problems and, in 
broad terms, what a wonderful magazine (or product) 
he has, without pausing to relate it to my specific 
interests at the time. 

Time is of the essence and today, more than ever, 
we are all irritated by salesmen who waste our time 
rambling on about their products and services. But, 
no one resents the time a salesman takes to relate how 
he can help you make your life easier, do your job 
better, and save money for your company. 

While I didn’t buy on this first call, I did leam 
something and I got a new slant on our sales program. 
I have a hunch I’m going to be a customer of this 
salesman. 

For sure, my door will be open to him. 


Rott hives 
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‘Your P.A. 
Can Help 


You Sell! 


Here’s how one salesman 


puts his past experience as 
a P.A. to work for him 


By Richard L. Sandhusen, 


Assistant Editor 





CALLING ON customer Larry Waldron, Midwestern Machinery Co. (left), salesmen 
Pete Ranum makes effective use of tools and techniques learned as a purchasing agent. 


FY YEARS AcO—after having worked 
as a stockman and on the city desk 
at Industrial Supply Co. in Minne- 
apolis—Pete Ranum was made this 
firm’s purchasing agent. 

Two years ago, Mr. Ranum be- 
came an outside salesman for Indus- 
trial Supply. 

What's the connection? Simply 
this: As far as Mr. Ranum is con- 
cerned, his experience as a purch- 
asing agent was the best training he 
could have gotten anywhere for his 
job as a salesman. In fact, it was 
primarily this experience which con- 
vinced him that he could do an ef- 
fective selling job, and helped him 
to “produce” almost from the word 
“Gol”. 

Here, then, are some of the sell- 
ing tools and techniques which Mr. 
Ranum’s experience suggests can be 
learned by any distributor salesman 
from whoever does the purchasing 
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for his firm. 


What he learned as a P.A. 


As a purchasing agent for Indus 
trial Supply Co., Mr. Ranum was 
primarily responsible for insuring 
that inventory turnover was consist- 
ent with economical buying quanti- 
ties and customer demand. To per- 
form this job effectively required a 
working knowledge of customers, 
markets, suppliers and products— 
knowledge which works for him 
every day now that he is on the 
“other side of the desk”. 

However, perhaps the most im- 
portant single benefit of Mr. Ra- 
num’s job in purchasing—as training 
for his present job as a salesman— 
derived from the many interviews 
he conducted with supplier's sales 
men. In effect, these interviews 
gave Mr. Ranum an opportunity to 





study all types of sales approaches 
and, from his own reactions, develop 
an approach which, he felt, would 
work best for him. Thus, for ex- 
ample, his reaction to the salesman 
who called with nothing specific in 
mind convinced him that, when he 
became a salesman, he would try to 
bring something “new and differ- 
ent” to arouse interest on each of 
his calls. 

Here, then, are some of the things 
Pete Ranum learned about cus- 
tomers, products, markets and the 
art of selling as a P.A., and how he 
makes use of them now as a sales- 
man. 


What he learned about 
customers 


As a purchasing agent, Mr. Ra 
num spent much of his time work- 
ing with the same buyers, expediters, 
production people and engineers 
that he contacts now as a salesman. 
For example, a customer purchasing 
agent might call to check on the in- 
ventory status of a particular line 
Industrial Supply was stocking for 
him, an engineer might want infor- 
mation on “equivalents”, or a pro- 
duction manager might call to re 
quest delivery schedules to help in 
setting up a production run. 

As an example of how this cus- 
tomer background is put to good 
use, consider the very first call Mr. 
Ranum made as a salesman. His 
purpose on this call was simply to 
introduce himself, explain that he 
was now on the selling end and, 
generally, outline how he intended 
to serve this customer in the future. 
Since he already knew one of the 
buyers from phone conversations, he 
had no difficulty at all in getting 
introduced to the entire purchasing 
staff, and was even taken on a 
“guided tour” of the plant. Further- 
more, thanks to the background in- 
formation he had developed on this 
customer as a purchasing agent, Mr. 
Ranum, on subsequent calls, was in 
a position to gear his sales approach 
to their needs, and not waste a lot 
of everyone’s time. He knew, for 
example, what the firm manufac 








What Pete Ranum Learned About Selling 


At least partially as o result of his reactions—pro and 
con—to the sales approaches of salesmen he interviewed 
as a P.A., Mr. Ranum developed an approach of his own 
which he believes works best for him now that he is on 
“the other side of the desk”. Here are 10 of the “dos” and 
“don'ts” which make up this approach: 


1 Do try to bring in something new and different, which 
you know the customer can use, on each call. 


2 Don’t “stand on the customer's toes”; back off a little 
during your talk. A customer who feels he is being 
“crowded” is very likely to get the idea thot he’s being 
pressured, and build a mountain of sales resistance right in 
front of you. 


3 Do study your customer's interests, likes and dislikes, 
and talk about the things you know he wants to talk about. 
Not only does this make for a friendlier, more enjoyable 
business relationship but, becouse you know his values, 
helps you to build and interpret the values of the products 
you are selling. 


4 Don’t raise your voice. A calm, well modulated tone in- 
spires confidence. 


5 Do learn to listen. Getting the customer to ask the ques- 
tions creates enthusiasm and helps him to sell himself. 


6 Don’t ever mention price unless the customer asks. Sell 
value. 


7 Do understand and be “cold-on” the lines you will have 
to sell others on. 


8 Don’t overstay your welcome; consider your customer's 
time and, when everything that should be said has been 
said, leave. 


9 Do base call frequency on customer requirements: make 
systematic calls, not routine calls. Calling too often is worse 
than not calling enough. 


10 Don’t stort off a sales talk with an analysis of the 
weather. 0.K., say “Good Morning”, but then concentrate 
on getting and holding the customer’s attention. 





Why Some Salesmen Are Remembered > 








tured, and what supplies were used, 
in approximately what quantities, 
for this operation. He also had a 
fairly good idea of how much of 
this firm’s total requirements were 
purchased from Industrial Supply 
and how much from the competi- 
tion, and, from his knowledge of 
this firm’s production schedules, 
when these supplies would be speci- 
fied. In short, because he had served 
this customer well as a purchasing 
agent, he was now in a position to 
serve him even better as a salesman. 


What he learned about 
products 


As part of his job as a purchasing 
agent, Mr. Ranum would occasion- 
ally make product recommendations 
to customers or recommendations 
to management on the advisability 
of taking on a new line. To per- 
form this function required not only 
a knowledge of what products suited 
Industrial Supply's market, but spe- 
cifically why they suited this market. 
This knowledge of product nomen- 
clature, benefits and applications he 
achieved by studying catalogs and 
through many interviews with man- 


70 


ufacturers’ salesmen. Now, as a 
salesman himself, he can, and does, 
relate this knowledge to customer 
needs and problems. 


What he learned about 
markets 


The essence of Mr. Ranum’s job 
as a purchasing agent was to know 
when, how, and how much to buy in 
order to avoid costly stockouts, too 
many purchase orders, or unneeded 
inventory. To do this required, in 
part, a sophisticated knowledge of 
the market and the economy. For 
example, he had to anticipate price 
increases, understand the facts of 
quantity pricing, and have a knowl- 
edge of changing market demand for 
various products. Sources for this 
information included The Wall 
Street Journal and the Price Index 
and Marketing Trends sections in 
INDUSTRIAL DisTRIBUTION. 

As a salesman, Mr. Ranum still 
keeps up to date on changing mar- 
ket conditions in order to help his 
customers and himself. Thus, he 
can assist in setting up customer 
purchasing schedules to take advan- 
tage of quantity discounts, alert cus- 
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tomers on impending price changes 
and, generally, fill them in on mar- 
ket trends and forecasts which 
might affect their business. 


What he learned about selling 


As a purchasing agent, Pete Ra- 
num remembers one factory sales- 
man who called on him “cold” 
and, simply through the force of his 
knowledge and enthusiasm, soon had 
him asking questions about the prod- 
uct. He also fondly remembers the 
salesman who started the conversa- 
tion off with the statement “Hey, 
your head is as brown as a berry. I'll 
bet you were out canoeing last 
weekend!” (Aside from canoeing 
Mr. Ranum, quite a sportsman, likes 
to hunt, fish, breed Golden Re 
triever dogs and take wild life 
movies ) . 

Not so fondly remembered by Mr. 
Ranum is the salesman with the 
stock, “nice-day-isn’t-it?” opening 
(and nothing else very specific in 
mind); the salesman with the flat, 
“memorized” talk—and not much 
enthusiasm; the salesman who knew 
next to nothing about the product 
he was selling but “faked in” the 
answers anyway; the salesman with 
the voice that could shatter glass at 
40 paces; the salesman who was al- 
ways “crowding” him and the sales- 
man who could advance no better 
argument than “Look, it’s cheap!” 

At least partially as a result of his 
reactions—pro and con—to these and 
other approaches, Mr. Ranum devel- 
oped an approach which, he be 
lieves, works best for him (and, 
his experience supports his belief) . 


Which job did he prefer? 


Asked how he would rate his job 
as a salesman against his previous 
job as a purchasing agent, Mr. Ra- 
num states that both are interesting 
and challenging, but that he prefers 
selling because he “enjoys meeting 
people in all walks of life and types 
of business.” He adds, however, that 
if he hadn’t had the experience as a 
purchasing agent, he might never 
know just how “interesting and chal- 
lenging” selling can be. 





“Team-Up” Your Sales Staffs 


T. WHAT EXTENT is it possible for 
an inside sales force to support the 
efforts of an outside sales force, and 
vice versa? 

At Dodge-Newark Supply Co., 
Newark, N. J., a good answer to this 
question is supplied by an inside 
sales force whose efforts are closely 
geared to those of the outside force 
through programs and procedures 
designed to insure fast, efficient, 
“creative” communications between 
the two. For example, through these 
programs and procedures, it is possi- 
ble—and commonplace—for an in- 
side salesman at Dodge-Newark to: 

@ Arrange an appointment for an 
outside salesman with a “key” man 
in a “key” plant that the outside 
salesman might not otherwise get 
to see. 

@ Develop information for out- 
side salesmen on the operation, 
needs and potential of various cus- 
tomers and prospects. 

@ Analyze customer problems 
and suggest applications. 

@ Provide outside salesmen with 
fast, complete information on cus- 
tomer inquiries and quotations. 

@ Send out promotional litera- 
ture when and where it is most 
needed, and insure accurate direct 
mail lists. 


How Outside Staff Cooperates 


Likewise, through these programs 
and procedures, the outside force 
keeps the inside force continually 
updated on customer needs and po- 
tential and the status of follow-up 
calls, quotations and proposals. 

In sum, at Dodge-Newark the in- 
side and outside sales forces are co- 
ordinated with each other and then 
integrated into the company’s over- 
all marketing program to produce 
optimum sales, service and profits. 

Reflecting this “coordination” of 
the two forces at D-N is the sales 
training program, which is essen- 


At Dodge-Newark, procedures are set up 


to allow the inside and outside sales forces 
to support each other to the hilt 


SALES LEAD, developed by inside salesman Phil Rosenberg, left, is discussed with sales 


manager Norman Seggel 


tially the same for both inside and 
outside salesmen. Thus, inside sales- 
men attend all sales meetings, take 
courses at manufacturers’ schools 
and, on occasion, make calls with 
outside salesmen to meet customers 
and relate their product knowledge 
to actual applications. With this 
background, the inside salesmen are 
in a position to make the best use 
of the tools provided them to oper- 
ate at a high level of efficiency and 
creativity in supporting the outside 
force. 

These “tools” include the “Ad- 


Lead resulted from advertising inquiry sent by supplier. 


vertising Inquiry” procedure, the 
“Quotation and Leads” procedure, 
and the “Phone Inquiry” procedure, 
each of which will now be examined 
in order. 


How Advertising 
Inquiries are Handled 


Here is a concrete example of how 
the “Advertising Inquiry” procedure 
works at Dodge-Newark: 

By prearrangement, a supplier 
sends D-N information on an in- 
quiry from, say, a plant engineer in 
a Newark firm who responded to an 


How Customer Inquiries are Handled > 
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PRESIDENT Lawrence Seggel: “Our programs help give salesmen ‘pride in the job.’” 


advertisement this supplier had 
placed in a factory trade magazine. 
On the basis of this information 
(name of company, name and title 
of prospect, product information 
requested), three identical form let- 
ters are typed up: one for the out- 
side salesman covering the firm, 
another for inside salesman Phil 
Rosenberg (who handies all advertis- 
ing inquiries), and a third sent to 
the plant engineer. Both the inside 
and outside salesmens’ copies are for- 
warded to Mr. Rosenberg, who then 
phones the plant engineer to get 
further information on the reasons 
for his inquiry—but not to “high- 
pressure” him into making a pur- 
chase. It is purely an “information” 
call. As Mr. Rosenberg says: “My 
experience has been that even plant 
people who usually won’t take the 
time to see a salesman are always 
willing to discuss their problems 
over the phone”. 


Arranges Appointment 
With Sales Engineer 


During this call, Mr. Rosenberg 
determines exactly what application 
the prospect has in mind for the 
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product advertised and other perti- 
nent information such as products 
manufactured by the firm, supplies 
and equipment used, and size of op- 
eration. On the basis of this infor- 
mation, Mr. Rosenberg then tells 
the plant engineer what lines are 
carried by D-N which might be used 
by his firm, and arranges for a copy 
of the company’s “Buyer's Guide” — 
which lists the entire D-N inventory 
of power transmission and materials 
handling lines—to be sent to him. 
Also, during this call, Mr. Rosen- 
berg arranges an appointment be- 
tween the plant engineer and the 
outside salesman who covers this 
plant’s territory. 

Next, Mr. Rosenberg transfers the 
information developed during his 
call to the outside salesman’s copy 
of the form letter and forwards it to 
him. Then the outside salesman— 
who has perhaps been trying to sec 
this particular plant engineer for 
years—takes it from there, keeping 
Mr. Rosenberg posted on results. 


How Procedure Pays Off 


Here are two specific examples of 
how the “Advertising Leads” pro- 
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cedure has paid off in new business 
and new customers for Dodge-New- 
ark: 

1. A New Jersey firm answered an 
ad for a particular type of V-Belt 
drive, following which the manufac- 
turer forwarded the pertinent infor- 
mation on this inquiry to Dodge- 
Newark. During the course of his 
conversation with the engineer who 
answered the ad (and requested the 
catalog offered), inside salesman 
Rosenberg discovered that this en- 
gineer required variable-speed equip- 
ment for the applications he had in 
mind (i.e., as original equipment in 
stranders, mixers, press rollers, etc.) 
and recommended, instead of the 
product advertised—which wasn’t va- 
triable speed—a low-torque, fractional 
HP, wide speed-range unit. An ap- 
pointment with the outside sales- 
men on the account clinched the 
sale—and the repeat business—which 
might otherwise have gone to an- 
other distributor. In this connec- 
tion, the manufacturer who sent in 
the original lead—and other D-N 
suppliers participating in the pro- 
gram—fully realize that their lead 
might not produce a sale for their 
firm. However, they also realize that, 
over the long pull, business is going 
to come their way much more often 
than not through this program. As 
one supplicr expressed it: “With 
teamwork like this, sales have to 
come.” 

2. A New Jersey firm that Dodge- 
Newark hadn't even heard of wrote 
to one of D-N’s suppliers requesting 
information on a new hoist the com- 
pany had advertised. This informa- 
tion was forwarded to Dodge-New- 
ark. Salesman Rosenberg then called 
the company, asked to speak to the 
president and, during the course 
of a 30 minute conversation, learned 
that D-N could supply many other 
items besides—and including—the 
hoist. Furthermore, this company— 
a medium sized manufacturer—had 
no steady source for these items, 
which included bearings, chain, 
V-belt drives, sprockets, motors and 
reducers. The president agreed to 
an appointment with a Dodge-New- 


ark sales engineer, and now this firm 





What D-N inside salesmen 
say about “teamwork” 


Max Pimentel: “The 


m helps us to 
get business we mi 


t otherwise lose”. 


5 te 


Phil Rosenberg: “We are able to help our 
field engineers see key men in key plants.” 


Joan Hart: “We have all found plenty of 


opportunities to suggest applications”. 


John Zalesky: “We can give field engineers 
more info on applications and potentials”. 


is a steady, and a profitable, cus- 
tomer, 

Not only does this procedure help 
to locate and sell profitable cus- 
tomers, it also helps to weed out 
“coupon clippers” who have no in- 
tention of purchasing the items ad- 
vertised. This fact can perhaps best 
be appreciated by the industrial 
supply salesman who finds himself 
face to face with that “hot lead” 
who turns out to be a rather small 
boy with a runny nose and a func- 
tioning pair of scissors. 

Another key advantage of this 
procedure, in terms of the D-N par- 
ticipating supplier, is that it provides 
him with a valuable source of mar- 
ket and product performance data, 
since D-N “feeds back” all informa- 
tion relevant to the disposition of 
each lead. 


How Customer Quotations 
Are Handled 


An excellent example of the team- 
work between the inside and outside 
sales staffs at Dodge-Newark is the 
“customer quotation” procedure, 
which works this way: 

When either an outside or inside 
salesman makes a quotation to a 
customer, this quotation is immedi- 
ately put into writing and filed, 
alphabetically by customer, in a cen- 
tralized “Quotation and Leads” file. 
Then, if the order is received from 
the customer, the quotation is pulled 
and prices are matched. Both inside 
and outside salesmen refer to this 
file regularly to see if, when, and 
what customers were quoted and, 
on the basis of this information, can 
plan any necessary follow-up. If, in 
the opinion of the inside salesman, 
a particular quotation offers possi- 
bilities for “tie-in” orders for related 
items, he will make up “inquiry 
sheets” giving full particulars on 
the quotation and listing the “tie-in” 
items. One of these inquiry sheets 
goes to the outside salesman on the 
account and another is kept on file 
for follow-up by the inside salesman. 

Supplementing this “Quotation 
and Leads” file is another file for 
larger formal proposals, which is 
broken down by salesmen’s names 


and names of larger customers. 
Copies of formal proposals placed 
in this file are sent to the customer 
and to the outside salesman on the 
account. Inside salesmen keep the 
file “active” by periodically checking 
on the proposals and checking with 
outside salesmen or customers to 
determine the status of proposals or, 
in some cases, why the business was 
lost—a procedure that helps both 
sales staffs in organizing and improv- 
ing their selling, and lets the cus- 
tomer know D-N is thinking of him. 


How Phone Inquiries 
Are Handled 


Here is an example of how the 
third “tool”—the phone inquiry 
procedure—works to improve sales, 
service, and communications be- 
tween the outside and inside sales 
forces at Dodge-Newark: 

A customer—or prospect—calls 
asking for information on, say, buck- 
ets for bucket elevators. Inside sales- 
man Max Pimental—or any other 
salesman on the D-N inside staff 
—provides the required information, 
and checks on the customer’s supply 
of other items—pulleys, belts, bear- 
ings etc.—which “tie-in” with bucket 
elevators (inside salesmen at Dodge- 
Newark have a knowledge of prod- 
uct relationships as well as product 
nomenclature and applications). 
Then, this information is recorded 
on a “Phone Inquiry” form and 
given to the salesman covering this 
account for a follow-up call. After 
the salesman has made this call, he 
writes down the result on the origi- 
nal form and returns it to the inside 
salesman. 

Why is the form returned to the 
inside salesman? Primarily because, 
during a meeting of both staffs 
called by Dodge-Newark president 
Lawrence Seggel to “thrash out” 
mutual problems, it was brought out 
by the inside salesmen that they 
would like to know whether or not 
leads supplied by them resulted in 
sales. 

It was, as one inside salesman put 
it, a matter of “pride in the job”— 
of which Dodge-Newark salesmen 
have plenty. 
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ROLLING WORKSHOP and display case of Southwestern tomers’ inspection at Texas Instruments’ Dallas plant. Custom 


Precision Sales Co. (and Southwestern Gage) draws up for cus- 


This “Mobile Lab” 
Helps open doors with 


2 


* 


READY-TO-OPERATE equipment fills 


“walk-in” interior. Matt McKimball dem- 
onstrates for Woody Morrison and Bill 
Webb, T! tooling inspectors 
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van represents a $70,000 investment, fully stocked 


DEMONSTRATION 


Frege oops Truck that draws 
up to 300 visitors a day, inside 
customers’ plant gates, has opened 
up new vistas of potential for South- 
western Precision Sales Co., of 
Dallas. 

Billed as a “Mobile Laboratory,” 
the vehicle, a custom-designed In- 
ternational carry-all, functions as a 
combination showcase, stockroom 
and rolling service shop for solving 
customers’ problems on the spot. It 
carries from $20,000 to $60,000 
worth of stock. 

A single “call” on a customer's 
plant may last an hour—or, in the 
case of larger plants, from one to 
three full days. 

Fred McKimball, who heads 
Southwestern Precision Sales, de- 
signed the mobile lab with one idea 
in mind: to provide a service that 
would make his company unique 
and insure that his salesmen would 
be welcome inside plants. 
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“Service,” he explains, “is just 
about all we have to sell. The lab 
takes our equipment to the cus- 
tomer, so he can see and try it be 
fore buying. It also provides every- 
thing he needs to solve numerous 
real problems.” 


Half for Service, Half for Sales 

“It’s a 50-50 proposition,” says 
McKimball. “Half the time the lab 
is solving problems. Half the time 
it’s showing products and closing 
sales.” Services the rolling lab 
provides routinely include every- 
thing from simple parts inspection 
(for customers who lack specialized 
equipment for short runs) to 
lengthy “classroom” sessions to in- 
struct customers’ employees. 

In 20 months of operation, the 
lab truck has been in such demand 
that 95 percent of the time it has 
been sent out only by appointment. 
At the end of its first year of calls, 








ON-THE-SPOT problem solving makes mobile lab welcome in _ sion Sales, checks specifications with shop managers. If they want 


plants, leads to repeat sales. John Hansen, of Southwestern Preci- 


-TEXAS STYLE 


according to McKimball, Southwest- 
ern’s volume of business had tripled. 
A tool show in Los Angeles first 
sparked McKimball’s interest in 
mobile demonstration. Convinced 
that purchasing and shop personnel 
in plants prefer to see what they are 
buying, not just read literature and 
talk to salesmen, he assessed his area 
and its needs. Aircraft, electronics 
and other growth metalworking in- 
dustries in the Southwest, he felt, 
had Ic 1g been neglected in the mat- 
ter of both service and quick de 
livery of certain tooling needs. 


Fully Stocked 


A rolling workshop, as fully 
stocked as possible, should fill this 
gap, McKimball reasoned. 

He first looked at “compact” vans, 
finally settled on the International 
when offered a custom design with 
“room to stand up and walk around 


’ 


in.” The special vehicle was light- 


weight, with plastic front, mag- 
nesium sides and aluminum bottom. 

Outfitting the truck was a trial- 
and-error, do-it-yourself project that 
took six months of evening and 
weekend work. Display counters 
were installed for large pieces of 
equipment. A fluorescent lighting 
system, outlets for electrical equip- 
ment and racks for product litera- 
ture were added. 

For safety, there is a rubber mat 
on the floor and rubber pads are car- 
ried for electrical equipment. Heavy 
pieces of equipment, such as com- 
parators and hardness testers, are 
bolted to the truck’s chassis and rub- 
ber mounted. 

Matt McKimball, Southwestern’s 
vice president and son of the 
firm’s owner, who had charge of 
equipping the lab, says mounts and 
outlets are arranged so that “there 
is no lab job we can’t handle involv- 
ing the equipment we sell.” 


to test the product, they can step inside and use lab equipment. 


By Lorraine Smith 


Inventory carried on the truck 
varies from 300 to 400 separate cat- 
egories of items. In addition to the 
large equipment, the mobile lab con- 
tains about $6,500 worth of tools 
and parts on 16 display boards. 


Insurance Was a Problem 


Because of the truck’s valuable 
cargo, and its lightweight construc- 
tion, there was some difficulty with 
insurance. Fred McKimball says he 
tried ten companies before he found 
one that provided satisfactory cover- 
age. This limits the truck to a 250- 
mile radius around Dallas, but the 
route can be extended on special 
request. 

As a precaution, on most calls a 
car is sent with the truck to carry 
certain valuable instruments. An 
air mattress is carried aboard the lab 
so it will not have to be left unat- 
tended in an unguarded plant over- 
night. 


Planning for Long Calis 





¥ 
~ ~ Sr 
ee” 4 


BRAINS BEHIND the mobile lab: Fred 
and “Mack” McKimball, joint owners. 


All items on display are heavily 
coated with rust preventive against 
climatic changes. 

Needed: Time and Personnel 


Since the mobile lab proved so 
popular with large-plant customers, 
its visits the first year had to be 
planned with care. The lab is a 
three-man operation in the larger 
plants, whereas one man can handle 
it on small plant calls. Set-up time 
with three men is 20 minutes; with 
one man, this takes 45 minutes. 

Last year the truck spent con- 
siderable time in each plant to close 
sales following demonstrations. This 
year Southwestern has added a new 
sales engineer and McKimball hopes 
to have the lab on the road two days 
a week, with three days to close sales. 

One man will be available at all 
times to take the truck out on call. 
However, the nature of the calls 
makes appointments often neces- 
sary. McKimball says customers 
have been cooperative in keeping 
rush calls to a minimum. “They 
realize that if we get advance billing 
on what the problem is we can make 
sure we take the right equipment 
with us.” 


Engineering Know-How 
McKimball stresses that the truck 
is always manned, “not by just a 
salesman, but by an engineering spe- 
cialist.” All the equipment he 
stocks, he points out, requires engi- 
neering selling. (The mobile lab 
also doubles as a demonstrator for 
Southwestern Gage Co., a manufac- 
turing firm McKimball owns in ad- 
dition to his distribution business). 
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The typical mobile lab visit at a 
big plant is a major production. If 
equipment is demonstrated to two 
shifts, from 200 to 300 people may 
be shown through the truck. South- 
western tries to attract mainly engi- 
neering, inspection and purchasing 
people, but McKimball is not averse 
to having a larger crowd when the 
customer has a specific purpose, snch 
as training. 

The procedure is to bring the lab 
inside the plant, plug into the near- 
est outlet, and station one sales engi- 
neer inside the truck and two out- 
side. Large companies are asked 
to post schedules for different de- 
partments to visit the lab, and an 
attempt is made to keep the number 
of visitors to ten every half hour. 
That way, each salesman demon- 
strates to two or three people only at 
a time. 


Tight Schedule 


Lab calls often stretch out beyond 
the schedule. A recent call at Tinker 
Air Force Base, planned for four 
hours, lasted for three days, by re- 
quest. A visit to Convair lasted 
five days; one to Chance Vought 
stretched out to four days. 

But long calls are not considered 
a problem. McKimball recalls one 
at Texas Instruments: “We took the 
truck over for just one department. 
But different department heads 
came by, saw the lab, and asked if 
their men could come through. Ten 
departments—mostly research—saw 
the lab and found things they 
needed which they didn’t know we 
had. Sales from this call have gone 
on a long time. One department 
recently ordered a tool they saw six 
months ago—which we didn’t know 
they used.” 


Seeing Before They Buy 
Customers have been enthusiastic 
about the mobile lab. Sam Dyer, Jr., 
quality control supervisor, Texas In- 
struments’ Apparatus Division, told 
Fred McKimball: “What we like is 
that inspection people and machine 
operators who use the equipment 
actually get to see it—not just the 
supervisors. Also, we can check parts 
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right here, and work out special 
problems.” 

Ben Palmer, gage and precision 
equipment buyer for Chance 
Vought, considers the lab especially 
ns ae to engineering and tooling 

“We can actually show 
oe ie how to use inspection equip- 
ment, when probably all they have 
seen of it before is a picture.” Palmer 
said he would probably call for the 
mobile lab again when more men 
were hired, for training. “It’s also an 
advantage to the shop men since 
most of them buy their own tools.” 

Normally, McKimball has his 
salesmen check on the largest cus- 
tomers once every three months to 
see if the truck is needed. Personnel 
changes, or the fact that a depart- 
ment head must work up a new 
budget or solve an inspection prob- 
lem, will often lead to a mobile lab 
visit. 

The mobile lab is an integral part 
of a continuing promotion program. 
The lab itself is widely promoted in 
Yellow Pages ads and calling cards. 
Monthly direct mail is dispatched to 
300 engincers and buyers. 

Fred McKimball considers the 
mobile lab and his concept of service 
the only answer to distribution’s 
price problem. “So long as we have 
the stock, can solve problems, and do 
something special that makes cus- 
tomers actually ask us to call,” he 
says, “then I'm convinced cur efforts 


will be rewarded.” 


; : ®. 


INSPECTION SERVICE aboard the 
lab: Ralph Nugent, of Tl, checks part. 
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PATTISON Supply's sales manager, John Leonard, trices new repair compound 


Firm's salesmen also tested new product 


Sell Yourself, Then Sell Others 


FEW MONTHS AGO, 20 salesmen and the vice-pres- 
A ident of Cleveland’s W. M. Pattison Supply Co. 
displayed new vigor around the house. They restored 
rickety chairs to working order, and repaired leaks and 
breaks and holes and cracks in plumbing, masonry, 
glass, concrete 

What was this sudden do-it-yourself flurry all about? 

The Pattison sales force were trying out a new syn- 
thetic repair material on themselves before asking their 
customers to try it out on themselves. 

As it happened, the synthetic repair material passed 
its tests. T. Gordon Vanghan, Pattison’s vice-pres- 
ident, says such products move well through industrial 
distributors but that “how they work is still the final 
question governing their acceptance.” Sound mar- 
keting, he believes, demands that the distributor have 
at least most of the answer to this question. 

The other part of the answer depends upon the dis- 
tributor's supplier. Vaughan points out that the syn- 
thetic’s manufacturer has helped sales performance 
considerably by: 

@ Doing a good job of selling Pattison’s salesmen on 
the product’s advantages. 

@Providing ample technical information and litera- 
ture to answer customers’ questions, 

@ Making sure it had a saleable product in the first 
place by testing it extensively a full year before intro- 
ducing it to the market. 

In taking on the product, Pattison is following out 


a policy paraphrased by Vaughan: “We are gearing 
for the future.” In other words, the firm is convinced 
that in the active promotion of new products lies a 
distributor's future growth. 

For example, five years ago Pattison added plastic 
pipe and valves to its stock. Today, these products 
account for 7% of all its pipe and valve sales, and 
promise to bulk even larger in years to come. 


IT WORKS! Vice-president T. Gordon Vaughan and Leonard 
reach joint decision to talk product to their customers. 
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CASH BUDGETING 


Position cash budgeting is an effective management aid. 
Among other things, it * forces planning 


* strengthens financial position * makes borrowing 


easier * improves operations and coordination 


Key To Financial Planning 


By Roger M. Pegram, Assistont Editor 


 penpa WORKING CAsH—that portion of a firm’s work- 
ing capital that is constantly in cash—is vital to any 
business. Although your business assets may be in 
excellent condition, far outweighing liabilities, they 
are no substitute for cash. You can’t pay employees 
with accounts receivable, nor your suppliers with build- 
ings and equipment. The various governments are 
not favorably disposed to accepting their tax bites in 
any form except “legal tender”. In other words, you 
need cold cash. 

Business consultants are continually astonished at 
the failure of small business to anticipate cash needs. 
Bankers are always pointing out that a favorable 
assets-to-liabilities ratio is no guarantee of solvency; 
the record shows that more businesses fail with a 
balance-sheet surplus than those which wind up owing 
more than they own. 

If, and when, a distributor fails to anticipate his 
cash needs, he may be in trouble. At best, such short- 
sightedness leads to crash financing programs which 
disrupt the orderly conduct of business. At worst, 
it may lead to insolvency, even bankruptcy. 

To insure adequate working funds—which you 
need to take advantage of cash discounts, pay salaries 
and wages, pay for services and pay your suppliers, not 
to mention such sundry items as taxes—you must 
watch, plan, and conserve your cash. The task is 
neither difficult nor costly—you do it with a working 
cash budget, such as our illustrative example appearing 
in Exhibit A, the “XYZ Supply Co.” cash budget. 

The cash budget will tell you well in advance when 
additional cash must be supplied from loans or other 
sources. How much is needed? How long will it 
be needed? How long will it take you to repay it? 
Budgeting for cash needs will help answer these 
questions—using it as a tool, management will not be 
caught short at times when it appears that outgo 
will be larger than income, and it gives time to ar- 


range for loans or for whatever corrective action may 
be needed. 

In addition, bankers, when approached for a loan, 
react more favorably when management can lay before 
them a working cash budget, showing exactly how the 
company spends its money. 


First—The Operating Budget 

For effective cash budgeting, there is one basic 
need: an adequate record-keeping system. In plan- 
ning cash needs, you must first know how much 
money you expect to make—or, less happily, lose— 
next month, next quarter, or next year. 

Helping you to answer this question are your past 
records and, most important, your operating budget. 
This tool is fundamental to any plan for cash needs, 
for it tells how much business is expected, and it 
should give the profit target you are aiming for. (Full 
details of preparing an operating budget were pub- 
lished in the January, February and March, 1959, 
issues of Inpusrrist Disrrieurion. 

In essence, the operating budget is an anticipated 
profit-and-loss statement. You forecast your sales, 
cost of goods sold, gross margins and operating ex- 
penses month by month for the coming year. With 
the operating budget before you, you can plan your 
cash requirements. 

Actually, the cash budget is little more than an 
extension of the operating budget, for the operating 
budget asks how much money is needed to achieve 
budget goals. So, the cash budget, by showing 
month-by-month cash needs, becomes an integral 
part of overall financial planning. 


Preparing the Cash Budget 


To prepare a cash budget, all that you need is a 
large sheet of paper ruled off with one vertical column 
for headings, and thirteen horizontal columns for 
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CASH BUDGETING 


monthly figures and an annual total. The simplest 
thing to do is to buy a standard analysis pad (17” x 
14”) with thirteen columns for figures from a business 
stationery store. One sheet gives space for a year's 
cash budget. 

There are five main elements in the cash budget 
(see box, page 82): 


1. Monthly operations 

2. Cash flow (income and outgo) 
3. Cash position 

4. Purchases 

5. End-of-month position 


These become the main headings of the cash budget 

and are entered in the left-hand column. Exhibit A, 
a hypothetical cash budget illustrating a six-month 
cash budget for the “XYZ Supply Company,” shows 
these headings. 
1. MONTHLY OPERATIONS-—the basic points of the 
operating budget are entered under this section: the 
net sales expected, less the cost of goods sold, leaving 
the gross profit. Operating expenses are then de- 
ducted from the gross profit figure, leaving the 
operating profit on the month's operations. Refer- 
ring to our sample, note that XYZ Supply's sales 
vary from month to month, reaching a peak in March 
($140,000) and a low in January ($110,000). 

Because of this variance, inventory requirements 

will vary $30,000 during the first six months. In- 
ventory must be increased to support anticipated sales 
increases, and so must your money supply. Inventory 
must be paid for—with cash. And, to take advantage 
of any discounts offered, invoices must be paid within 
a specified period. 
2. CASH FLOW-—where the money comes from and 
where it goes. In this section, there are two parts: 
income (or cash available) and disbursements (or 
money paid out). 

Under income, the cash balance is the amount of 
cash on hand which, for XYZ Supply, is $70,000 as 
of January 1. If there is no cash balance, money has 
to be obtained from somewhere—a bank loan, a sale 
of equity, etc. But the main source of money is re- 
ceipts from receivables—that is, the money that will 
be collected from sales made before the first of the 
month. Together, receipts from receivables and cash 
on hand make up the “Total Available Cash.” 


Estimating Collections 

At this point, likely collections must be estimated. 
A study of past collections should establish the pat- 
tern of your customers’ paying habits. The average 
collection, after it has been estimated, may be ex- 
pressed as a percentage. Not all customers take 
advantage of cash discounts offered to encourage 
prompt payment. The chances are that some ac- 


counts take 60 or 90—or more—days to pay. On the 
average, it takes 36 days to collect all of one month’s 
sales. This means that five-sixths, or 834%, of Jan- 
uary’s sales will be collected during February, and 
one-sixth will carry over into February's accounts re- 
ceivable to be collected during March. In March, it’s 
the same thing: five-sixths of February's sales, with one 
sixth carrying over into April. 

This ratio of collections of accounts receivables 
made in the month following delivery remains fairly 
constant. In our example, XYZ Supply determines 
that this ratio applies to their operations—five-sixths 
cf the accounts receivable (see below) at the begin- 
ning of the month are collected during that month, 
leaving one-sixth carried over to the next month's 
accounts receivable. The collections for February 
were estimated for the XYZ Supply Company as 
follows: 


Accounts receivable, January 31: $130,000 


X five-sixths (834%): 834 
February collections should approximate 





$108,000 


Where cash sales are a factor, these totals should 
be entered as receipts also. The same would apply 
to inflow of cash, such as sales of securities and 
property. 

Thus, in the XYZ illustration, we see that Feb- 
ruary’s beginning cash balance ($57,000), plus the ex- 
pected receipts from receivables ($108,000), amounts 
to $165,000, giving the XYZ management the total 
cash available in February. 


Disbursements, the Outflow of Money 

The second part of the cash flow section is “dis- 
bursements,” or where the money goes. The two 
major drains on cash each month are (1) payments 
to suppliers for inventory and (2) operating expenses, 
which include salasies and overhead costs. Other 
expenses may be capital expenditures and loan repay- 
ments, if any. 

In the Exhibit, total disbursements for January are 
estimated at $119,000: $99,200 are trade payables for 
merchandise, and $19,800 goes for operating expenses 
(this latter figure coming from the operating budget). 
3. CASH POSITION—this section is little more than 
a recap of the cash flow. It is, however, the key to 
the entire cash budget. The cash position tells what's 
Icft after disbursements are subtracted from the total 
available cash. For January, XYZ Supply has an 
indicated cash balance of $57,000—$178,000 (total 
available cash), less $119,000 (total January disburse- 
ments). With this balance, there is, of course, no 
cash shortage—as yet. 


Notice, however, the cash position for February 
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CASH BUDGETING 





WORKING CASH BUDGET OF THE XYZ SUPPLY CO. 
ANNUAL SALES: $1,500,000 





Jenvary February Merch April 4§§ May 





OPERATIONAL BUDGET: 
Net Sales 
Less: Cost of Goods Sold 
Gross Profit 
Less: Operating Expenses 
Operating Profit 


$110,000 
—88 000 


$130,000 
—104,000 


$140,000 
—112,000 


$135,000 
—108,000 


$130,000 
—104,000 


$125,000 
—100,000 
22,000 26,000 28,000 27,000 26,000 25,000 
—19,800 —21,400 —22,200 —21 800 —21,400 —21,000 
$ 2,200 $ 4600 $ 5800 $ 5,200 $ 4600 $ 4,000 








CASH FLOW: 

Cosh Balance (beginning) 

Receipts trom receivables 
Total Available Cash 
Trade Payables 99,200 126,000 123,200 102,400 98,400 94,400 
Operating Expenses 19,800 21,400 22,200 21,800 21,400 21,000 
Copital Expenditure: - - - _ 10,000 
Loon Repayments - = 
Total Disbursements 





$70,000 §6©$ 57000) )«=6$ 17600 3=86$ 32000 «6$ 19000 §8=6$ 30,200 
106,000 108,000 126,000 138,000 136,000 131,000 
$176,000 $165,000 $143,600 $141,200 $155,000 $161,200 





- - - 5,000 
$119,000 $147,400 $145,400 $122,200 $124,800 $125,400 





CASH POSITION: 
Indicated Cash Shortage - - 1,800 - 6 
' Loans Needed - - 5,000 - 
Cash balance (month ending) $ 57,000 $ 17,600 $ 3,200 $ 19,000 $ 30,200 


PURCHASES: $126,400 $123,200 $102,400 $ 98400 $ 94,400 
MONTH’S-END POSITION: 


Accounts Receivable $130,000 


$152,000 $166,000 $163,000 $157,000 $151,000 
Inventory 249,600 268,800 259,200 249,600 240,000 - 
Accounts Payable 126,000 123,200 102,400 98,400 94,400 - 


Loons Outstanding - - 5,000 5,000 in si 
Collection Period: 36 days — Desired Turnovers: 5 — Stock /Soles Ratio: 2.4 to 1 


NOTE: Round figures have been used for simplicity of illustration. 











and March. March is the high month for sales, and, 
in February, XYZ has to begin adding inventory to 
support expected March sales. Total disbursements 
for February rise to $147,400, leaving a cash balance 
of only $17,600. 

In March, disbursements continue at a high level, 
exceeding income, with disbursements totaling $145,- 
400 and available cash amounting to only $143,600. 
XYZ's management can see that there will not be 
enough money to meet the immediate obligations of 
the company—in other words, the company is going 


to be short by $1,800 (the “indicated cash shortage”). 

Under these pressing circumstances, the manage- 
ment must examine its entire operation to see if the 
shortage can be overcome internally—maybe some of 
the company’s obligations cn be postponed for a 
month or two. On the other hand, perhaps the cost 
of a short-term bank note will be less than the cash 
discounts forfeited if payment cannot be made 
promptly for merchandise. 

In any event, XYZ Supply decides to take out a 
bank loan for $5,000, leaving a $3,200 cash balance 
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CASH BUDGETING 


at the end of March. In April, March accounts 
receivables are coming in, and, by May, the company 
is able to pay off the bank note. 

Indeed, XYZ’s position is solid enough by June 
to permit an outlay of $10,000 on capital improve- 
ments—perhaps a new truck and a new accounting 
machine (see “Cash flow” section for June). 


4. PURCHASES—what’s needed to keep inventory at 
the right level. Two factors determine purchases 
for any given month of the year: current inventory 
and anticipated sales for the next month. Specifically, 
the inventory on hand, plus the inventory you need 
to support sales equals needed purchases. 

If sales remained the same from month to month, 
an estimate of monthly inventory would be no prob- 
lem. The average inventory is simply the cost of 
goods sold during the year divided by the number of 
stock turnovers. But, in most cases, sales vary from 
month to month, increasing in some months and de- 
clining in others. Naturally, under such conditions, 
the average inventory. would, at times, be too high 
and at others, too low. High inventories tie up cash, 
eat up warehouse space, and complicate record-keep- 
ing; low inventories hamper—or even prevent—sales. 

In the industrial supply field, the minimum num- 
ber of stock turns desired is generally four, although 
the nature of products handled and market served may 
limit the rate of stock turnover possible to achieve. 
Management must set the stock turn objective after 
study, and—once this objective is determined—it is a 
simple matter to forecast needed monthly purchases 
on the basis of the two points: current stock and 
anticipated sales. 


Stock/Sales Ratio 


In avoiding excessive or inadequate inventory levels, 
the distributor can use the stock-to-sales ratio, based 
on his forecast of monthly sales. The stock/sales 
ratio is a valuable tool. It is, as its name implies, 
simply the ratio of stock which should be carried to 
anticipated sales to achieve desired turnover. 

The stock-to-sales ratio is determined by dividing 
12 months by the desired turnover. Thus, if the 
desired number of turns is six, the stock/sales ratio 
would be two to one (12 + 6 = 2), indicating an 
inventory double one month’s cost-of-goods sold. The 
US. Department of Commerce’s Wholesale Trade 
Report indicates that “Industrial Machinery Equip- 
ment Supply Distributors” operate between 14-2 to 1 
stock/sales ratios, on the average. That is, their 
average inventory covers 14 to 2 months’ sales, yield- 
ing a five or six turnover. 

In the XYZ Supply Co., management sets five 
times as the turnover goal, making the stock/sales 
ratio 2.4 to 1 (12 + 5 = 24). If inventories are 
kept in this ratio to anticipated sales each month, 
stocks increase in proportion to expected increased 








5 Main Elements in Cash 
Budgeting 
1. Monthly operations—net sales expected, 
gross profit, ard operating profit 
2. Cash fow— 
A. Receipts—where the money comes from 
B. Disbursements—where the money goes 
3. Cash position—what's left after disburse- 
ments (loans needed, cash balance) 
4. Purchases—what's needed to keep inven- 
tory at the right level 
5. Month's end position—how you stand at the 
end of the month: 
A. Accounts receivables 
B. Inventory 


C. Trade payables 








sales and diminish in anticipation of lower sales. No 
tice under “month’s end position” how inventory 
keeps moving up and down with anticipated sales. 


Estimating Monthly Purchases 


With monthly inventory levels determined, it’s 
easy to estimate monthly purchases. The operational 
budget will indicate the cost of goods expected to 
be sold during the month. This figure is subtracted 
from the beginning inventory, showing how much 
inventory will remain. The resultant amount is then 
subtracted from the amount of proposed ending in- 
ventory (which is already determined by use of the 
stock/sales ratio in anticipation of the next month's 
sales). This figure, then, will determine purchases. 
The XYZ Supply Co.'s purchases for January were 
calculated in this manner, after it is estimated that 
February sales will be about $130,000 at a cost of 
$104,000 to the company: 


$211,200 
—88,000 


Beginning January inventory: 
Less cost of goods sold in January: 





$123,200 


*$249,600 
123,200 


Equals remaining inventory: 


Proposed ending inventory, January: 
Less remaining inventory, January: 





Equals January purchases: $126,400 


*(2.4 x $104,000) 
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The illustration shows how purchases move up and 
down in line with anticipated sales and desired in- 
ventory levels, which are determined by use of the 
stock/sales ratio. 


5. MONTH’S END POSITION—how the score stands 
at the end of the month: accounts receivable, inven- 
tory, and trade payables. This section also gives a 
quick approximation of the assets-to-liabilities ratio. 
Assets are, of course, accounts receivables and inven- 
tory. Liabilities are trade payables and any other 
outstanding loans or debts. 

It is important to note that the month’s end posi- 
tion is just what the term implies: the financial posi- 
tion as of the last day of the month. The position 
may be much different on the day preceding or the 
day following the 30th or 31st. For example, the 
$5,000 loan may have been taken out on the 30th 
day of March, and repaid the first day of May, but 
it shows up as a liability on the 31st of March and 
the 30th of April. While the month’s end position 
is the firm’s financial status on one particular day, 
it does—or should—represent a fairly accurate yard- 
stick of the company’s financial standing at any time. 


Accounts Receivables 


Important in any business enterprise is the accounts 
receivable ledger. Without accounts receivables, 
there is no business. It is simply what your custom- 
ers Owe you. 

It is necessary to distinguish between receipts from 
receivables and accounts receivables: receipts from 
receivables are what you actually get from—or are paid 
by—your customers; accounts receivables are what's 
due from your customers. 

In working your cash budget, you must estimate 
your accounts receivables as of the end of the month. 
This means adding uncollected receivables held over 
from previous months to the total sales of the cur- 
rent month. In 1959, the average collection period 
for one month among distributors was approximately 
36 days. That is to say, it takes 36 days to collect for 
30 days’ sales. Naturally, in some firms it may be 
longer (slow collections are an habitual problem of 
many distributors), and in others it may be shorter— 
although there are few firms fortunate enough to have 
customers all of whom pay within 30 days. 

This 36-day collection period means that % of Jan- 
uary’s sales will be collected during February, and 
another will not be paid until March—or perhaps 
even later. 

Expressed another way, the month’s end accounts 
receivables may be calculated by taking % of the cur- 
rent month’s sales, plus ¢ of the previous month’s-end 
accounts receivables which have not yet been col- 
lected. For example, XYZ Supply Company figured 
February's month-end accounts receivables in the 
following manner: 


CASH BUDGETING 


Accounts receivable, January 31: $130,000 
Less February collections (2 of $130,000): —108,000 


Equals uncollected January or prior sales: $22,000 
Plus February sales: 130,000 


Accounts receivable, February 28: $152,000 
Simplified, accounts receivable 
are figured this way: 
February sales (all payable February 28): $130,000 
One-sixth of January accounts receivable, 
still uncollected: 22,000 
$152,000 


Accounts receivable, February 28: 


Of course, sales made late in February may not 
be payable until sometime during March, but for 
the purposes of the cash budget, and in order to 
arrive at your month’s-end position, all February sales 
(even those made February 28) are considered payable 
ao of the last day of the month. 

The inventory position at the end of the month 
should equal the cost of goods expected to be sold 
the next month, multiplied by the stock/sales ratio. 
In our example, $268,800 is the inventory on hand 
at the end of February—2.4 (stock/sales ratio) x $112,- 
000 (the cost of goods expected to be sold in March). 

Accounts payable are, of course, what you owe your 
suppliers. Naturally, this figure moves up and down 
according to how much inventory you are buying to 
support anticipated sales. Since they are your debts, 
they are liabilities. Loans outstanding are another 
liability—money you owe the bank or other sources. 

Once the working cash budget has been set, it is 
a fairly easy matter to keep it going from month to 
month. Most companies keep a quarterly cash budget 
—in other words, in anticipating their cash needs, 
they look ahead three months. After having started, 
you should plan at least three months ahead—anything 
less, and you are defeating the very purpose of the 
cash budget: to be able to see ahead of time just 
what your cash needs are going to be. At January's 
end, you should work out your expected cash needs 
for April; by the end of February, preliminary May 
cash requirements should be indicated from the cash 
budget. These early figures may be changed as more 
accurate information emerges from actual operations. 

Some companies work on a six-month basis, and 
some look ahead a year. It does little good to prepare 
your April cash budget sometime during March; it 
may then be too late to take corrective action in pre- 
paring for any trouble spots which show up. 

Of course, cash position budgeting requires “guess- 
timates” in many instances and will not be absolutely 
correct down to the last penny. But it is better than 
no plan at all, and, the longer you keep your cash 
budget, the more accurate it becomes as your records 
accumulate and as your experience increases. 
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REMINGTON RAND’S film crew shoots 
opening scene of “Decisions, Decisions, 
Decisions!” movie depicting decision-mak 
ing simulation which ID sponsored 


Simulation Film Now 


HE SOUND MOvis, “Decisions, De- 

cisions, Decisions!” depicting the 
dramatic decision-making  simula- 
tion staged by Industrial Distribu- 
tion in Philadelphia earlier this year, 
is now available to distributors, 
distributor groups, and manufactur- 
ers interested in taking a closer look 
at this brand-new method of man- 
agement training. 

The film, which was shown in 
May at the Triple Industrial Supply 
convention in Chicago, is a candid, 
informative close-up of the first in- 
dustry-wide “business game” to be 
held. A special 16-page section in 
the June ID reported this historic 
simulation in detail. 

Both distributors and manufac- 
turers can use the film to familiarize 
themselves with a management 
training technique that is rapidly 
gaining popularity throughout the 
business world. It would make an 
ideal nucleus for a distributor sales 
meeting or for a city or regional 
distributor group meeting. The 
crisp commentary explains the vari- 
ous elements comprising a simula- 
tion: “briefing,” the simulation it- 
self, and the wind-up “critique.” By 
familiarizing themselves with simu- 


lation through this film, distributors 
will put themselves in a position of 
getting something really worthwhile 
from a simulation should they par- 
ticipate in one. 

Manufacturers will find the film 
valuable as a means of informing 
their salesmen what distributors 
have done to take a forward step 
in management self-improvement. 
Depicted here is not the ancient 
“mill supply” house with its over 
stock of horseshoes, but a dynamic 
marketing organization abreast of 
the latest trends. Here are distrib 
utors in a wholly new context—but 
manufacturers and their salesmen 
will have to see the film to appre- 
ciate the breadth of this context. 

To help in presenting the film, 
ID has condensed the introductory 
and concluding remarks made by 
ID's editor and publisher, Walter 
F. Crowder, at the Chicago show- 
ing. These explain the clements of 
decision-making and also summarize 
some of the basic lessons the dis- 
tributor participants took away with 
them from the Philadelphia simula 
tion. Copies of the special report 
appearing in the June ID will also 
be made available 








And They Took Something Home 


As a result of taking port in the original Philadelphia simulo- 
tion, several distributor executives have told ID that they ore 
putting into practice some of the things they learned. For 
example, Darrell Manley, Briggs-Weaver Machinery Co., Dallas, 
is restudying his firm’s purchasing policy os a result of en- 
countering inventory problems during the simulation. Sterling 
Gordon, Sterling Supply Co., Ferndale, Mich., drew these bene- 
fit conclusions: (1) train and retrain sales personnel, (2) an- 
alyze and control purchasing, (3) forecast seasonal trends. 
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Available 


With the cooperation of Reming 
ton Rand Corp., ID invited 48 dis- 
tributor executives from all parts of 
the U.S. to spend a day at Phila 
delphia’s Franklin Institute running 
seven competing industrial supply 
“companies.” Grouped in seven 
teams representing the executive 
complement of the seven com- 
panies, the distributors made deci- 
sions on hiring and firing salesmen, 
inventory and purchasing policy, 
product pricing, and advertising. 

Their decisions were keyed into 
a big Univac computer which in 
stantly printed out operating state 
ments showing the results of their 
decisions. Because of the com 
puter’s capacity to calculate the ef 
fects of interacting decisions, the 
distributors were able to operate 
their theoretical companies for nine 
periods or “months’—all in little 
under eight hours! 

As a method of training manage- 
ment in planning long-range policy 
and enabling them to see the results 
of decisions taken in accordance 
with adopted policy, simulation is 
being used by more and more busi- 
nesses and business groups 

What makes simulation partic 
ularly acceptable is the fact that 
“any number can play,” so to speak 
In other words, participants in a 
simulation can be small or large 
firms. The distributors taking part 
in the ID simulation, for example, 
represented firms of all sizes. The 
Univac computer's sole role is to 
process the decisions made by the 
simulation participants. 

All this, and more, is depicted in 
the film. It’s an on-the-spot docu 
mentary capturing the excitement 
of a new adventure in management 
thinking. You and your associates 
can get a glimpse of this new ad- 
venture—and maybe ultimately take 
part in an actual simulation. Mean- 
while, here’s a chance to take in a 
movie—and really learn something. 


Remington Rand’s Frank Cable 
briefs the participants. 


ID's Walter Crowder welcomes 
distributors to simulation. 


“Gigantic Co.” begins to hit 
sales jackpot 


Distributors watch decisions 
being keved into Univac 


“De-Lite Co.” members anxiously 


peruse operating statements. 


High-speed printer whips 
out new operating statements 


“Champion Co.” executives 


huddle over decision. 


“Ezee-Use Co.” ponder some 
long-range policy-making. 


“Ace Co.” president John 
Williams reports to “critique.” 





Start in time to make the most of your years 
of service by determining WHAT you want 
to say, WHOM it will be told to and HOW 

it will be said, meaning . . . 


Plan a “Shared” Anniversary 


o™ HUNDRED AND TWENTY FIVE 
years of service. 

That's the record of Orr Iron Co., 
Evansville, and also the theme of 
their current anniversary celebra- 
tion. Perhaps the most interesting 
aspect of this celebration, for other 
distributors, is the thinking and 
planning behind it. This thinking 
and planning went much deeper 
than the “Oh, let's have an open 
house” level, into an analysis of the 
“corporate image” of the firm they 
had worked to present to customers, 
employees and the general public. 

In short, Orr decided that in order 
to best “share” its 125th birthday 
with all the people it served, worked 
with and lived with, it must first 
know something about the interests 


SPECIAL SESSIONS on the selection of 


Bernard Weirauch, vice-president, and John Mueller, advertising manager. 


of these people, and how company 
endeavors and goals coincided with 
these interests. 


Preliminary planning begins 

Preliminary planning, spearheaded 
by Bernard Weirauch, vice pres- 
ident, sales, and advertising manager 
John Mueller, began two years be- 
fore the “target” date of January 
1, 1960, when company executives 
got together to define the basic con- 
cepts which would determine the 
theme and the program for the an- 
niversary celebration. Specifically, 
what did they want their anniversary 
celebration to say? Who would it 
be told to? How would it be said? 

To answer the first two questions 
—what would they say, and to 


practical advertising specialties were held by 


served to convey anniversary themes and serve as reminder of Orr's facilities. 
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Specialties 


whom?—required, first, a definition 
of the “corporate image” presented 
by Orr Iron, and of the various 
“publics” exposed to this image. 
Thus, it was decided, that the “pub- 
lics” to be reached during the an- 
niversary year would include cus- 
tomers, employees, and the local 
community, and the corporate image 
that the company would present to 
each group—and that embodied 
major company goals and endeavors- 
would include the following: 

To Customers: Here, it was de- 
cided that the company would stress 
the theme: “The folks at Orr Iron 
really know their business.” Em- 
phasis would be placed on describ- 
ing such company facilities as (1) 
thoroughly trained salesmen who 
serve as “dependable contributors 
to the fiscal well being of their cus- 
tomers” by “assisting with produc- 
tion and service problems” and 
“providing new information on ma- 
chinery and mechanical concepts” 
(2) Fast, reliable customer service 
through prompt credit checking, 
rapid information on stock availabil- 
ity, and modern office and material 
handling equipment (3) Fast cus- 
tomer communications, thanks to 
modern printing and reproductive 
facilities used to speed catalog pages, 
price lists, stock sheets and com- 
plete catalogs and (4) Complete 
stocks, continually geared to the 
needs of new industry. 

To Employees (and prospective 
employees): Here, it was decided 
that the dominant idea the com- 
pany would put across was that Orr 
Iron is a “good place to work.” 
Friendly co-workers, and a sincere 
concern on the part of management 





PRINTING had a large part in commemorating the anniversary— 
business forms, calling cards on gold foil, calendar, historical book- 


with employee well being (as mani- 
fested by an incentive bonus plan, 
a retirement pension plan, hospital- 
ization and group insurance plans 
and a plan to subsidize employee 
education ) would be emphasized. 
To the General Public: Here “Orr 
Iron is a good neighbor” was the 
theme that would be accented dur- 
ing the anniversary year with the 
explanation that “In community, 
church, and civic affairs, Orr leaders 
and employees are an integral part 
of the city in which they live and 
work.” (For example, President 
Samuel Orr is a trustee of Evansville 
College, and company executives 
and employees participate in such 


let, new 


local civic affairs as the United Fund 
Drive, the Chamber of Commerce, 
the Boy Scouts, and the recently 
initiated “Foundation for Evans- 
ville’s Future.”’) 

In addition to these themes, a 
fourth, and major theme—that of 
Orr Iron as an organization that has 
profited from its 125 years of expe- 
rience but would continue to “look 
ahead . . . to plan ahead .. . to 
pioneer!” would serve to strengthen 
and integrate the other themes. 


How to Say It? 


Once the twin barriers of what 
to say and who to say it to had been 
hurdled, the next problem faced by 


yspaper ads, magazine ads, and advertising specialties all 
told of company’s past experience and future goals. 


the planners was: How do we say it? 

Through an open house, perhaps? 
This solution was considered, but 
rejected on the grounds that it 
wouldn’t provide sufficient time to 
say what the company wanted to 
say (says advertising manager, Muel- 
ler: “You make one big splash, and 
that’s it!”) and, obviously, couldn’t 
be attended by all the people that 
Orr wanted to reach. Besides, the 
Orr Iron doors are always open to 
interested guests (student groups, 
etc.), and customers are contin- 
ually being invited by salesmen to 
take a “guided tour” to see the firms’ 
facilities and stocks. 

No, perhaps a wiser way could be 


How Anniversary Message was conveyed ” 











found to get the most out of the 
dollars budgeted for the anniversary 
celebration. 

Well, how about some sort of 
“pageantry” to illustrate Orr Iron’s 
125 years of experience? A “gay 
nineties” celebration, for example, 
or perhaps an original company let- 
terhead on all company stationery? 

Again, this idea was rejected, on 
the basis that it seemed to harp too 
much on “the good old days,” con- 
veying an image of “standpatism” 
when Orr wanted to emphasize the 
fact that their management thinking 
was geared to the future needs of 
their customers, their employees, 
and their community. 

Finally, after discussing and re- 
jecting these and other ideas on 
how best to celebrate their 125th 
anniversary, Messrs. Weirauch and 
Mueller decided that they would 
use media advertising to develop 
and convey their anniversary mes- 
sage, supplemented by advertising 
“specialties” to reinforce and serve 
as continuing reminders of this 
message. Thus, they would “stretch 
out” their anniversary celebration 
over the entire year, reach everyone 
they wanted to reach with the mes- 
sage they wanted to convey, and 
spend a lot less than they would for 
a single “big splash” of an open 
house. The media advertising, it 
was further decided, would be digni- 
fied and strive to combine the pride 
of past achievement with the excite- 
ment of advancing into a new age. 
he advertising specialists would be 
selected on the basis of their utility 
value (not just for customers, but 
for the general public), and on the 
basis of how well they could convey 
the anniversary themes (for ex- 
ample, a letter opener in the shape 
of a trowel was delivered by sales- 
men with the message “this is for 
cementing good relations.” ) 


Translate Plans Into Action 


After selling this program to Orr 
management, the team of Weirauch, 
Mueller and their advertising agency 
account executive Ralph Cronin got 
down to the business of translating 
plans into action. This “brass tacks” 





GOLDEN RULE, specialty, is handed out to customer by Orr Salesman John Lintzenx h 


phase of the planning involved: 

@Designing every internal form 
(lettersheads, quotation forms, en- 
velopes, etc.) in a common “anni- 
versary” format, all printed in Orr 
Iron’s traditional red and black— 
plus gold—and each emphasizing 
Orr's “125 years of service”. These 
forms replaced all other company 
stationery on January 1, 1960, and 
will be replaced again on Dec. 31. 

@Arranging for calling cards for 
inside and outside salesmen, buyers 
and executives to be printed on gold 
foil, with the “125 years of service” 
motif. 

@ Designing the company calendar 
(sent out the day after Thanksgiv- 


INDUSTRIAL DISTRIBUTION ©* AUGUST, 1960 


ing) to match the 
format. 

@Developing and producing an 
historical booklet which explores 
the “human side” of the company 
during its 125 years, and outlines 
company plans for the future. 

@Preparing a full page ad for the 
Evansville Press, based on the in- 
formation contained in the historical 
booklet which, like the booklet, de- 
velops the company’s “corporate 
image”—i.e., its past accomplish- 
ments and future goals—in terms of 
the interests of its various “publics”. 

@ Preparing a cover ad for the Buy- 
ers Purchasing Digest, summarizing 
the newspaper ad, which was sent to 


anniversary 
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Orr's larger customers. 

Selecting and purchasing the 
“advertising specialties” to supple- 
ment the media advertising and 
serve as continuing reminders of the 
anniversary themes. Included were 
a gold finished ruler, gold finished 
automatic pencils, letter openers, 
gold colored matchbooks and scratch 
pads. 

@Preparing a gold and black cover 
for the company’s spring catalog 
which repeats the “125 years of serv- 
ice” theme. 

@Planning advertising schedules 
and schedules for the distribution 
of the advertising specialties to in- 
sure maximum impact. Thus, for 
example, the ads in the Evanston 
Press and the Buyers Purchasing 
Digest were scheduled for January, 
in order to develop carly interest in 
the company and its anniversary, 
and “set the stage” for the adver- 
tising specialties to follow. The his- 
torical booklet, which went to the 
company’s entire direct mail list, was 
also mailed out early—on January 
18th when, experience had shown, 
the Christmas “rush” of mail was 
about over. 


Achieve Maximum Impact 


Distribution of the advertising 
specialties was also scheduled for 
maximum impact. The gold rules 
were delivered by salesmen to cus- 
tomers before Christmas, following 
which each of the other specialties— 





An effective arm of Orr Iron’s 
merchandising program is its use 
of advertising specialties, which 
supplement other forms of adver- 
tising by serving as continuing 
“reminders” to buyers and speci- 
fiers that “if you need some- 
thing, Orr has it’. This, then, is 
their only function: to keep the 
“Orr Iron” name in front of peo- 
ple and not, as advertising man- 
ager John Mueller points out, “to 
buy new business or poy for old 
business”. 

How economical is the use of 





How Orr Iron Uses Advertising Specialties 


advertising specialties? In an- 
swer, Mr. Mueller points out that 
with postage going up, and in- 
creased costs for printing and 
artwork, the cost of a “good pen- 
cil”, delivered to the customer 
by a salesman and containing 
the “Orr Iron” name and mes- 
sage, is about equal to, or less 
than, the cost of a direct mail 
piece. However, the pencil will 
probably stay with the customer 
for awhile, while the direct mail 
piece will probably just be read 
once and then get tossed out. 








pencils, letter openers, scratch pads 
etc.—were, and are, delivered period- 
ically every two or three weeks to 
insure maximum “continuity of im- 
pression”. 

During all this planning, Messrs. 
Weirauch, Mueller and Cronin kept 
a sharp eye on the budget and, as a 
result, were able to effect quite a 
few economies, For example, the 
same art work used for the historical 
booklet was also used for the news- 
paper and Buyers Purchasing Guide 
ads, and for the spring catalog cover. 
Also, all printing and ordering of 
supplies was done at the same time 
to take advantage of quantity dis- 





counts, and the same stock was used 
for both the calling cards and the 
spring catalog cover. 

By giving themselves plenty of 
time to define their “corporate 
image” in terms of past and present 
accomplishments and future goals, 
and developing a detailed progam 
to convey these accomplishments 
and goals in terms of the interests of 
its various publics, Orr Iron manage- 
ment believes it is “celebrating” its 
birthday in the most satisfying and 
profitable way possible. 

As one customer put it: “When 
you people celebrate a birthday, you 
really celebrate a birthday!” 





Correction: Only $3.50 for “Value Added” Book 





The monograph, “Value Added by Distribution,” 
is available from the Ohio State University Bureau 
of Business Research (Columbus 10, Ohio), at 
the price of $3.50 a copy, not $5.00, as reported 
erroncously in ID’s June issue. 

The 100-page hard cover book, by Assistant 
Professor Robert D. Buzell, documents the results 
of preliminary research by Ohio State on industrial 
distributors’ economic contribution and the value 


of their services. It is part of a larger project partly 
underwritten by grants-in-aid from the National 


and Southern Industrial Distributors Associations. 

The over-all objective is to determine what type 
of services distributors are best fitted to perform, 
how efficiently they are performing and what they 
ate “adding,” in dollars and cents terms, to the 
real value of products they sell. 

The first report, “Value Added by Distribu- 
tion,” contains figures from a survey of 155 dis- 
tributor firms, plus comparisons of their perform- 
ances with distribution organizations in other 
fields. 
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A case for salesmen 
WHAT DO YOU DO: 


WHEN A BUYER 
ASKS YOU FOR 


ANOTHER LINE? 


An actual salesman in a Southern city faced this vexing 
problem. How should he have solved it? 


J" Assorrt, salesman for Clauson Supply Co. had a 
small but active account, an ornamental iron shop, 
that badly needed a new band saw. 

The customer told Abbott he felt an Easy-Cut saw 
of a certain model, costing $600, would be just 
right for him. The only hitch was that Clauson Sup- 
ply did not stock Easy-Cut. In fact no stocking dis- 
tributor in town carried the brand, which was fairly 
new, though highly thought of as a quality product. 

Clauson did carry the Super line, which the com- 
pany had only recently taken on. Clauson Supply 
had previously listed several brands of power saws in 
its catalog. None were stocked, but efforts would be 
made to order a customer what he wanted. Now the 
management was hoping to get a selective franchise 
with Super—and only this line was listed. Also several 
Super models were in stock, and salesmen had been 
urged to push for Super sales. 

Not only was the iron shop owner insistent on 








Easy-Cut, but salesman Abbott had to admit it would 
be adequate for his needs even though the Super, 
costing $75 more, had a number of mechanical ad- 
vantages. Abbott also pointed out the Super would 
also carry with it the advantage of availability of serv- 
ice, as Clauson was about to become an authorized 
stocking distributor for the line. Also, Clauson had 
one in stock right now. He explained his predicament 
—that he wasn’t sure he would even be authorized 
to order an Easy-Cut through Clauson Supply. 

But the shop owner said he had time to wait to get 
what he wanted, and urged Abbott to try his best to 
get the Easy-Cut. He knew, he said, that if he 
ordered direct or through an agent in another town 
it would take even longer. 

Abbott soon found that his sales manager was more 
than a little reluctant to order the Easy-Cut. “I wish 
you would try to change their mind,” he said, “but 
if you are convinced it can’t be done, then I suppose 
we will have to order the Easy-Cut as | would hate 
to lose the sale. I'll leave it up to you.” 

Salesman Abbott felt he had little to fear from 
competition for the order—at least, for a little while. 
The iron shop was very loyal to Clauson Supply— 
and the Easy-Cut would be difficult to order direct. 
That is, it would seem to be hard to get, until the 
word got around that the shop was in the market for 
one. 

Abbott slept on the problem of what to do. In the 
morning, he decided, when he called at the iron shop, 
he would have his mind made up as to what to tell 
his customer. 


W hat do you think Abbott decided to do? 
W hat would you have done in his place? 
ID's columns are open for your comments. 


TO FIND OUT WHAT HAPPENED TURN TO PAGE 144 





This one-man hoist is a rigger’s or mill- 
wright’s pride and joy! The % and 1-ton 
sizes are shoulder-weight—easily carried up 
ladders, accessible to almost any tight corner, 
portable to practically any place in the shop. 
Other sizes up to 6 ton capacity offer similar 
weight and utility advantages over conven- 
tional spur geared hoists. 

The Zephyr line also includes (1) plain 
and geared Army-trolley units with swivel- 


SHOP 


LIFTER 


action trolleys that traverse minimum radius 
curves freely; (2) headroom-saving, clevis- 
connected trolley hoists that eliminate 
casual hoist removal. Construction and 
mechanical features of all Zephyrs are noth- 
ing short of superb. Complete details are 
given in the new Chester Hoist catalog. It 
also includes full data on all Chester hand 
and electric hoists and overhead I-beam 
trolleys. Write for your copy today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 
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May 1960 May 1960 First 5 Mos. 1960 
Compared with Compared with Compared with 
April 1960 May 1959 First 5 Mos. 1959 


Wd 
+1% +9% 


U.S. TOTALS 





Comptcep sy [npvstaiat Disraisvtion 











Supply Sales Trend 


Final Figures for May 1960 





May 1960 May 1960 First 5 Mos. 1960 
Compared with | Compared with Compared with 
April 1960 May 1959 First 5 Mos. 1959 


ge - 9% | + 3% | +10% 





N. H., R.1., Vt. (23* ) 


Bridgeport-Hartford-Spring- - 3 + 2 +1 
field Area 7% 7 0% 


MN Yepetss) | ~ 270| + 87 | + B% 


Metropolitan New York- — 7% + 5% +10% 


northern New Jersey 


Western New York; Buffalo- - 
Rochester-Syracuse-Bing- — 5% +10% + 7% 


hamton 


Philadelphia-Trenton-W il- 
mington Area + 2% + 8% +14% 


Pittsburgh- Wheeling 
Youngstown Area + 9% + 8% + 8% 




















* Number reporting 
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THIS YARWAY IMPULSE” 
STEAM TRAP. 


af Will capture new 


tar 
, 


a markets...and 
profits for 


, 
yy 


qa, 


YARWAY No. 30 


y Newest addition to the Yarway Impulse Steam 
Trap line——with a huge made-to-order market 
for light load applications such as tracer lines, 
steam headers, meter boxes, etc. in chemical 


Re and petroleum plants; laundry and dry cleaning 
presses; and numerous other light load installa- 


tions throughout industry. 


With the addition of the Yarway No. 30 “light load” trap to your line of steam traps, you can now 
capture an even greater share of the market above—and boost your profits in the bargain! 

Yarway offers industrial distributors a golden opportunity to cash in on more good profits with this 
expanded line of steam traps featuring: 


1. High turnover—most distributors report 4 to 6 times a year. More than 1,300,000 Yarway 
traps already sold! 


2. High profit margin—30% discount under user price, plus additional discounts on “package” 
orders for several of the fastest moving items. 


3. Strong promotioa—a vigorous, ample advertising and sales promotion program to your customers. 
4. Effective merchandising and sales help from trained Yarway engineering personnel. 

Take a minute to get the full Yarway story. Write 
YARNALL-WARING COMPANY, 100 Mermaid Ave., Philadelphia 18, Pa. 


OTHER YARWAY “BEST SELLER” TRAPS 


SERIES 60— SERIES 40— 
for average for extra 
heavy loads 


YARWAY IMPULSE STEAM TRAPS 
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First 5 Mos. 1960 
Compared with 
First 5 Mos. 1959 








EAST NORTH CENTRAL: 
Il., Ind., Mich., O., 
Wis. (71) 


INDIANA 

Wisconsin 

Chicago Metropolitan Area 
Detroit-Toledo Area 
Cleveland-Akron-Erie Area 
WEST NORTH CENTRAL: 


la., Kans., Minn., 
Mo., Neb., N. D., 8. D. (18) 


Kansas-Western Missouri 


SOUTH ATLANTIC: 
Del., D. C., Fla., Ga., 
Md., N.C.,S.C., Va., 
W.Va. (25) 


EAST SOUTH CENTRAL: 
Ala., Ky., Miss., 
Tenn. (7) 


WEST SOUTH CENTRAL: 
Ark., La., Okla., 
Tex. (24) 


Houston 


Dallas-Fort Worth 


MOUNTAIN: 
Ariz., Colo., Id., 
Mont., Nev., N. M., 
Ut., Wyo. (8) 


PACIFIC: 
Cal., Ore., 
Wash. (29) 


Los Angeles-San Diego Area 
Oregon 
Washington 





- 6% 
— 5% 
— 1% 
— 9% 


No Change 


+ 1% 
— 2% 
- 4% 
+ 6% 


+ 2% 


+ 3% 
+11% 


+ 2% 


- 1% 


+ 1% 
— 7% 
—10% 





+ 2% 


+ 1% 
+ 3% 
— 3% 
+ 4% 
+ 1% 


No Change 


—13% 
+ 4% 


- 9% 


+ 1% 


+ 5% 
+ 9% 


- 8% 
- 5% 


— 5% 
— 5% 
— 6% 





+10% 


+ 5% 
+13% 


+ 3% 
+19% 


+ 7% 
+ 1% 
-12% 


+ 6% 


- 6% 


+ 4% 


+ 6% 
+ 6% 


- 1% 
- 9% 


— 7% 
+ 3% 


No Change 
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...out on a limb? 


Can't take care of all your customers cutting tool needs? Can’t supply 
cemented carbides, Tantung cast alloy and ceramic? Out on a limb 
because of it? You needn’t be — you can probably become a V-R distributor, 
V-R distributors handle the most complete line of cutting tool materials: 
throw-away and full length inserts, single point tools, blanks, toolholders, 
and face mill cutters. All V-R distributors have the backing of factory 
trained field servicemen to help solve tooling problems. This service and 
these tools increase profits. In addition: national advertising, many 
sales aids, large factory stocks, quick service and all the latest types of 
tools and materials make your profits grow even more. So, if you want 
to get off the limb and get back safely on the ground, then contact V-R. 


CREATING THE METALS THAT SHAPE THE FUTURE 


Ws-BR ) VASCOLOY-RAMET 


890 MARKET STREET . WAUKEGAN, ILLINOIS 


INDUSTRIAL DISTRIBUTION ¢ AUGUST, 1960 





The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


Statistics Favor 


ptere- ECONOMIC sTATIsTICs, far outnumbering 
unfavorable ones, indicate that business, in gen- 
eral, is good and will improve moderately. 

But some pessimists are characterizing April retail 
sales as a fluke now that the preliminary May figures 
on retail trade show a drop of about 2.5% from the 
all-time high of the previous month. Others feel that 
business inventories will have to undergo a big cor- 
rection perhaps as much as a $3 billion cut in stocks 
in the next six months. 

Actually there are very few forecasters who now 
expect business to follow a rising slope throughout 
the next 18 months. Most of them expect a correc- 
tion will get underway in the coming winter. 

The chances are excellent, however, that the next 
recession will be a good deal milder than the last one. 
The recent reports on improving business activity 
give considerable weight to the contention this read- 
justment is still months away. 

Here then is a balance sheet of business news, 
weighted on the optimistic side: 


For Good Business 


1. The Federal Reserve Board's index of industrial 
production increased in May for the first time since 
January. Although the increase was only one point 
over the April figure of 109 (1957-100), it extended 
to almost all manufacturing lines, with the single ex- 
ception of steel. Because of the poor current per- 
formance of steel, industrial output has not yet sur- 
passed the January peak of 110, but that rate will 
probably be topped soon. 

2. Personal income increased by more than $1.5 
billion in May to a new all-time high. Although the 
May annual rate of total consumer income at $399.4 
billion fell short of the $400 billion goal, it is now 
expected that the June figure will top this long-sought 
after income level. And so far this year, personal 
income has averaged about $20 billion higher than 
last year’s figures. 

3. Employment rose substantially in May while the 
number of unemployed in the nation declined. Total 
employment increased by more than | million because 
of a nice gain in jobs in agriculture and construction. 
Unemployment declined by 200,000 to a figure less 
than 3.5 million for the first time in seven months. 
And the seasonally adjusted unemployment rate (em- 


Improvement 


ployment as a percent of the civilian labor force) 
dropped under 5% for only the second time in the 
last 12 months. 

4. After four consecutive months of decline, the 
factory workweek increased by nearly one-half hour 
in May This increase was typical of almost all manu- 
facturing industries with the exception of steel. 

5. Auto sales during the first twenty days of June 
were at the highest level for the month since 1955. 
In the June 1-20 period, domestic-built new car sales 
averaged about 20,800 units compared with 24,300 
units in 1955. 

6. The McGraw-Hill Index of New Orders for 
Machinery reached a new all-time high of 188 (1950- 
100) in May. This new peak was one point higher 
than the previous record high attained in the pre- 
steel strike month of April 1959. The index of new 
orders for machinery rose 8% in May, after averaging 
around a level of 170 for the previous four months. 
It now appears that machinery manufacturers will 
attain a 9% gain in new business in the second quar- 
ter of this year as compared with the first quarter, 
which they had predicted. 

7. Contract awards for heavy (engineered) con- 
struction are very high. As reported in Construction 
Datty, contracts awarded in April, May and June 
were among the highest in construction history. The 
total dollar volume for the first 26 weeks of 1960 is 
9% ahead of the comparable figure for 1959. Private 
construction awatds are 21% ahead of last year's pace, 
while public contracts are down 3%. 


The Exceptions 


1. The latest Department of Commerce-Securities 
and Exchange Commission Quarterly Survey of New 
Plant and Equipment Expenditures indicates that 
the big increase in capital spending this year has 
already taken place. During the remainder of 1960 
there will be only a modest increase. 

2. May retail sales, according to preliminary sea- 
sonally adjusted estimates, fell by 2.5% from the all- 
time April peak. But the May figure ran well ahead 
of retail sales figures for January, February and March. 

3. The expected rise in housing starts has not yet 
materialized. Private housing starts did not pick up 
in May according to preliminary estimates of the 
Census Bureau's new statistical gauge. 
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PACKINGS 


STEP DOWN INVENTORIES... 
U.S. “Preferred Eleven’’ Line 


andies 90% of all packing needs) 


Asbestos Sheet Pack- 

Most effective gasket 

material {or superheated or saturated steam, air, 
ammonia, gases, oil, ae. — some acids, 
$90 dee. cstutions and hemicals up to 


P . pressure regu- 


‘essure yo motor valves, control- 
variety of fluids or gases. Available 
broad range of pressure differentials 


jag. For centrifugal 

qo or png Ae tods or shafts. 

or cold, fresh or salt water, oil, 

brine, weak acids, weak caustic solutions and 


Biwe Asbestos Acid Packing. Designed 

on centrifugal pumps handling hot or 

ids, chemic als and and strong caustic solu- 
. So gtaphited and treated with 
acid-resisting lubricant 


Distributors find that the U.S. “Pre- 
ferred Eleven” Line cuts to a mini- 
mum the number of packings 
required to service your customers. 


When you stock this line you find: 
e Simplified inventories 
* Savings in storage and shelf space 


Look at the Preferred Eleven Line on 
this page Note how it answers a very 
wide range of packing needs. When 
you stock this line, you know you can 
put your finger instantly on the right 
packing for the particular job. Call 
your local U.S. Branch Office. Or 
write us at Rockefeller Center, New 
York 20, N. Y. In Canada, Dominion 
Rubber Co., Ltd. 


P.S.U S. Rubber will also provide 
you with packings and engineer- 
ing assistance to fill the few re- 
maining requirements not 
covered by the U.S. Preferred 
Eleven Line. 


U.S. Rain-Besto® Rod and Plunger Packing —for 
reciprocating or Oscillating rods and plungers. 
Controls against high-pressure steam, air and gas 
up to $00 degrees F (available in spiral, coil and 
ring form). Made of selected asbestos cloth woven 
from tightly twisted yarn with non-hardening 
cushion (treated with heat-resistant lubricants 
and preservatives and with a graphite finish). 


Mechanical Goods Division 


c [ l £ j 


Rockefeller Center, New York 20, N.Y. 


CTURER OF 
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U.S. Peeriess® Canvas Pump Packing. Top service 
for cold water on inside packed pumps. Revel 
for end Ky draulic pL where rus 

Long-Line Flax Packing is used as center = 


ee 


U.S. Peerless Cross — ame For > 
ciprocating rods and pl 
low-pressure steam, hot or cold wate, ouunente, 
alc » light and mineral seal oil 


a 


U.S. Flexible Metallic For centrifugal 
—y reciprocating _ — and Plungers; and 
on equipment bh. 


ing acids, caustics, oil, gas, 
Steam, air and many other fluids and gases 


Se up to 1500 deg. F—at unlimited 
pressures. 





Packing. For centrifugal 

romatic (coal tar) and petro- 

acid-resistant pack- 

ins and recommended for — mixtures 
acids, caustics and solvent 


RUBBER PROOUC 


in Canada: Dominion Rubber ese Ltd. 





what's new 


MARKETING 





- 


in supplier 


> 


Value of ASMMA “Analysis” Is 
Explained to Chicago Convention 


a the annual meeting of 
the American Supply & Machin- 
ery Manufacturers’ Association at 
the Triple Industrial Supply conven- 
tion in Chicago in May, William K. 
Downey, Skil Corp.'s vice president 
of sales, explained how members 
could get more out of (and also put 
more into) ASMMA’s yearly pub- 
lication, “Analysis of the Distribu- 
tion of Industrial Supplies,” show- 
ing percentage of manufacturers’ 
sales through industrial distributors. 
He also explained the value of mar- 
ket figures to both manufacturers 
and distributors. 

“There isn’t one of us,” Downey 
said, “who hasn’t been told that his 
selling costs are too high. Manpower 
is our biggest expense. Therefore, 
our direct selling efforts must be pin- 
pointed to where business is cur- 


rently being done.” 

He said that factual knowledge 
was essential to effective decision- 
making in four main areas: 

1. Establishing realistic yearly 
sales goals. 

2. Measuring sales results. 

3. Continuing effective distribu- 
tion. 

4. Evaluating goals. 

Using statements from Skil sales 
people and also from a Skil distrib- 


utor, Downey illustrated the impor- 


tance of each of these four objectives 
of marketing effort. For example, 
a Skil salesman declared he wel- 
comed the setting of a realistic goal 
for his territory. “I really don't 
mind a kick in the quota as long as 
they can show me the business is 
there. After all, if it’s there, I'm 
putting dough in my own pocket.” 





“Analysis” can be used: 


To budget sales costs. 





12 Ways to Use ASMMA’s “Analysis” 


“Analysis of the Distribution of industrial Supplies” is a yearly 
report showing percentage of ASMMA members’ sales through in- 
dustrial distributors. Percentage sales for 12 product classes 
are shown by states, leading cities, and trading areas. Here's how 


Measure total industry sales in a given area. 
Determine your share of market, in total or in segments. 
Measure effectiveness of area sales effort. 
Estimate product distribution in 148 trading oreas. 
Judge number of distributors needed. 

Appraise and locate trends. 

Locate increases or decreases in sales since 1940. 
Determine comparative company performance. 

Use as guide to realign territories. 

Set a por to guide in making quotas. 

Judge the weak oreas that need help. 
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Again, a Skil regional sales man- 
ager felt that a standard (such as 
that set up through the use of the 
ASMM<A study) was needed by any- 
one attempting to measure sales re- 
sults: 

“I take the percentage share of 
business Skil does nationally through 
distributors and divide it by the per- 
centage we do in my region. This 
gives me the standard to determine 
realistically whether a sales territory 
is in the minor or major leagues.” 

He went on to explain how, using 
the data in the ASMMA Analysis, 
he could find out his territory's per- 
formance in relation to the standard. 

To illustrate the third point, 
Downey turned to a distributor, 
Elmer Stark of Standard Equipment 
& Supply Co. Hammond, Ind. 
Factual information is important 
not only to the manufacturer, said 
Downey, “but is valuable and is 
wanted by the distributor.” 

Said Stark: “Any time a manu- 
facturer or his representative can 
show me our company is not get- 
ting a fair share of the market for 
his product, my ears perk up. I'm 
ready to listen, because it means 
we're not making the profit we 
should.” 

Stark described how Skil’s district 
manager had (“not too long ago”) 
shown him how Standard’s sales of 
a new tool stacked up against the 
estimated dollar value in his market 
area. “I was astonished at the dif- 
ference between the two figures.” 

“We scheduled a sales meeting 
on this product to get our salesmen 
on the track. I also had one of my 
men put fifty per cent of his time 
on the product.” 

“Speaking as a distributor,” said 
Stark, “we're anxious to get this 





kind of information about the size 
of the market. . . . If the market's 
there and we have the product to 
sell it, we want to get it.” 

Finally, factual information en- 
ables sales management to achieve 
the fourth objective: evaluate its 
goals. 

Skil’s president, J. F. Spaulding, 
contributed a statement: “We use 
the ASMMA “Analysis” as a guide 
in locating our manpower and as a 
basis for judging the effectiveness of 
our marketing strategy.” 

“As a result,” he added, “we have 
not only increased our sales force 
by 25 per cent in the last several 
years, but also placed these men in 
areas offering the best growth po- 
tential.” 

Asserting that the ASMMA 
“Analysis” is becoming more accurate 
as the result of yearly publication 
and the participation of more manu- 
facturers, Downey concluded: “In 
today’s rapidly changing markets 
and competitive situations, many 
decisions are sounder and easier to 
arrive at when they are based on 
accurate and timely knowledge of 
what exists in the market place.” 





Parker-Kalon Wins 
Packaging Award 
Parker-Kalon Div., General Amer- 
ican Transportation Corp., Clifton, 
N. J., has been awarded a certificate 
of excellence for its “Grand-Pak,” 
by the Folding Paper Box Associa- 
tion of America. 

Parker-Kalon developed the 
Grand-Pak to meet the needs of 
sheet metal fabricators for a carton 
containing 1,000 Pan Head Type A 
tapping screws. The FPBA, citing 
the cartons as “outstanding example 
of progressive packaging.” 

The Grand-Pak, according to the 
company, is sturdy, stacks easy, 
and has readable labels. In addi- 
tion to being a container for 1,000 
bulk screws, the container is also 
used for 10 single gross packages of 
smaller screws. Ten Grand-Pak 
containers can fit into a large master 
shipping container. 





Salesmen students attend class in conference room of Wendt-Sonis school at new plant. 


Wendt-Sonis New School 
Opens at New Plant 


Wendt-Sonis Co., Hannibal, Mco., 
has started its first distributor and 
customer training school at its new 
plant in Rogers, Ark. Calling its 
five-day course a “Carbide Seminar,” 
the firm describes its purpose as 
“giving personnel a practical appli- 
cation in carbide tool design.” 

The seminar covers many top 
ics, including use and care of di- 
amond wheels, explanation of car- 


bide grades, “electrical assist” 
grinding, conventional grinding, tool 
holder design, throwaway inserts, 
tool geometry, etc. The salesmen 
students were taken on a plant tour. 

According to the firm, the max- 
imum use is made of visual aids, 
demonstrations, and the “learn-by- 
doing” technique. The course is 
conducted by Wendt-Sonis person- 
nel based at the Rogers plant. 


In demonstration room, distributor salesmen learn first-hand about firm’s cutting tools. 


FOR SALES AIDS TURN TO PAGE 174 
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PARKER: 
KALONS 
NEW 
UNITIZED 


PACKAGIN 


Simplifies inventory! 
speeds customer service! 
Ends stockroom contusion! 













Provides easy-to-read labels! 





YOU GET your order in husky, master shipping containers, each clearly marked for instant identifica- 
tion—each the ultimate in convenient handling—each designed to speed your service to customers. 


FOR YOUR LARGE PRODUCTION QUANTITY CUSTOMERS, these master 
containers are the same sturdy BULK KEGS introduced by P-K a short time ago. 
Now these versatile containers are also used to ship TEN individual GRAND-PAK 
cartons of 1,000 Pan Head Type A tapping screws each. All you have to do is 

open the tear tape of the master container —then service Grand-Pak users from the 


master carton! 

FOR YOUR GROSS-PACKAGE CUSTOMERS, the master container holds 
10 “Ten Gross” cartons—each of which in turn holds TEN individual Gross package of 
a size and type. You can sell ten-gross at a time in one, easily handled container . . . or 

you can sell any number of individual gross packages by simply opening the cover of a 


“Ten Gross” carton! 
THESE SAME NEW CONTAINERS will be used to suitably package 
all P-K Socket Screws, Weld Screws, Sems, Staps, Wing Nuts, Thumb 
Screws, Screwnails and Masonry Nails. It all adds up to easier inventory 
control—better service to your customers. 


IT’S SIMPLE, FAST, CONVENIENT! Cartons are sturdy, 
stack fast and easy, and every one—from the largest shipping 
container to the smallest individual package—is clearly 


labeled in big, readable type. 


FIVE NEW LABELS flash an in- 

stantly recognizable signal your 

way, now color-coded by type of metal 
. LOW CARBON 


Black on Yellow 

Blue on Silver...... ee a STAINLESS 
Dark Blue on White nes . ALLOY 
Black on Silver. ~ ALUMINUM 
Black on Gold ‘ dbieaiccese tata . BRASS 


Type, size, number, head style, finish (plating), and quantity, 
is printed on every label. There’s even an exact drawing of 
the item pictured on each label. The master container is labeled 


... the smaller cartons within, are each labeled . . . the ]-gross 
packages are similarly labeled . . . you just can’t go wrong. 
You can scan your inventory at a glance . . . no re-handling . . . 
no re-packaging . . . no confusion ... and you can give fast, on- 
the-spot customer service! 
THEY'RE THROWING BOUQUETS OUR 
WAY... At the recent nationwide 
container competition, we walked off rs 
(proudly) with one of the much-coveted, 
Certificates of Excellence. 
“ . . an outstanding example of 
progressive packaging,” says 
The Folding Paper Box 
Association of America! 


PARKER-KALON’ fasteners 


PARKER-KALON, a division of General American Transportation Corporation, 
Clifton, New Jersey. Offices and warehouses in Chicago and Los Angeles. 


Another step in P-K’s “on THE Go” plan for 1960 
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An clephant from a circus is used to 
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es en 


push this piece of machinery off a flatcar for 


exhibition at the 1960 Machine Tool Exhibition in Chicago, September 6 to 16. 


Chicago Site of 1960 Machine Tool Exposition 


The Machine Tool Exposition— 
1960, will be held in Chicago’s In- 
ternational Amphitheater Septem- 
ber 6 to 16. The last such show was 
held five years ago. 

More than a thousand machine 
tools, all American made, will be 
shown. This is the sixth such show- 
ing of American-built machine tools 
sponsored by the National Machine 
Tool Builders Association. 

Donald Mclver, chairman of 
NMTBA’s Exposition Committee, 
reports that more than a thousand 
U.S. made metal-cutting and metal- 
forming machines will be on display. 

Numerical control will get a big 
play at the 1960 Show, where scores 
of completely new machines with 
such systems can be expected to at- 
tract attention. 

Even so, more than 90% of the 
machines operating in the Amphi- 
theater, will not include tape con- 
trol. However about half of these 
machines will either be completely 
new or substantially improved ver- 
sions of previous models. 

The main exposition will be de- 
voted solely to machine tools, but 


102 





other production equipment will, 
for the second time, be displayed at 
the Production Engineering Show at 
Chicago’s Navy Pier. The shows 
will run concurrently, but with 
staggered hours so visitors will be 
able to see both shows. 

In addition the Second Interna- 
tional Coliseum Machinery Show 
will be held in Chicago at this time. 
This show will include machines 
built by firms in the U.S. and in 
Italy, France, West Germany, Bel- 
gium, England, Japan, and Canada. 








MANUFACTURER 











Houston P. A.’s Discuss 
Planned Sales Calls 


At Dinner Meeting 


At a recent dinner meeting of the 
Purchasing Agents’ Association of 
Houston, the merits and demerits 
of planned sales calls, plus the pros 
and cons of related issues concern- 
ing both purchasing agents and dis- 
tributors were aired. 

Special guests of the association 
for the evening were members of 
the Houston Industrial Distributors’ 
Association. More than 100 dis- 
tributors and P.A.’s attended the 
meeting. 

A four-man panel discussing plan- 
ned versus unplanned calls was 
made up of HIDA members Loren 
Clay, Joseph T. Ryerson & Son, 
Inc., and John Madden, president 
of Rex Supply Co.; and purchasing 

ts’ association members Ike 
Shore, Shell Chemical Co., and 
N. E. Waldie, Humble Oil and Re- 
fining Co. Hudson Field, purchas- 
ing agent of the Ethyl Corp., was 
panel moderator. 

In addition to the planned topic, 
questions from the audience were 
submitted for discussion. Points 
covered included the course of the 
new distributor in establishing his 
firm in the field, value of outside 
salesmen versus inside, and enter- 
tainment in business. 





Equipto Forms 
Electronics Subsidiary 


Equipto Electronics Corp. was 
formed as a subsidiary of Equipto, 
with Herb C. Golz as president. 

Mr. Golz directed the formation 
of the new corporation’s engineer- 
ing, sales and production programs. 
He was formerly chairman of the 


Electronic Industries Association 
Engineering Committee G-9, study- 
ing enclosure standards. 

The new subsidiary is manufac- 
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turing racks, panels, chassis, enclo- 
sures and associated equipment for 
the electronic and instrumentation 
industries. 

The plant is located at 319 North 
Webster St. Naperville, Ill. 





SIDA Office Moved 


The office of the Southern Indus- 
trial Distributors’ Association was 
moved to 1393 Peachtree, N. E 
Atlanta 9, Georgia. The telephone 
number is TRinity-6-0866. 





Thomas A. Fribley 


Fribley Elected President 
of Cleveland Cap Screw Co. 


Thomas A. Fribley was elected 
president of The Cleveland Cap 
Screw Co. succeeding his father, 
the late Joseph W. Fribley, who 
died June 6. 

Mr. Fribley joined Kaiser Alu- 
minum and Chemical Corp. fol- 
lowing World War II. He started 
with Cleveland Cap in 1953, work- 
ing progressively in production, 
costs, purchasing, expediting and 
sales. He was appointed secretary 
and a vice president in 1957, and 
became executive vice president in 
1958. 





Young & Vann Supply Co. 
Opens New Branch 


Young & Vann Supply Co., Bir- 
mingham, Ala., opened a new 15,- 
000 sq. ft. branch office and ware- 
house in Muscle Shoals, Alabama, 
located at 106 Avalon St. 

Inventory of the Muscle Shoals 
warehouse will closely parallel that 
of Birmingham, President Vann 
said. 

“Our company has always en- 
joyed a substantial volume of busi- 
ness in the Tennessee Valley,” said 
Mr. Vann, “and the opening of our 
new warchouse will enable us to 
render improved service to our many 
customers in this section. . .” 





National Hardware Show 


The National Hardware Show will 
be held October 10-14 at the New 
York Coliseum. 





T Sa 
Japan ot ee ” Steel 
On American et 


The United States Treasury De- 
partment ruled that steel imports 
from Japan are not being dumped 
on the American market, the West 
Coast Metal Importers Association 
was notified. 

The Treasury said an investiga- 
tion of charges filed December 23 
showed imports are not being sold 
here at less than fair value as defined 
by the Anti-Dumping Law, accord- 
ing to Al Perrish, association presi- 
dent. 

Mr. Perrish said that the vast ma- 
jority of items affected are imported 
into the West Coast, including Jap- 
anese plate, sheets, merchants bars, 
angles, structurals and reinforcing 
bars, and constitute the principal 
supply of Japanese steel products 
handled by importers in the Los 
Angeles area. 

All appraisals of these items for 
customs purposes have been with- 
held since December but the ban 
has been lifted by Customs Bureau, 
the Association was notified. 

“In view of current developments 
in Japan, the ruling is most signifi- 
cant,” Perrish explained. “Any re- 
strictive action on our already de- 
clining Japanese steel imports would 
have encouraged trade with Russia.” 

The Association, representing 40 
firms engaged in steel importing 
activities, reported during the first 
quarter of 1960, that steel imports 
to the U.S. totaled 1,400,000 tons. 





Thermoid Appoints Tucker 
Industrial Sales Manager 

Frank J. Tucker was appointed 
industrial sales manager, Thermoid 
Division, H. K. Porter Company, 
Inc. 

Mr. Tucker, formerly central re- 
gional manager for Thermoid, joined 
the Pioneer Rubber Co. in 1930 
prior to its incorporation into H. K. 
Porter Company, Inc. He was 
named a district manager in 1936 
and in 1959, he became central re- 
gional manager. 
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Robert L. Daniels 


Los Angeles Distributors 
Elect Daniels President 


Robert L. Daniels, director of in- 
dustrial supply for the Garrett 
Corp., was elected president of the 
Los Angeles Industrial Distributors’ 
Association for a one year term. 

Other officers installed were: 
E. W. Wright, Southwest Supply 
Co., vice president and treasurer; 
and Harry M. Bayley, Pacific Abra- 
sive Supply Co., secretary. 

Mr. Daniels has been associated 
with the group since its founding 
in 1958. He has been with Garrett 
and the industrial supply business 
for more than 20-years. 

The Los Angeles Industrial Dis- 
tributors’ Association is composed 
of approximately 20 local industrial 
supply firms whose purpose is to 
improve methods of serving South- 
ern California manufacturing con- 
cerns with better industrial supplies, 
tools and technology. 





Fastener Institute 
Elects Channer 


Earle A. Channer, vice president- 
sales of the H. M. Harper Co., was 
elected to a three-year term on the 
executive committee of The Indus- 
trial Fastener Institute. 

Mr. Channer, with Harper Co. 
since 1939, started as a sal_s trainee. 
He became sales manager in 1953, a 
vice president in 1955 and just re- 
cently he was elected a member of 
the board of directors of the H. H. 
Harper Co. 





Robert J. Norwalk 
Seattle Sales Executives 
Elect Norwalk President 


Robert J. Norwalk, general sales 
manager of the Star Machinery Co., 
Seattle, was elected president of the 
Seattle Sales Executives, Inc. 

Mr. Norwalk has been general 
sales manager of Star Machinery 
since 1958, prior to that he was 
Seattle district sales manager and 
manager of the industrial equipment 
department. 





Warren & Bailey Closes 
Miller & Stern Operation 


Warren & Bailey Co., Los An 
geies, has de-activated its San Fran 
cisco operation, the Miller & Stern 
Division. 

The company’s officers said the 
Warren & Bailey operations in Los 
Angeles and Portland, Ore. (the 
Goodyear Rubber & Asbestos Di- 
vision) will not be affected. A. J. 
Glesener Co., Ducommun Metals 
& Supply Co.’s San Francisco divi- 
sion, purchased most of the Miller 
& Stern inventory, it 
nounced. 

Albert Tuch, former president of 
Warren & Bailey's San Francisco 
and Portland divisions, will go into 
semi-retirement for health reasons, 
but will remain a partner. 

Miller & Stern Supply Co. served 
Bay Area industry for 35 years as 
an independent supply firm. Last 
year it was sold to Warren & Bailey 
following the death of Edward N. 
Stern, its president. The new own- 
ers subsequently combined the War- 
ren & Bailey branch at Emeryville 
with the Miller & Stern operation. 


was an- 
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Cahill Addresses 
St. Louis Distributors 


On European Prosperity 


B. Jas. Cahill, president of Pro- 
duction Tool & Supply Co., St. 
Louis, recently addressed a meeting 
of the Industrial Distributors Asso- 
ciation of Metropolitan St. Louis. 
He spoke on his recent European 
trip. 

Mr. Cahill, vice president of the 
St. Louis Association, attended 
European machine and trade shows 
held in Germany, Italy, Belgium, 
Holland and Switzerland. He gave 
an account of European recovery in 
the war stricken countries and the 
generally high level of prosperity 
made possible largely through Amer- 
ican aid. 

From his observation, partic- 
ularly in Germany, Mr. Cahill 
voiced some admiration and, at the 
same time, some alarm at European 
advanced engineering developments 
and achievements in machinery and 
machine tool design at a cost which 
American manufacturers are not 
prepared to meet competitively. 





Robert A. Foster 


Foster Named Sales Manager 
Of Boyer-Campbell Co. 


Robert A. Foster was appointed 
sales manager of the industrial divi- 
sion of BoyerCampbell Co., De 
troit. 

Celebrating nearly 20-years with 
the firm, Mr. Foster was previously 
branch manager of Boyer-Campbell 
Plymouth. 

BoyerCampbell is a wholesaler 
and manufacturer of industrial 
safety equipment as well as an in- 
dustrial supply house. 





Greenhill Hardware & Supply Changes Hands 


Joseph Steinberg 


The stock of Greenhill Hardware 
& Supply Co., Inc., Bronx, N. Y., 
was sold by the Greenhill family to 
Joseph Steinberg and Robert Sitrin. 

Mr. Steinberg, president of the 
new firm, and Mr. Sitrin, vice presi- 
dent and general manager, were 
partners in a retail hardware store 
in another section of the Bronx. 
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They had to give up their business 
to make way for a new housing proj- 
ect. 

The firm has two industrial sales- 
men on the road, and according to 
Mr. Sitrin, Greenhill plans to keep 
up with the increase in manufactur- 
ing in the Bronx and surrounding 
areas of New York City. 





Fluid Controls Institute 
Elects Weidon President 
At Annual Meeting 


Fred E. Weldon of the General 
Controls, was elected president of 
the Fluid Controls Institute, Inc., 
at the annual meeting of the insti- 
tute at White Sulphur Springs, 
West Virginia. 

Other officers elected at the meet- 
ing were: Robert F. McCormick, 
Automatic Switch Co., Ist vice pres- 
ident; Eric A. Bianchi, Mason- 
Neilan Division of Worthington 
Corp., 2nd vice president; Paul K. 
Rogers, Jr., Skinner Electric Valve 
Division, Skinner Chuck Co., treas- 
urer; Samuel J. Reid, Barnes & Jones, 
Inc., corporate secretary and E. R. 
Rath, executive secretary. 

The membership of the insti- 
tute consists of manufacturers of 
automatic regulator valves, control 
valves, solenoid valves, safety and 
relief valves, space heating spe- 
cialties, steam and gas traps and 
steam heating pumps. 


Fall Meeting 


The Fall meeting of the institute 
will be held at the Drake Hotel, 
Chicago, November 20-22, 1960. 

The mailing address of the insti- 
tute is P. O. Box 667, Pompano 
Beach, Florida 





ESCO Plans To Repeat 


Electronics Seminar 


Interest was so great in the re- 
cently completed electronics seminar 
sponsored by Engincering Supply 
Co., division of Texas Instruments 
Incorporated, that a second is plan- 
ned for this Fall, according to Rob- 
ert W. Snipes, ESCO sales manager. 

The four addresses by application 
design engineers from Texas Instru- 
ments were attended by 784 engi- 
neers from a hundred mile radius. 
Discussion topics included the fun- 
damentals and terminology of semi- 
conductors, silicon rectifiers control, 
tunnel diodes, etc. 

Mr. Snipes said that the next 
seminar would probably be held in 
the same location, Fincher Hall, 
Southern Methodist University. 





Maurey Holds 1960 Sales Engineering Seminar 


More than 35 attended Maurey Mfg. Co.’s 1960 Sales-Engineering seminar at Lincoln 


Nebraska. Three days of sessions on new developments in power transmission 


uipment 


were directed by vice president R. B. Malloy and J. F. Taylor. Highlight of the meet- 
ing was a tour of the Goodyear plant in Lincoln, guided by Goodyear executives. 





Congress Did Not Pass Legislation On Lobbying 


Legislation to clarify and re- 
establish Federal Income Tax de- 
ductions for certain lobbying activi- 
ties—including political advertising, 
particularly by businessmen—came 
close to passage in Congress this 
year, but time caught up with it. 

The Boggs Bill (HR-7123) was 
introduced early this year after labor, 
management and the Internal Rev- 
enue Service teamed-up, in a unique 
combination, to urge congressional 
reform. The bill would have re 
stated congressional policy that con- 
tributions to most lawful lobbying 
activities, including dues to labor 
unions and trade associations, could 
be deducted from federal taxes. 

Pressure for the legislation de 
veloped after administra- 
tive agencies reversed their policies 
by challenging such deductions. 
They were backed up by the U. S. 
Supreme Court which ruled last 
year, in the Camarano and Strauss 
cases, that the existing internal rev- 
enue code (1954) must be inter- 
preted as prohibiting such deduc- 
tions. 

The Internal Revenue Service 
(IRS) admitted that its ruling 
against the deductions would be 
hard to administer or enforce, but 
the law required it. The IRS prac- 
tically opened the door for publish- 
ers, advertisers, trade associations 
and labor unions to appeal to con 
gress to change the law. 

The proposed bill, introduced by 
Representative Hale Boggs (D-La.), 


several 
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was considered earlier this year by 
the Ways & Means Committee, 
but no action was taken on it. The 
committee felt that the lobbying 
proviso should be a part of a com- 
prehensive tax reform measure, and 
such major legislation almost cer- 
tainly would have to wait for 1961. 

A big push developed for the 
Boggs Bill toward the end of the 
session, however, but time was run- 
ning out. The committee approved 
and reported the bill, but there 
wasn’t time for passage by both the 
Senate and House of Representa- 
tives. President Eisenhower prob- 
ably would have signed the measure 
into law. 

A similar bill is certain to be re 
introduced in Congress next year, 
and passage is a good bet then. 





Michigan Bearing Co. 
Forms A New Subsidiary 

Richard S. Kelley, vice president 
and general sales manager, Michi- 
gan Bearing Co., Detroit, announced 
the formation of a subsidiary, Chain 
and Power Transmission Co 

Facilities for the new operation 
are at 85 Oakman Blvd., Detroit. 

As a warehousing distributor, 
Chain and Power Transmission Co., 
will represent producers of roller 
chains, conveyor chains, sprockets, 
gears, V-belts, sheaves, gear re- 
ducers, couplings, clutches and all 
types of bearings. 





New Elect 
William Ryan To Head 
Iron & Hardware Group 


William T. Ryan, Jr., executive 
vice president of Cutter, Wood & 
Sanderson Co., Cambridge, Mass., 
was elected president of the New 
England Iron & Hardware Associa- 
tion, for the coming year. Elec- 
tions were held during the associa- 
tions’ annual meeting. 

In addition, Sydney J. Simons, 
S. Simons Hardware Co., was elec- 
ted vice president, and Henry J. 
Lamb was elected secretary-treasurer. 

Also elected were the following 
new directors: Peter F. Bass, Bige- 
low & Dowse Co. Alexander R. 
Walsh, Barker & Chadsey Co. and 
Leroy B. Watrous, Brierly, Lombard 
& Co., Inc. 

Directors reelected to serve 
another term are: F. Turner Blake, 
Jr., George F. Blake, Inc.; William 
H. Bowe, Jr., Herrick Co.; Charles 
F. Bragg, 2nd, N. H. Bragg & Sons; 
M. Parker Butts, Butts & Ordway 
Co.; Allan H. Chase, Chase, Parker 
& Co., Inc.; William T. Cleveland, 
The Emery-Waterhouse Co.; James 


F. Donahue, Chandler & Farquhar 
Co. Gordon W. Farr, Decatur & 
Hopkins Co.; Robert J. Pugsley, 
Hall & Knight Hardware Co.; Rob- 
ert H. Russell, J. Russell & Co., 
Inc.; and Edmund L. Walker, Ed- 
wards & Walker Co. 


Outgoing President 


Retiring president J. Vincent 
Burns of Waite Hardware Co. was 
presented a silver pitcher as a token 
of appreciation for his leadership 
over the past two years. 





Clarence Andrew 
Retires From Noland Co. 


Clarence P. Andrew, manager of 
merchandising of the electrical de- 
partment of Noland Co., Inc., New- 
port News, Va., retired recently. 

Mr. Andrew joined the firm in 
1938 as general manager of the elec- 
trical department, when the depart- 
ment was inaugurated. He served 
in this capacity until last year when 
he was named manager of merchan- 
dising. 





Strong, Carlisle & Hammond Opens New Quarte 





More than 50 exhibitors showed products at the open house and industrial fair ranging 
from new air control units, and power transmission equipment to precision tools 


After more than 72-years at the 
old stand, Strong, Carlisle & Ham- 
mond, Cleveland, division of White 
Sewing Machine Co., moved to new 
headquarters and warehouse at 
White’s Cleveland facility. 

To celebrate the move to the 
100,000 sq. ft. quarters, SC&H held 
an open house attended by more 
than 6,000 customers. 

More than 50 exhibitors, many of 
whom brought working models of 
their products along, displayed items 
from new air control units, power 
transmission equipment, precision 
tools and equipment to coated abra- 
sives and abrasive equipment. 

SC&H salesmen wore derby hats, 
handle-bar mustaches and red vests, 


SC&H’s new quarters take-w 





while “Gay Nineties”-dressed hostes- 
ses decorated the open house. 

The steel warehouse section (20, 
000 sq. ft.) was planned for the 
easiest possible storage methods. 

A new inventory control system, 
initiated at the time of the move, 
now enables the firm to know, on 
receipt of orders, how quickly these 
orders can be filled from stock. 

Strong, Carlisle & Hammond, a 
division of White Sewing Machine 
Co. for the past two years, is man- 
aged by R. R. Greenwalt, vice pres 
ident of the industrial supply divi- 
sion, Tom Ritter is general manager 
of industrial supplies, and Karl Ware 
is general manager, steel tubing, 
valves and fittings. 


100,000 sq. ft. in the White Sewing Machine Co. build- 


ing on Cleveland’s Berea Rd. This includes 20,000 sq. ft. devoted to steel warehousing 
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AMPLE MOTOR CAPACITY operates with full- 
rated load without destructive heating. 
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PRECISION BALL 
BEARINGS through- 
out minimize main- 
tenance. 
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TOTALLY ENCLOSED MOTOR BRAKE, 
SELF-ACTING LOAD BRAKE, AND POSI- 
TIVE UPPER AND LOWER LIMIT STOPS 
assure maximum safety. 
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Ol BATH 
LUBRICATION 
prevents 
excessive 
LIFETIME GEARS are of hard- wear on 
ened alloy steel for long load brake. ONE-HAND BAR-GRIP 
service life. 4 CONTROL provides 
easy operation. 
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YALE MIDGET KING 
ELECTRIC HOIST 


LINK CHAIN flexes to allow picking 
up of materia! not directly under 
hoist. Roller chain available. 


comes in hook or trolley models. 
Capacities: %, %, Ya, 1, and 2 tons. 
In addition to a top-quality product, 
Yale backs its distributors with infor- 
mation-packed booklets and sales 
training programs. Deliveries are im- 
mediate from the ultra-modern Yale 
plant at Forrest City, Ark. That’s why 
Yale Hoists sel! best! 


IF IT’S YALE, | yaLce 
IT SELLS BEST | eens 


| YALE & TOWNE 
The Yale & Towne Manufacturing Co., Philadelphia 15, Pa.—Hand, air, and electric hoists. . . trolleys. 


INDUSTRIAL DISTRIBUTION ¢ AUGUST, 1960 














Price Index for 19 Product Classes 


(1947-49 = 100) 
Yo Change 
June May June From 
NAME OF PRODUCT CLASS 60 59 YearAgo 


insiitinine ew 
Abrasive Products 143.2 . 1474 — 2.8 
Cutting Tools 180.1 . 163.2 +10.3 


Fans and Blowers 182.5 ;. 182.2 + 0.2 


198.7 . 200.6 — 09 

Sncondiascent Lamps | 190.0 .¢ 159.6 +19.0 
Industrial Rubber Products 152.7 : 180.3 + 1.6 
Radhelenate 99.7 , ; . 89.0 +12.0 
Materials Handling Equipment 171.2 ° 1704 + 05 


Mechanics Hand Tools 190.0 . 186.1 + 2.1 
(Files, saw blades) 


Metalworking Accessories 174.5 174.5 0 


Motors 114.1 112.6 108.1 + 5.5 
128.3 128.3 128.3 0 


Portable Power Tools 144.1 144.1 143.7 + 0.3 


Power Transmission Equipment 1815 1818 1749 + 38 





Precision Measuring Tools 148.2 1482 1474 + 05 
Pumps and Compressors 180.6 180.6 179.3 + 0.7 


Steel Products 186.6 186.8 186.7 - @.] 
(Pipes, bars, nails, wire rope, etc.) 


Valves and Fittings 164.9 169.1 165.7 


Welding Machines 158.1 158.1 152.0 
paar hid 


Total Index (weighted average) 167.0 167.1 163.1 


Source: Bureau of Labor Statistics and Industrial Distribution 
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OVER 1500 ITEMS &B Bx ESIGN 
oe 


makes the 


IFFERENGE 


---and top design 
is one of many dividends 
when you buy 


QUALITY PROTECTED 
LYON STEEL 





aa 


EQUIPMENT 


THE “QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 


See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 

9 


LYON METAL PRODUCTS, INC. 
General Offices: 853 Monroe Ave., Avrora, Illinois 
Factories in Aurora, lll.— York, Pa.—Los Angeles 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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ON THE'MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Utility Pumps 


Can be primed, ready to work 
in less than ninety seconds 


Compact, lightweight, high capac 
itv self-priming pumps will discharge 
up to 7000 gallons per hour, maker 
claims. Feature aluminum engine, 
all cast iron parts protected by 
Epoxy coating, built in check valves, 
non-clogging impellers and quickly 
removable suction plates. Available 
in two sizes: M-5 (5000 gph with 
!4-in suction) and M-7 (7000 gph 
with 2-in suction). 

F. E. Myers & Bro. Co., Ashland, 
Ohio 


lron Gate Valves 


Will lower valve costs 
on many applications 
Line of ductile iron gate valves 
are three times as strong as gray 
cast iron, nearly as strong as carbon 
steel, maker claims. Of nodular or 
spheroidal cast iron content, valves 
offer following stated values: Metal 
has high thermal shock resistance, 
corrosion resistance and impact 
shock; castings have 18% clonga 
tion in inches. For service 
aboard ship, for handling crude and 
finished oil products aboard tankers 
and at dockside transfer areas. Avail- 
able in sizes from 2 thru 12-in. 
Recommended for oil services at 
temperatures from minus 20F to 
650 F. deg. °* 
Crane Co., 836 S. Michigan Ave., 
Chicago 5, Ill. 


two 


110 


Hand Pallet Trucks 


Fully hydraulic; pressure sensitive 
foot pedal for fast or slow lowering 

Hydraulic hand pallet truck, called 
“Pal Jac”, is offered in two standard 
widths .21 and 27-in with fork 
lengths of 32, 36, 42 and 48-in. Has 
capacity of 2200 Ibs., range of ele- 
vation from 34 to 7}-in for a total 
lift of 44-in. Standard 27-in wide 
model with 48in fork weighs 250 
Ibs. 


Raymond Corp., Greene, N. Y. 


alt 





Chain Wrenches 


Designed for work in extra tight 
corners; have fast, ratchet-like action 
Two chain wrenches feature fast, 
ratchet-like action in cither direc 
tion, from cither side. Chain gives 
tight grip without crushing on all 
round, square or irregular shapes. 
I'wo models: No. C-14 handles up 
to 2-in pipe and fittings; No. C-18 
up to 24-in pipe and fittings. 
Ridge Tool Co., Elyria, Ohio 
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Emulsion Coatings 


Highly resistant to 
permeation by chemicals 
‘Two cold applied protective coat- 
ings include (1) “Bituplastic” No. 
33, a polymer emulsion for heavy 
duty protective coating said to be 
suitable for intermittent splash and 
high chemical “fallout” areas and 
(2) “Bituplastic” No. 44, for use as 
a top coating for insulation, as a 
general purpose insulation mortar 
and to adhere cellular glass insu 
lating blocks to storage tanks. 
Koppers Co., Inc., Koppers Bldg., 
Pittsburgh 19, Pa. 


Measuring Wheel 

For use in measuring 
distances and surfaces 
Model 202 measuring wheel meas 
ures from wall to wall as well as line 
to line, recording the total distance 
in feet and inches by a built-in total- 
izer and a recessed scale on the cir 
cumference. An audible click every 
two feet and a loud bell note indi- 
cate the 100 foot mark. Zero reset 
knob permits pre-setting for a de 
sired distance. Handle extends and 
locks at 34-in height, folds for com 

pact storage. Weighs 23 lbs. 
Lufkin Rule Co., Saginaw, Mich. 





TODAY 


- » » PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Marking Nails 


For identification and dating 
of electrical apparatus, utility poles 
Three types of marking nails are 
offered in copper or aluminum: 
type MN.-1 is available in 2, 24 and 
34-in lengths with |-in head diam. 
and a shank diam. of “-in. Head 
has raised marking with a protective 
outer rim that can be numbered 
consecutively to 9999 and show up 
three lines of lettering. Type MN-2 
is available in 2 or 24-in lengths with 
}-in head diam. and }-in shank diam 
Type MN-3 is offered in lengths of 
14, 2, 24-in with 4-in head diam 
and ,,-in shank diam. Both MN-2 
and MN-3 have depressed lettering. 
John Hassall, Inc., Cantiague Rd., 
Westbury, L. L, N. Y 


Glass-Ceramic Cement 


Matches closely the expansion of 
glasses in industrial cathode ray bulbs 


cement for the 
industry seals glasses 
and other materials with thermal 
expansions between 80 and 92 x 
107 cm/cem/°C. Called Pyroceram 
Brand Cement No. 89, cement fires 
at approximately 450-deg. C., with 
resulting seal serviceable to about 
425-deg. C. Cement is finely pow- 
dered glass applied in low viscosity 
vehicle. In one and 5 Jb. kits. 
Corning Glass Works, Corning, 


N.Y. 


Glass-ceramic 
electronics 


“C-Flange” Gearmotor 


Wide range of capacities and 
reductions available off the shelf 
“C-Flange” gearmotor has motor 
and reducer separate, flange con- 
nected, so unit is furnished as com- 
plete assembly, or reducer alone for 
standard NEMA motors, Capacities 
from 4 to 2 HP, reductions from 
5:1 to 60:1. Reductions in incre- 
ments of 5's to 30:1. From 30:1, 
increments of 10's. 
Morse Chain Co., Ithaca, N. Y. 





Label Holder 


Instolls easily for ready 
identification of stored parts 


label holder measures 
5-in long by j-in high, snaps in place 
instantly, anywhere on the shelf 
edge, maker claims. Pre-treated 
with anti-corrosive phosphate film 
for maximum resistance to rust, 
corrosion. Available in matching 
green or gray enamel. 

Penco Div., Alan Wood Steel Co., 
Oaks, Pa. 


Snap-on 
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Drive-Through Rack 


Eliminates aisle space to double the 
storage capacity of a given area 
Drive through rack is assembled 
from standard factory components, 
comes 97% assembled. Pre-fabri- 
cated parts are quickly assembled to 
provide a convenient, cconomical 
means of handling mass storage 
items. 
Union Asbestos & Rubber Co., 
Sturdi-Bilt Div., Chicago, I]. 


End Mills 


Produce faster, more efficiently; cost 

up to 20% less than other end mills 

Line of end mills, called “Thrift- 
mills”, has been expanded to in- 
clude a two flute, double end model 
and a double end, four flute model 
(pictured). Ground from metal- 
lurgically tested high speed steel, 
“Thriftmills” are recommended as 
a general purpose tool for economi- 
cal milling of over 80% of end mill- 
ing operations, maker claims. Avail- 
able in 4, yy, 4, yy, 3 and +-in sizes. 

Brown & Sharpe Mfg. Co., Provi 
dence 1, R. I. 





Another Morse First- 


NEW 


TWIST DRIL 
SPLIT-PAK 


Save Time...Money 
...Eliminate Broken Lots 


Just tear along the perforation 
and one 12 Pak splits into two 6's...a G Pak becomes two 3's. 


This exclusive new Morse Split-Pak makes Stock Morse Drills in the new Split-Paks... 
it easy and profitable to fill small or odd-lot sell your customer what he wants... and 
orders. It eliminates the trouble of repack- end the “loose-drill” problem once and for 
aging and enables you to maintain reason- all! Fast to handle — and quick to sell. 
able minimum selling quantity. 


NEW MORSE SPLIT-PAK 


e Saves time .. . 

© Saves the trouble of repackaging .. . Morse means the Most 
e Easily breaks into odd and broken quantities .. . in Quality, Service and 
© Makes stock more flexible . . . Completeness of Line. 
* Eliminates “loose-drills”. . . 


MOORS E& 


means “THE MOST” in Cutting Tools 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 
Warehouses in: NEW YORK + CHICAGO + DETROIT + DALLAS + SAN FRANCISCO 


A Division of VAN NORMAN INDUSTRIES, INC. RZ 
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On the Market Today (Cont’d.) 


Air Hoists 


Push type trolley suspended 

models added to company’s line 

Line of “Budgit” air hoists has 
been expanded to include models 
with integral push type trolley sus- 
pensions, along with the present 
hook type suspension models. Each 
is available in 4, 4 and | ton capacity 
sizes, with standard 10 foot lifts. 
New models have push type trolleys 
mounted the hoist 
frames in place of upper suspension 


directly on 


hooks, which is said to climinate 
hoist sway, promote smoother tray 
ersing and better load spotting char 
acteristics. Also, a headroom advan 
tage of an extra two inches is gained 
over the conventional method of 
hanging the hook type model hoist 
on a separate trolley, maker claims. 
Spark and corrosion resistant mod- 
els available. Recommended for 
production lifting jobs. 

Shaw-Box Crane and Hoist Div., 
Manning, Maxwell & Moore, Inc., 


Muskegon, Mich. 


Chipper Knives 


For every make of chipping machine, 
every type of chipping application 
Line of chipper knives are made 
from special analysis stecl 
which insures toughness and high 
resistance to cracking, chipping, 
warping and abrasive wear, maker 
claims. 
Simonds Worden White Co., 
1101 Negley Place, Dayton 7, Ohio 


tool 


114 





Controller 


To control flask heaters, mantles, sma!! 
furnaces, heating tapes, water baths 
Electro-thermally actuated step 

less power input controller is com- 

pact, can be set for any percentage 

of “time on” from 5% to 100%. 

Unit automatically compensates for 

wide variations in voltage and 

ambient temperature. Built-in mag 
netic arc suppression lengthens con 
tact life and reduces sparking haz 
ards, maker claims. Called type 

8000 Thermolyne controller, has cir 

cuit rated at 115 volts AC. 
Thermo Electric Mfg. Co., 508 

Huff St.. Dubuque, Iowa 





Plywood Blades 


Made exclusively for 

portable electric saws 

Plywood cutting blades, of 64 and 

74-in diams., fit 16 of the popular 

make portable saws, are said to cut 

smoother, without splintering ply 

wood and with a minimum of noisc. 

Disston Div., H. K. Porter Co., 
Inc., Philadelphia 35, Pa. 
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Combination 
Screwdriver-Nutsetter 


Features automatic push starting 

to speed assembly line ope ations 
Lightweight, air-powered combi 
nation screwdriver-nutsetter, Model 
420, operates at speeds up to 3000 
RPM and is a straight type unit 
with convenient hand lever control. 
Adapts readily to the use of several 
types of screwdriver bits, and it is 
casy bits from 
screwdriver to nutsetter right on the 
job, maker claims. Recommended 
for assembly of all plastic, wood and 
Available with 
cither positive or adjustable clutch 


to convert power 


metal components 
to suit specific job conditions 


Airetool Mfg. Co., 
Ohio 


Springfield, 


Industrial Belting 


Gives exceptional performance under 
excessive oil, grease conditions 
All-synthetic flat industrial belt 
ing, called “Suplex”, is said to re 
tain its coefficient of friction even 
when large quantitics of oil and 
grease are present, Said to have 
freedom from stretch, high strength, 
durability. Joins readily, without 
lacing or sewing, by simple method 
of heat sealing. 
R. & J. Dick Co., Inc., Totowa, 
N.]. 








Preformed Wire Rope Slings 


For any application where 
ease of handling is important 
“Hi-Pli” series of preformed cable- 
laid slings are said to offer the flex- 
ibility and non-kinking advantages 
of hemp rope plus the strength of 
steel. Other stated characteristics 
of preformed wire rope include free- 
dom from internal stress, easy handl- 
ing and installation, less tendency to 
rotate, better spooling, better shock 
resistance, longer service life. In 
12 rope diams. from ,, to 2-in sizes, 
with breaking strength range from 
3 to 113 tons. 
American Chain & Cable Co., 
Inc., 929 Connecticut Ave., Bridge 
port 2, Conn. 


Mobile Hardness Tester 


For hardness tests on bulky metal 
specimens to be tested in position 
“Mobile Tester”, a direct reading 
unit, consists of a clamping device— 
C-clamps with varying throats—and 
an indenter head. Model M-1 gives 
readings in the Rockwell C scale 
with distance between the anvil and 
penetrator of 0 to 6.3-in with depth 
throat of 3.3-in, weighs 17 Ibs. Model 
M-11 gives readings with distance 
between anvil and penetrator of 0 
to 9.8in, depth of throat of 5.1-in 
Weight, 18 Ib 
Wilson Mechanical Instrument 
Div., American Chain & Cable, Inc., 
Bridgeport, Conn. 


4 re, . . i” eke 
Miniature Brakes and Clutc 


Provide advanced articulation of 
power drives rated up to 1.5 lb-in. 
Less than |-in diam. and j-in long, 
miniature models RF (brake) and 
SF (clutch) are designed for air- 
craft components, data-processing 
equipment, computers, film pro- 
jectors and similar equipment re- 
quiring rotary drives which cycle 
automatically or by remote control. 
Stated advantages of clutches and 
brakes include precise automatic in- 
dexing, fast inching and jogging, 
rapid cycling, accurate synchroniza- 
tion, instant reaction at any position 
of rotation. Electromagnetic op- 
erating principle permits stepless 
torque modulation and operation 
from a variety of actuating devices. 
Brakes or clutches operate directly 
from 28 or 90 volts d-c. 
Warner Electric Brake & Clutch 
Co., Beloit, Wis. 


Metal Worker 


For model shops, engineering 
departments, R and D labs 


Metal worker, type junior, is a 
sheet and plate working machine 
with an edge-cutting capacity in 
mild steel of yy-in. Throat depth is 
284-in. Full line of tooling available 
for straight cutting, circle cutting, 
figure cutting, beading, folding, slot 
cutting, louvering, nibbling, planish- 
ing and flanging. 

Homestrand Machine Tool Corp., 
Greenwich, Conn. 
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Minute Tan 


KEYWAY BROACH KITS 
For cutting keyways from 4," to 1” 
in any bore from ” to 3” in one 
minute for as little as one cent. 





WMinute Wan 


DEE 
SQUARE BROACHES 


For finishing 4%" to 4” square holes 
im one pass in cast or drilled bore. 


HEXAGON BROACHES 


For finishing 4%" to %” hexagonal 
ame Se one pass in cast or drilled 


ROUND BROACHES 


For finishing 4” to 1” round holes 
in Lome ob drilled bore. 





—— 


duMONT TOOL BITS 


Hold a keener cutting edge lo: 

due to “balanced” Somehiaae ex ' 
hardness and wear resistance. High 
speed, groundsquare and rectangular. 





MAGNETIC BASES 
Hold dial indicator gages 
— save set up time. Al- 
nico magnet has 50 Ib. 
grip on all ~ sides. 

horizon Swing, 
180° vertical swing. 











For complete information on these fast 
selling, high profit tools, get in touch with 


The duMONT CORPORATION 
Greenfield, Massachusetts 











“THAT'S THE NAME TO REMEMBER” 


The Dependable 
QUALITY 


BRUSH LINE 


that gets business 
and keeps it! 


@ The Milwaukee Industrial Brush line 
consists of powe: driven and hand brushes 
to meet practically every requirement of 
industry both for general production and 
maintenance work. 


Make Milwaukee your source of supply and give your 
customers the kind of service that builds business for you. 
We are in a position to make prompt deliveries on orders 
of all sizes. 


® Production Brushes for power use 
® Production Brushes for hand use 
© Brushes for various maintenance needs 


Com 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


INDUSTRIAL DISTRIBUTION * AUGUST, 1960 





Rolling Mill Micrometers 
For quick measurement of sheet metal, 
rolling mill stock, related applications 
Line of sheet metal or rolling 
mill micrometers are available in 
a wide range of sizes, are capable 
of measuring thicknesses from 0-4- 
in. Have deepthroated frames 
varying from 3 to Din. Available 
with a standard reading micrometer 
head or Speedmike head, which is 
read nurucrically and directly. Both 
types available with a friction stop. 
]. T. Slocomb Co., 65 Matson 
Hill Rd., Glastonbury, Conn. 


Gage 


For speeding and improving 
grinding accuracy to fine tolerances 
“Dual-Amp” Precisionaire gage 
combines low amplification long 
gaging range and high amplification 
close tolerance inspection in auto- 
matic sequence, maker claims. Any 
time a measurement is made the 
right hand column shows part size 
within the 18 thousandths range 
and the left hand column spreads 
the final two thousandths over four 
inches. Unit consists of a dual col- 
umn gage, a 3 to 12-in diam. adjust- 
able gage, Plunjet, calibrator, hose. 

Shefheld Corp., Dayton 1, Ohio 





. , direct mail, trade 
shows, displays and complete 
catalog and sales literature 


Metallographic 








checks grain structure of stock to be used in 


micrescope 
rews ... typical of the care devoted to every step of their manufacture. 


STANDS FOR “QUALITY CONTROL”... CONTINDOSS, RIGOROUS, UNRELENTING. (17 SEPARATE PAINSTAKING STEPS.) 


You can’t see it, but customers 

know it’s there, and it does a selling 

job for you. 
it’s built a quality name for Bristol. 
Bristol socket screws are built in the same 
plant as Bristol instruments, by people with 
a heritage of precision workmanship. They 
know that even the best specification must 
be enforced. That’s why Bristol quality con- 
trol was set up— with half a million dollar's 
worth of gauging and testing equipment. 
“QC” keeps “Bristol” a byword for precision. 
it’s built repeat business for Bristol 
Distributors. Big socket screw users, like 


builders of machine tools, appliances, guided 
missiles and support equipment, computers 
and other electronic gear, can’t afford to 
take a chance on a substandard socket screw. 
They buy Bristol because it’s uniformly best, 
thanks to quality control. 

Make sure your prospects get the Bristol 
quality control message. And, put in a word, 
too, about these big Bristol advantages: 
Complete standard hex line plus Bristol- 
originated Multiple-Spline socket; new 
“extra-miniature” button and flat-head 
socket screws; new “Series’60” standard cap 
screws, etc., etc. A.0.1 


THE 


BRISTOL 


COMPANY 
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How hard 


is Your Catalog 
working? 


No army in camp wins battles 


No bulldozer standing idle 
makes profits 


No catalog “on the shelf” 
brings orders 











If it is a Donnelley product, nothing has been spared to make it 
a powerful tool of distribution. Good printing and binding, con- 
venient product groupings, handy indexing—everything has 


been done to make it the preferred reference tool for the buyer. 


How can you make it work still harder? Back it with hard- 
hitting Sales Promotion. The kind that gets leads for your sales- 
men. The kind that gets your catalog used much oftener. The 


kind that brings more mail and telephone orders. 


We have proven and practical ideas for this. No charge—no 


strings. Ask for our Sales Promotion co-operation today. 


Catalog Compiling Department 


THE LAKESIDE PRESS 


R. R. Donnelley & 
Sons Company 


350 East Twenty-second Street 
Chicago 16, Illinois 
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timer control, eletronic circuit 


Ultrasonic cleaner, called the 
Ultra-Cleen “320”, has two one 
quart tanks built into the generator 
body said to enable an electronic 
circuit to transmit ultrasonic power 
directly from the generator to the 
transducerized tank. The second 
tank is for the rinse operation. Elec- 
trical timer controls cleaning cycle 
and turns off the current after a pre- 
specified period. Operating  fre- 
quency is 70-80 K.C.; power con- 
sumed is 160 watts; power output 
is 55 watts. 

L & R Mfg. Co., 577 Elm St, 
Kearny, New Jersey 


Die Storage Shelf 
Extends versatility of 
company’s Sturdi-Bilt line 
Prefabricated die storage shelf 
unit consists of cross bars welded to 
sheet steel, is designed to be dropped 
into place in a Sturdi-Bilt adjustable 
storage rack. Storage racks consist 
of three basic parts—a floating wedge 
lock, an upright frame, and a safety 
support bar. Parts can be used to 
build racks for storing pallets, 
drums, skids, or bulk as well as dies. 
Union Asbestos & Rubber Co., 
332 S. Michigan Ave., Chicago, III. 





TREMENDOUS TRIFLES: 


a simple 
number 


We stamp a catalog number on every 
major Warren-Teed tool. (We 

think we’re the only company that 
does this.) After bulk is broken, 

this number is the only sure way to 
identify the tool’s weight and type. 

We stamp this number on 
Warren-Teed tools — not because tool 
buyers or users demand it, but 
because we know it should be there. 
We know it can make your inventory 
easier. Buyers will always get the 
right tool, not something that happens 
to look like what they ordered. 

Even inexperienced warehousemen 
can fill orders without guesswork. 

We doubt this number would be 
greatly missed if we were to eliminate 
it. It would make our job easier — 
but yours tougher. 

That’s why it will stay there. 


WARREN-TEED’ TOOLS 


WARREN TOOL CORPORATION, WARREN, OHIO 
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| Strong, Positive 
\ Sealing ans Holding 


7 
7 
/ 
/ 


Shuford’s ves nom ~ 


sHURTAPE [ SPECIFICATION PPP-T-76" | 
\ 


*Tape, Pressure-Sensitive, 
\ Adhesive, Paper, Water- 
“ Resistant 


Heavy Duty Carton Sealing Tape 


- 


a 


~ 


— —_ ae oo 


This tough tape seals and reinforces V-board and W-board 
fiber containers, preventing the entry of foreign matter and 
retaining or excluding moisture. It also protects individual 
parts, and can be used for stenciling, masking or holding 
protective wraps on furniture in transit. 

With its excellent resistance to water and abrasion, paper 
backed SHURTAPE RP-25 provides a low-cost, heavy-duty 
tape that works well in many different phases of industrial 
packaging. 

Meets specifications for motor freight, rail, railway ex- 
press, air express and postal shipments. 


Write for free sample roll 
and complete information to 








CLOTHES LUNES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 





World’s Lergest Manufacturer of Cotton Cordage 
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Tapping Attachment 


Free axle floating drive spindle lets 
taps determine own lead during cycle 
Tapping attachment, Model 700 
A, permits taps to determine their 
own lead for advancing and retract 
ing during tapping cycle, eliminat- 
ing “lead error” and requiring no 
human or mechanical lead pres 
sure, maker claims. Torque adjust- 
ments made by turning knurled cap 
at the top of the unit to the desired 
setting. Spring loaded ball clutch 
stops rotation of drive spindle when 
tap becomes dull, loaded or bottoms 
in a blind hole. Unit has a rated 
capacity in mild steel from No. 10 
to #in-18 taps. Weighs 5 Ibs., 11 
ozs. 6}-in overall length. Max. diam. 
34+-in. 
Tapmatic Corp., 845 West 16th 
St., Cosa Mesa, Calif. 


Vibratory Feeder 
Feeds most all-dry, bulk materials 
at raies up to 50 feet per minute 
Light duty vibratory feeder, 
Model F-212, has completely en- 
closed electromagnetic drive unit, 
which includes the spring system. 
Unit is dust-proof, moisture-proof 
and splash-proof, maker claims. Fur- 
nished complete with control box, 
for operation from 115 volt, 230 
volt or 460 volt, 60 cycle a.c. Can be 
fitted with various sizes of flat pan 
or tubular troughs, either of carbon 
or stainless steel. 
Syntron Co., Homer City, Pa. 





TEAMWORK TELLS THE STORY... . 


_ 
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they get the facts that sell 


One of the many comments we hear about Rex Distributor 
Salesmen is “they know what they're talking about.” 
That's a big advantage to have because it means cus- 
tomer confidence...an ability to sense the customer needs 
and answer them efficiently. 


What's the reason for this know-how? Naturally the 
most important part is the native ability of the men. But 
another important part is the Rex Distributor Sales Train- 
ing Schools held at the factcry. In these regularly sched- 
uled sessions, conducted by full-time, seasoned instruc- 
tors, distributor men get all the product, market, and 
sales technique facts... facts that help them sell and serv- 
ice customer needs. These training schools are backed 


up by refresher courses and new product sessions held 
in the distributors’ offices. 


This is another example of teamwork in action...the 
close cooperation between distributor and manufacturer 
that results in more efficient, profitable operation for 
both. CHAIN Belt Company, 4622 W. Greenfield Ave., 
Milwaukee 1, Wis. 





CHAIN BELT COMPANY 





“ENDLESS APRONS Machinists’ Chest 
Accommodates a 24-in scale, -i 
ARE HARD TO INSTALL’’ drill ond other extra long tools 


says E. M. HYDE, Project Engineer at Proctor & Schwartz, Inc. Machinists’ Chest, model $26, hes 
top till plus seven drawers, all felt 
lined, and is designed for use as a 
separate bench chest or in combina- 
tion with base-type companion tool 
box MC 28. Of heavy gage steel, 
with positive stops to prevent spill- 
ing and a spring-catch device for 
easy drawer removal. 

Kennedy Mfg. Co., 200 Harrison 
St., Van Wert, Ohio 


A complete batt making line used in the manufacture of cotton batt for top quality 
mattresses. The unit is designed and built by Proctor & Schwortz of Philadelphia, Po. 


Close-up of Clipper locing used on Close-up of Clipper locing used on a 
drive belt of feed in batt making line _ traveling apron in the line 


CLIPPER Joints ease 


installation probiem, are as fiexibie Worm Gear Reducers 
and durable as the belt itself 


Combine flexibility of mounting with 
Feed belts and drive belts are easy to install when efficient radiation, convection cooling 
Clipper laced. Joints as smooth and durable as the 


“Radicon” worm gear reducers— 
belt itself are easily made by one man using Clipper 


method. Clipper lacers develop up to 45,000 pounds 
of pressure to imbed specially designed Clipper stee! 
wire hooks flush with the belt. The strain is evenly 
distributed across the width of the belt and the joini 
is so smooth and durable that it operates well on 
both small and large diameter rollers. 

When you have two ends to join, chances are you 
can join them easier with Clipper hooks and lacers. 
Any type of belting material in various widths and 


a line of fan-cooled drives—provide 
users with right angle power trans- 
mission that meets most require. 
ments in the range up to 66 HP, 
maker claims. In 12 sizes with 
center distances from 14 to Sin and 
input capacities from .01 to 66 HP, 
reducers incorporate the involute 
helicoid form of tooth, said to per- 


up to 13/32 inch thick can be laced faster and better mit highest load carrying capacity 
by Clipper. and efficiency coincident with long 


For more information— Detailed product information and case life and quietness of operation. 
history examples of Clipper machine lacing benefits are contained Lubrication of gears and bearings is 
» > pt emghapge ” positive in either direction of rota- 


Ask your Industrial Distributor for Clipper Products tion, fully automatic at all operating 
speeds. In adaptable and fixed-base 

| } BELT LACER models. 
t p> LU ? rr COMPANY Foote Bros. Gear & Machine 


Corp., 4545 S. Western Blvd., Chi- 
998 Front Ave., N. W., Grand Rapids 2, Michigan cago, Ill. 
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Bethlehem Braided Sling 
handles 57-ton forging with ease 


This generator-rotor forging for the Large Scream 
Turbine-Generator Department, General Electric Com- 
pany, was no problem at all for this Bethlehem 8-part 
braided sling. 

Bethlehem slings can handle just about any lifting 
assignment. Strong and flexible, they have good load- 


hugging characteristics. We supply them in a wide 
variety of styles and sizes. 

If you have a lifting problem, a Bethlehem sling may 
be just the answer you're looking for. Full information 
is available from the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Stee! Export Corporation 


BETHLEHEM STEEL 





to increase repeat profits on every call...remember... 


124 


they 
always 
need 


more 
LSBOR™, 


paint 


Osborn helps you make it ways 
to build a steady volume of repeat 
er 
pres Rae: ney ed =. 


sell 
effectively. And Osborn advertising 


tration paves the way cca you 
oe 
respect genuine value... because 

aun “Stem the best buy in the lene 

Buyers and users both rate Osborn 
beushes as eupesier buys. 
You assure re orders... ~_ 
Osborn’ 


s line quality brushing tools 
because satisfied buyers always come 
back for more. 


Py it oF Dy soem we Fn yours ed 


in in ead demand everywhere. Get — 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, C' nd 14, Ohio 


Osbou Bruel) 


METAL FINISHING MACHINES... AND FINISHING METHODS 
POWER, PAINT AND MAINTENANCE BRUSHES + FOUNDRY PRODUCTION MACHINERY 
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Optical Leveling Kit 


For difterential leveling, profiling, 
and checking momen ob cae 
Optical leveling kit includes a 
tilting level, an optical micrometer, 
and “Wyteface” scales. Stated ad- 
vantages of optical leveling include: 
No lines to be stretched; no spirit 
levels, straightedges, surface plates, 
gages or indicators required; optics 
provide a plane of reference which 
is absolutely flat and weightless, 
allowing readings of .001-in. 
Optics and Metrology Div., Keuf- 
fel & Esser Co., Third and Adams, 
Hoboken, N. J. 


Plastic Steel 


For mounting junction boxes 
without drilling, screws or nails 
Plastic steel—a combination of 
80% steel and 20% extra strength 
epoxy plastic, will bond junction 
boxes and other fixtures to steel 
beams or machinery, wood, cinder 
block, brick and concrete, maker 
claims. Requires no heat or pres- 
sure; plastic steel is mixed with 
hardening agent and applied to back 
of box. 
Devcon Corp., Danvers, Mass. 





HOLDING POWER UNDER IMPACT-INDUCED VIBRATION 
5/16-18 x 5/16 Socket Set Screws (1750 cycles per minute) 
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80 100 120 
SEATING TORQUE (IN.-LB.) 


*Standard ... and at no extra cost! 
For size range and price information, 


contact your local UNBRAKO This advertisement is appearing 
distributor or write 


in| j ign, ion 

Standard Pressed Steel Co., eading design productio 

Industrial Fastener Division, SPS, and purchasing magazines. 
Jenkintown 13, Pa. 


where reliability replaces probability 
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.. AND, ANOTHER 
BLACKMER 
HAND PUMP 
PLEASE 


Stock and sell Blackmer 


Hand Pumps, and you'll increase 


sales to all your industrial 


customers. Models to handle nearly 
every liquid that flows. Top quality, 


fast turnover, proven customer 


acceptance. Give your Blackmer 


representative 15 minutes to 
show you how quickly 

and easily you can build a 
profitable hand pump business. 
Write us direct. 


materials handling’ B® equipment 


SBLACKMER / to: 1: 


GLACKMER PUMP COMPANY, GRAND RAPIDS 9. MICHIGAN 








NOW! 
STOCK STAMPED 
SPROCKETS 





76 Sizes 
Immediate Delivery 
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Files 


In shapes and types to fit 
every kind of filing application 
Line of Lenox grade-A files, Amer- 
ican pattern and curved-tooth, have 
following specifications: American 
pattern: single cut, double cut and 
rasp tooth structure, with three de- 
grees of coarseness for single and 
double cut; lengths from 4 to 18-in. 
Curved tooth: in flexible-standard, 
half-circle, half-circle shell and flat- 
pull-stroke shapes; cutting surfaces 
are flat, or flexible; moulding, or 
concave; shell, or convex. In clearly 
labeled, color-coded boxes. 
American Saw & Meg. 
Springfield, Mass. 


Co., 


Pneumatic Drill Unit 


Micrometer stop adjustment allows 
holding depth po cin se to .0005-in 
Model 150 pneumatic drill unit, 
a flexible automatic feed drill unit, 
uses normal air pressure to provide 
thrust and motion for drilling, tap 
ping, reaming, spinning, burnishing, 
milling, etc., on any metal, wood or 
plastic, maker claims. Three strokes 
available: 14, 3 and 6in. Can be 
controlled by solenoid, hand or pilot 
valving to suit needs. 
Alkon Products Corp., 200 Cen- 
tral Ave., Hawthorne, N. J. 





MATED 


FOR POSITIVE 


POWER 
TRANSMISSION 


3 


Brushing Machine 


Meets needs of cleaning copper tubes, 
fittings even on small installations 
Copper brushing machine, No. 
10, is a one-man unit designed to 
supplement company’s heavy-duty 
model, the No. 20. Machine cleans 
the 1.D. of fittings and deburrs and 
cleans the O.D. of tubing by power, 
thereby climinating slow, tedious 
hand operations, maker claims. Ma- 
chine features 6 oscillating type 
spindiles—three on each side, ena 
bling operator to clean six different 
size fittings without changing brush. 
Nine oscillating steel brushes are 
furnished. Weighs 68 pounds. 
Oster Mfg. Co., 1340 East 289th 
St., Wickliffe, Ohio 
Positive, Non-Slip Transmission of Power—No Lubrication— 
Minimum Friction and Backlash—Constant Angular Velocity 
— Compact Design — Quiet, Lightweight— Wide Speed 
Range— Economical Operation. 


Rugged nylon faced neoprene teeth silently grip the mating 
sprocket, and give the revolutionary power transmission 
action of Dick Timing Belt Drives. When designing a machine, 
or selecting o drive, check their advantages, including: 


Ball Bushings 
Designed specifically 
for use on die sets Made in range from sub-fractional h.p. to heavy-duty drives 
of 600 h.p., and more. Belts reinforced with steel cable. 
are interchangeable with standard Dick “QD” pulley hubs give o solid grip on the shaft, provide 
plain bronze or steel bushings in for easy installation and removal. Send coupon for engi- 
existing dies, have bore diameter neering manual containing complete information. 
dimensioned to fit standard guide 
pins in use today, maker claims. 
Simple bushing replacements make R.&4J. COMPANY, inc. 
anti-friction die sets, which improve Leaders to the Bovelpment end Mamslactere 
performance of dies and reduce tool- es 
TOTOWA, NEW JERSEY - Clifford 6-6400 


room costs. Other stated benefits: 

CHICAGO + LOS ANGELES + . 
In press room, bushings allow closer 
fit, require fewer sharpenings, re R. & J. Dick Compony, inc. 


quire no periodic lubrication; In athens Dept. 16H 
i Totowa, New Jersey 


La Oe £018); 
< ¥ Yes ... | would like my free copy of your new engineering 
LETTERHEAD manual on Dick Timing Belt Drives. 
AND MAIL 


UT Ts 


4 
ye 


Ball bushings, for use on die sets, 


toolroom, time is saved since ball 
bushings prevent all cocking and 
binding, enable tool maker to “feel 
in” the fit of mating parts 

Thomson Industries Inc., Man 
hasset, New York 
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PRODUCTS 


Cee ee ne YO ee eee in 
oluee pesauhe toner ae E 
tr a 


better products, lower fish Pecans 
ee @ distribution and complete 


policy. Our system, of lenis 
distributor a 


protection i 
oad teneas Os tee Ear eae eee 
distributors to sell. 


Even though some areas are now closed to new distributors, 


we'll ante to send you our catalog. See for mo 
what has BAY grow! 


BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 
1843 W. Cambria St., Phile., 32, Penna. 


STEEL SHELVING 
WORK BENCHES 


BAidwin 9-1805- 


HANDICABINET® SERVICE TRUCKS SMALL PARTS 
BENCHES STACKING BOXES CABINETS AND 
CARTS PARTS BINS CASES 





/ / / Pe 
j 


S{\)\\\ 
\ 
| 


SCREW MACHINE 
SPECIALTIES 





ne 
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Bearing assemoly permits altering 
during life of ventilation system 
Line of belted axial flow fans fea- 
tures a bearing assembly suitable for 
loads to 50 HP, regardless of initial 
HP ordered. Fans also feature uni- 
versal motor mounting plate, pre- 
drilled for all motor frame sizes the 
fan can accommodate, so capacity 
may be readily altered. Fans range 
from 30 to 60-in, air deliveries avail- 
able to approximately 85,000 CFM. 
Both standard and high pressure 
propellers are available. 
Propellair Div., Robbins & Myers, 
Inc., Springfield, Ohio 


Complete conirol for raising, lowering 
obtained through use of control valves 
Heavy duty, oil-air operated lift 
gate is available equipped with roller 
or wheel conveyor gates up to 10 
feet long and 36-in wide. Remote 
control buttons can be used on these 
gates. 
Sage Equipment Co., 
Essex St., Buffalo 13, N. Y. 


Inc., 30 








Everyone you do business with 
is a prospect for Permacel 
products—including the largest line 
of industrial tapes. This line is 
widely advertised, backed by 
a national warehousing and sales 
organization. Sold only through 
wholesalers, Permacel tape offers 
higher profit and more turnover 


than most other key lines! 


TAPES FOR EVERY PURPOSE 


NEW BRUNSWICK, NEW J@ 


PERMACEL 


* ELECTRICAL INSULATING MATERIALS « ADHESIVES 





TAUGHT 1! LIM [BEST RECIPE 
IN THE 3 | 3 2. a : ror a VI SE 
PROFIT 

SQUEEZE? 


SALES AND SERVICE 


Le _ 4 
_ . Sgn Pats 
bi od eg eee . 


Elevating Trucks 


Provide up to 33% more load 
load and load length capacity 
Line of battery powered “Safe 
way” portable elevating trucks in- 
cludes 24 models, 12 for lifting 
1500-Ib. loads up to 32-in long, and 
12 with 2000-Ib. capacities and 24-in 
load lengths. Stated features: more 
heavily constructed forks; heavier 
hydraulic cylinders; all-welded steel 
frame; alloyed steel construction in 
lifting channels; dual floor brakes; 
built-in lowering valve which elimi 
nates danger of sudden or rapid 
lowering of a load. 
American Pulley Co., 4200 Wis- 
sahickon Ave., Philadelphia 29, Pa. 


EXPERIENCE has shown us 

that distributors selling our 
vises like ovr way of doing business. 
We know that you will be of the same 
opinion once you ure associated with 
MORGAN. 


When your customers buy MORGAN 
VISES they are getting the kind of 
quolity that meons dependability 
through the yeors. It's the kind of 
quality you want to sell. 


Every request from your customers is 
easily met because the line is com- 
plete. You have a dependable source 
of supply. 

An unconditional guorantee is be- 

Boosts metal band saw hind every sale you make. To assure 
cutting up to 300 per cent MORGAN VISES reaching their destin- 
a ation without damage we pock each 

“Super” high speed stecl blade, vise in a specially constructed fibre 
designed for metal cut-off work, will board carton 


cut all types of ferrous metals, maker 
claims. Furnished welded-to-length, 
THE FRANKLIN COTTON MILL CO. individually packaged in all standard 
1118 Central Parkway - Cincinnati 16, Ohi widths, thicknesses and toothing. MORGAN VISE co. 


"80 years of better belting service” Simonds Saw and Steel Co., 108-112 N. Jefferson St. 
Fitchburg, Mass. Chicago 6, Illinois 


© We will gladly give you detailed 
information 
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HEHX-HEAD 
CAP SCREWS? 


We've got them! 


Two basic types ...low-carbon bright 
... high-carbon heat-treated 


A full size range ...coarse or fine threads 


Call the nearest Bethlehem distributor 
for prompt delivery. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


INDUSTRIAL DISTRIBUTION e« AUGUST, 1960 





The Collis 
MAGIC-TYPE CHUCKS 


save operating time 


MAGIC-TYPE CHUCKS Castell Valve 


Reduce production costs with Collis Magic Chucks. Now tools can be For directional control of such 
changed without stopping or slowing down the spindle. Boring. counter media as air, oil and inert gases 
boring. drilling. reaming, tapping. etc. con be periormed practically 
continuously. 

Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


Three-way directional control 
valve, available in yy, 4 and ,y-in 
orifice sizes, has valves which mount 
in any position directly to the line 


m and te on pressure differentials 
“Call COLLIS For Service” up to 250 psi, depcdlies on orifice 
size desired. Compact and light- 
ight, directional control series is 
mmmmmeees THE COLLIS COMPANY suman | vit: sitections! contro! sercs 
Dept. A, CLINTON, IOWA of die-cast zinc and internal parts 

of stainless steel. 
Skinner Electric Valve Div., 105 
Edgewood Ave., New Britain, Conn. 











Adjustable seat 

énable 9 to A wr 
seating to their own individual 
requirements — provide the 
seating comfort 


seam-welded steel 
ree Age braced for solid 
Selfleveling feet as- 
ailtieer contact Large die- 
iomee seat has recessed Ma- 
sonite panel for added comfort. 


Constructed for Life-Long Motor 


© 18-Gauge %" 0.4 Designed for an ambient temperature 


tubular stee! legs. range of -65 deg. to 600 deg. F. 
©@ Heavy-Gauge a as 

tubular ring cross HM420 type “Hi Temp” motor, 
© 14” Stee! sest — for applications in the electronics 
FIVE MODELS — to choos ' M , 
fo mith and without adestatie =H —setigeernaa industry, uses nickel-clad copper 
—_—“« Te wire, insulated with impregnated 


foider and prices. 
glass, to prevent deterioration above 


400-deg. F. 
Airborne Accessories Corp., 1414 


METAL PRODUCTS . GREEN BAY + WISCONSIN Chestnut Ave., Hillside 5, N. ]. 


rigidtty 
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This Chain Contains 
ALL the Oil it will 


1d Wed 


ITS WHITNEY MSL" 
SELF -LUBRICATING CHAIN 


RUNS CLEAN BECAUSE ITS SELF-LUBRICATING 


Whitney MSL* Power Transmission and Conveyor Chain is lu- 
bricated for life by oil-impregnated sintered steel bushings. In 
operation, the lubricant expands and flows over all vital bearing 
surfaces; when the drive stops, the lubricant contracts and is 
reabsorbed by the bushing. This cycle continues throughout the 
chain's service life. No additional oil is required. This means 
clean running chain—no contamination of product or materials 
in food, textile, paper, chemical and packaging industries! 


RUNS LONGER BECAUSE IT'S SELF -LUBRICATING 


MSL* Chain outlasts conventional pre-lubricated chain as much 
as 5 to 1 in severe operating requirements. Built-in lubrication 
at the 3 critical wear points—Pin, Plates, and Sprocket Engage- 
ment—solves a major chain problem: more damage is caused 
by faulty lubrication than by years of normal service. Highest 
material standards, advanced manufacturing processes and self- 
lubrication are combined in MSL* Chain to give you longer 
service life. 











COSTS LESS TO USE BECAUSE IT’S SEL.F-LUBRICATING 


By eliminating the need for manual lubrication or lubricating 
devices, Whitney MSL* Self-Lubricating Chain ensures lower 
installation, maintenance, and use cost. Whitney MSL* Chain 


conforms to A.S.A. Standards and is completely interchangeable 
with any similar pitch chain. 


Get complete details on this outstanding chain today. Ask your 
ae Whitney Chain Distributor, or write for Bulletin MSL 


*Maximum Service Lite 





DOESTY? 


(when you're a Hamilton distributor ) 


A COMPLETE ONE-SOURCE LINE HELPS 
YOU SERVE BETTER—SELL MORE 
Casters, wheels and floor trucks—all from one 
source / No need to shop around for the right 
supplier; with the extensive Hamilton line you 
have the equipment your customers need. 
Hundreds of styles, sizes and capacities for 
materials handling in every industry. Head- 
quarters, too, for “job engineered” built-to- 
equipment. 


many sales. And their proved performance keeps 
the door open—helps you increase sales on all 
the other items in your line. 


POWERFUL CONSISTENT ADVERTISING. Hamilton 
helps you by pre-selling industrial buyers through 
hard-hitting advertising and publicity in national 
trade publications and direct mail campaigns. 


2 BIG CATALOGS. One for casters and wheels, 
one for floor trucks. You'll be proud to show the 
handsomely illustrated and attractively bound 
Hamilton catalogs. Special easy-to-order format, 
reference. 


indexed fpr ready 


PUT YOUR SALES ON HAMILTON WHEELS! 
Write for details of 
Hamilton's “ Factory-direct™ sales plan. 


Hamilton 





Metal Lathe 


Low cost lathe for heavy work in 
metalworking, maintenance etc. 

“Long bed” model 10-in metal 
cutting lathe, with a capacity of 
3%6-in between centers, features the 
variable speed drive, 3-in collet ca- 
pacity and all other features of com- 
pany'’s standard 10-in metal lathe. 
Safety accessories include a mag- 
netic starter electrical disconnect 
switch kit which automatically shuts 
off motor when headstock cover is 
swung open, and a mechanical back 
gear lock-out kit which protects 
gears of headstock because it forces 
operator to raise headstock cover 
before back gears can be engaged. 
Lathe is used with a full 3 HP 
motor. 

Rockwell Mfg. Co., Delta Power 
Tool Div. 471 N. Lexington Ave., 
Pittsburgh, Pa. 


Variable Speed Pulley 


Assures constant driven speed: 
under varying torque load 
“Belt-Saver” variable speed motor 
pulley, adapted for company’s flex- 
speed lathes (VCSV, VMV, and 
VCSTV), is said to assure main- 
tenance of constant driven speeds 
under varying torque loads while 
eliminating fretting corrosion, freez- 
ing and sticking. Pulley has a unique 
cam follower arrangement, which 
causes pulley flanges to grip sides 
of drive belt with a force propor- 
tionate to the torque required, 
maker claims. Also features a con- 
stant oil bath lubrication from a 
reservoir within the pulley. 
Divine Brothers Co., 210 Seward 
Ave., Utica, N. Y. 
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LENGTHE 
this shoulder 


would you 


this 
shoulder 
screw ? 


DE-STA-CO 
SHORTENING 
SHIMS fit snug 
around shank, 
he flat and 
true on head. 
Replace costly, 
hand-made 
washers. 





Worm and Gear 
Speed Reducer 
Delivers up to 80% more capacity than 
comparable non-ventilated models 

Fin and fan cooled worm and gear 
speed reducer, called series S-13, is 
designed for horizontal right angle 
drive with the worm below. Stated 
features: Increased capacity is re- 
flected in smaller space require- 
ments; employs worm and gear re 
duction and features heavy duty 
ball bearings in all shafts; has im- 
proved heat dissipation character- 
istics, shorter center distance be- 
tween worm and gear. In range of 
sizes from |.33-in to 5.25-in center 
distance. HP ratings from yy to 
18 HP. 

Ohio Gear Co., 1400 East 179th 
St., Cleveland 10, Ohio 


Available in 
3 diameter sizes 
Closed-End “Pop” rivets are now 
available in ,, and ¥-in diams. as 
well as the 4-in diam. size recently 
introduced. All three sizes are de- 
signed to provide pressure tightness 
to 500 Ibs. p.s.i. and are installed 
and set from the same side of the 
work like the conventional open-end 
type. Of aluminum with steel man- 
drels, the rivets come either as hol- 
low-core or solid core types. In the 
former, mandrel breaks just under 
the head and the rest of the mandrel 
comes out of the rivet. In solid- 
core type, mandrel breaks above rivet 
head. In various lengths, providing 
for each diam. size. 
“Pop” Rivet div., United Shoe 
Machinery Corp., Shelton, Conn. 





THIS MAY 


SURPRISE 


SOME BASSICK 
DISTRIBUTORS 


A targe eastern distributor of ours recently took a second look at his caster 
sales. The amount was quite a lot more than he had ever realized. 
Naturally, he checked with his salesmen and came up with some interesting 
observations. His salesmen couldn’t name a single company that wasn’t a 
genuine prospect. That’s logical—can you name an industry that doesn’t use 
casters? Going a little deeper, he found that his sales staff sell best and hard- 
est those non-technical products that they know the most about. It’s only 
human nature. 
Of course, the Bassick name has been pre-sold for over 75 years and gives 
a lot of extra conviction to a sales close. Perhaps 
you haven’t realized the opportunities in Bassick 
casters. We hope these few thoughts from your 
side of the fence will help. 
You'll find a lot of other ideas and the experience of 
other Bassick distributors in your Bassick Newscaster. 


in Canada: Belleville, Ont. 
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never before...so many sales features 


in a machinists’ vise! 





New Columbian Machinists’ Vises are smashing sales records 
everywhere. 

Reasons? Superior design, finer workmanship and a host of popular 
features unmatched in any other vise. The latter include ‘““T”’ section 
hardened tool steel replaceable jaw faces . . . Steel handle balls forged 
from handle stock . . . self-lubricating graphite bronze thrust 
... unbreakable malleable iron castings . . . easy conversion of 3—3 
— ~ oe stationary vises to swivel base type with addition 
of swi t. 


Cleveland 4, Ohio 








YOU'LL SELL MORE PIPE JOINT COMPOUND 
WHEN YOU STOCK KEY ... BEST FOR 35 YEARS 


KEY-TITE® and KEY® Graphite Paste move faster because 
their outstanding quality is known throughout the industrial world. 
And Key Compounds in bright-colored cans stand out in shelf display 
—stimulate sales. For over 35 years preferred in all these industries: 
Pipe Fabricating * Oil, Gas and Chemical * Plant Maintenance 
* Hardware * Original Equipment Manufacturing * Food Proc- 
essing * Plumbing and Air Conditioning * Public Utilities and 
Waterworks 


W-K-M DIVISION OF ACF movermes | 
Dept. U-08, P. ©. fon 9907. erenstes Texa : 
J 


KC 5907R 
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Check and Foot Valves 


For water, oil and other 
hydraulic applications 
Economy line of brass check and 
foot valves features a poppet design 
said to assure complete two-stage 
seating. Two rings molded into 
neoprene poppet provide dual seal 
ing surfaces: smaller ring scals under 
low pressure and secondary seal is 
made by the larger ring as pressure 
increases. Both check and foot 
valves are available in 3, 1, 14, 14 
and 2-in pipe sizes. 
Clayton Mark & Co. 
Dempster St., Evanston, IIl. 


1900 


Casters 


Cover two of the standards adapted 
by Caster and Floor Truck Mfrs. Ass’n. 

Addition to company’s caster line 
includes 110 series swivel and 210 
series rigid double ball race, formed 
steel caster. Formed steel casters 
with double ball races, new series is 
available in 3 to Sin diam. wheel 
Sizes. 

Thomas Truck & Caster Co., 
Keokuk, lowa 





Vertical Pneumatic Grinder 


Weighs only 82 Ibs.; ideal for all 
but heaviest metal removing, finishing 
Improvements added to com- 
pany’s Model 600-V vertical pneu- 
matic grinder include (1) a revolv- 
ing grinder wheel guard which pro- 
vides greater protection for op 
erator, permits better observation of 
work and (2) availability of 7 or 9-in 
depressed center disc wheel as a 
6in abrasive wheel or brush. Air 
motor is available in speeds of 4500, 
6000 or 8000 RPM. Optional throt- 
tles available. Grinder designed for 
medium duty grinding, sanding or 
wire wheel work on any flat or 
curved surface. 
Airetool Mfg. Co. Springfield, 
Ohio 


Band Saw Dispenser 

For easy dispensing, recoiling and 
band saw protection in transit and 
warehouse 
“Coiiguard” band saw dispenser, 
of high impact plastic, has two way 
labeling to permit identification 
when stacked cither vertically or 
flat. Cut end of band saw is read- 
ily available yet does not protrude 
from dispenser. Nesting pins allow 
“shoulder to shoulder” stocking, 

center hole eases handling. 
Capewell Mfg. Co., Hartford, 


Conn. 





ACTUAL SIZE 


MIDGET TOOLS FOR 
MINIATURIZED WORK! 


Midget tools for work on miniature 
assemblies are another Utica spe- 
cialty. We have designed and stock 
the industry's broadest line of 
midget pliers and other special hand 
tools for working with ease in the 
most confined places. All are pre- 
cision, finely finished tools. If you 
sell Utica, capitalize on our leader- 
ship in midget tools . . . a great new 
area of profit for you. 


Utica Drop Forge & Teo! Division, 
Kelsey-Hayes Company, 
Utica 4, New York. 


tools the experts use! 
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SANDVIK DISTRIBUTORS 


Loromant |e Po WANTED 
CARBIDE i > 
TOOLING 


Portable Test Instrument 


Accurate within V2 of 1 per cent; 
tests metal, plastics, textiles etc. 
Model M tester operates by means 
of a calibrated pendulum, quickly 
adapts for tests of tensile, compres- 
sion, transverse and shear forces. 
Wide flexibility is provided by the 
five ranges, from 0-10 Ibs. to 0-300 
Ibs., combined on the one 8 in dial. 
Calibration available in choice of 
ounces, tenths of pounds or kilos. 
Permanent stress-strain curves are 
possible with rotating drum record. 
ing system as accessory. With man- 
ual handwheel (shown) or motor- 
ized. 
ae ee W. C. Dillon & Co., Inc., 14620 
Keswick St., Van Nuys, Calif. 

© Competent Field Service Engi- ; 
neering Support 
* Warehouse ena be Micre Switch 
Coast For applications where momentary 
© National Trade Magazine And opening/ closing of circuit is necessary 
Direct Mail Advertising To Pulse-producing snap-action switch 
Your Prospects is said to be especially useful for 
* Proven Sales Aids controlling pneumatic valves where 
permanent-duty solenoids are not 
Write fer the used. Entire pulse operation occurs 
complete Coroment iit as the plunger is depressed; no 
catalog. switching action takes place on the 
plunger return stroke. Switch is 
sealed against oil, water, dust and MannnMaMiiening te cannes diiié es 
SANDVIK STEEL. INC dirt. Electrical characteristics of pene ty mg Beg Ry Fg M9 
single-pole double throw switch are see os ae oy oe 
10 amps at 125, 250 or 480 volts AC; 
4 amps at 125 volts DC; 3 amp at 

250 volts DC. 

Micro Switch Div., Minneapolis 
Honeywell Regulator Co., Freeport, 


. Over @ quorter century 
Ill. of experience in prevmatic tools 
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Rust Inhibitor 


Contains fortified lanolin 

for positive, lasting protection 
Fortified lanolin rust inhibitor is 
said to absorb up to 5 times its own 
weight in water, eliminate possibil 
ity of rust forming as a result of air 
moisture present on metal when in- 
hibitor is applied. Also protects 
against condensation of moisture 
caused by temperature fluctuations 
and neutralizes acids that may be 
formed by corrosive atmospheres. 
Oil soluble, applies in fine jet mist. 
Crown Industrial Products Co., 


Woodstock, III. 


Ends are bent at angles to 

facilitate close-in work 

Double claw wrecking bar, in 18, 

24 and 30-in sizes, permits prying 

and nail pulling with cither end of 
bar in hard to reach corners. 

Klein-Logan Co., 122 South 13th 

St., Pittsburgh 3, Pa. 


for new 

paint 

touch-up 

ease... (Binks Wren Air-Brush) 


for new 
portability... 


Gir 


fim (G| (CIM (Binks Wren Pak) 
<i = 


Binks Wren Air-Brush is a spray gun in miniature. . . tailor- 
made for applying small amounts of standard factory- or 
custom-matched touch-up colors. Spray control accuracy is 
so good that masking is seldom needed. 


Binks Wren Pak is a unique, canned air supply . . . so portable 
it fits in your hand. It provides spraying air for up to 30 
minutes of intermittent operation. 











Ask your Binks man to show you both . . . the Binks Wren Air- 
Brush and Binks Wren Pak. Complete details in Bulletin 
A59-1R1. Get a copy from your Binks representative, Binks 
Branch Office, or write direct. 


Ask about our spray painting school 
Open to all... NO TUITION .. . covers all phases 


EVERVTM/NG 





3126-30 Carroll Ave. West , Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE Your CLASSIFIED €@? pirectory 
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ALBANY LUBRICANTS 


ARE CONTINUALLY WINNING AND HOLDING THE CONFIDENCE OF CUSTOMERS 


BY COMBINING OLD-FASHIONED KNOW-HOW WITH MODERN TECHNICAL SKILLS! 


Shown at ri is a 1911 
international er which 


is still running usi 
Albany Lubricants, Prato on 
tesy of C. Tremain Jackson, 
Stormvilie, N. Y, 


ALBANY PRESSUREGREASE UNIVERSAL for 
cups, ball bearings, water pumps, universal 
joints. Waterproof. Very high melting point. 
Can also apply with gun. 

ALBANY GREASE is a tallow cooling lubri- 
cant in three consistencies for operating 
temperatures from 110°F. to 200°F. 


ALBANY PRESSUREGREASE is a superior 
waterproof mineral oil grease for all types 
of grease guns or pressure systems. 


ALBANY BEARING LUBRICANT (ball or roller 
bearing) will not separate or oxidize. May 
be used in hand grease guns. 

ALBANY GEAR LUBRICANTS are waterproof. 
Will not drip when gears are idie or in 
motion. 

ALBANY PENETRATING OILS (clear or graph- 
ite) are quick acting. Cut rust as well as 
lubricate. Eliminate squeaks. 


Complete Catalog Upon Request — 
P47 -W. Weeie) +) Gs me i-). baal. fom 





The world’s finest cordage fibers and 


careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Custom Rope Slings a Specialty 


Dependable Service 


Reading, Pa., U.S.A 


- Highest Quality 
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Two electric drivers feature anti- 
ratcheting clutch which is said to give 
unusually fast, quiet, and exact fas- 
tening performance. Precise torque 
required for a production screwdriv- 
ing or nut running operation is easily 
set externally. When pre-set torque 
is reached, all driving action stops 
instantly. Uniform tightness is as- 
sured every time, with no possibility 
of additional tightening, maker 
claims. Both the assembly model 
235 and reversing model 272, which 
may also be used for disassembly 
work, have capacities of }-in diam. 
machine screws and nuts, No. 12 
self-tapping screws, and No. 12 wood 
screws. Standard voltage is 115. 
Motors are universal, D.C. or A.C. 
up to 60 cycles. Overall length is 
12¥y-in, weight 44 Ibs. 

Skil Corp., 5033 Elston Ave., Chi 
cago 30, Ill. 


Glass Enclosed Resistor 


For use in miniaturized missile, radar, 

computer, switching and other circuits 

Glass-enclosed, precision film re- 
sistor, model NF, is said to exceed 
performance characteristics of Mil- 
R-10509C, Characteristic B. NF-60 
and NF-65 are § and }-watt models 
respectively, having a resistance range 
of 100 to 360K ohms. Voltage rat- 
ings are 250 and 300v respectively. 
Derating is to 150-deg. C. Resistor 
has zero moisture absorption, out- 
standing ability to endure heat, 
humidity and repeated overloads, 
maker claims. 

Corning Glass Works, Corning, 
N.Y. 





GUILLOTINE 


POWER BLADES 


are 7 


PRECISION 
CUTTING TOOLS 


with Exclusive Features 
You can SEE and SELL 


Die Set Teeth 

Dehumidifying Kit 
Features colorful, leakproof plastic 
pail and replacement chemical unit Every To oth en eee Shale me Melek ia 
Dehumidifying kit, called Hum- 
L-Kit No. 8, consists of a No. 8 
Hum-I-Dri unit in porous cloth 
bag, a spare unit, copperized metal 
rustproof bag holder and 12 qt. 
chartreuse plastic pail. Said to ab. 
sorb up to 10 times its weight in 
moisture. Shipping weight, 14 Ibs. 
Speco Inc., 7308 Associate Ave., 

Cleveland 9, Ohio 


Individual Heat Treating 


Extra Heat Treat of Pin Hole Area 


home ce ahihi om of feo fell we Of elem: Lilet s| 


% 


*t—*Shatterproot'’ 
Disconnect Switch 


For convenient 
maintenance 
Five and 15-kv indoor and out 
door switchgear (Type P), with 
rollout load break disconnect switch, 
has following basic available circuit 
arrangements: a single unit with 
line and load connections from Let us tell you about our Merchandising Plan and many Sales Helps 
above or below; a feeder unit, in- 
Protected 
cluding main bus and load connec- 


az ria territories Put your blade sales back on a 
tions from above or below; a load onside profitable basis. 


Distributor sales aids include 


Proven items which will get your 
throat connection to transformer, mpi ihe lsc 3 


left or right hand, and line connec- “ : Guillotine Blades will stay sold 
tion from above or below, and an 2 


auxiliary unit to house instrument 
transformers and other accessories. THE E. H. WACHS COMPANY 
Allis‘Chalmers Mfg. Co., Mil- 


waukee 1, Wisconsin 


center substation transformer unit 
with 82-in (floor to center-linc) 
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A NEW LEADER 
MARK II 
Shoplifter 


complete safet 
Fitter is pri 
models with equivalent specifications. 
By ne Shenlit by Ay 

in a ifter. ‘or 
letin D-195. 


The all-purpose truck for 
handling cra cartons 
bundles, eo taken or 
any heavy load. Available 
in six models ...choice of 
wheel size in both 
and rubber. Pri 

$34.00 to $44.00. 


RED ROCKER BARREL STANDS 
Everybody needs them! 
For safe and easy one- 


man draining of 55 gallon 
drums. 18" and 24° drain 
heights...with and with- 
out wheels. 


All Economy ucts are readily sold 
on routine because of their 
sopeeeticn. mee attraction and 
ng nat vertising support. 
Write for specific information, pri 


from 





Toggle Bolt 
Fits a number of difficult 
and unusual fastening applications 
Two-wing toggle bolt, in diams. 
from 4 thru 4-in, has toggle wings 
which spring open when the hollow 
area is reached, providing excellent 
anchoring qualities, maker claims. 
Bolt is full-threaded to accommo- 
date different wall thicknesses and 
the trunnion nut is tapped oversize 
for quick installation. Available in 
round, flat and mushroom screw- 
head types. Electro-zinc plated 
Arro Expansion Bolt Co., Marion, 
Ohio 


Protect aaginst oil vapor, chemicals, 
coolant, metallic particles, dust etc. 
Line of tube-cooled air-to-air heat 
exchanger motors, ranging up to 
2000 HP, in enclosed construction 
for non-hazardous locations and in 
explosion-proof construction for haz- 
ardous locations, are used on pumps, 
compressors, fans and blowers, mix- 
ers, mills, crushers, conveyors, pres- 
ses, special equipment etc. 
Louis Allis Co., 427 E. Stewart 
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St., Milwaukee 1, Wis. 


INDUSTRIAL DISTRIBUTION « AUGUST, 1960 





D 
Forged of HI-STRENGTH STEEL 


Available in sizes 3/16" to 2". EXTRA STRONG 
—EXTRA TOUGH. Self-colored 


or golvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 














Flow Tube 


Power savings from low head loss, 
maximum accuracy, short laying length 
Weldment-type design for com- 
pany’s Builders-Providence Dall flow 
tube has been developed to fill 
varied demands for metering petro- 
leum, chemicals, gases or other proc- 
ess fluids at low or high pressures, 
temperatures. In sizes from | to 
120-in, the intermediate and larger 
Dall flow tubes (from 8in up) are 
strong weldments of rolled or forged 
sections. 
B-I-F Industries, Inc., 345 Harris 
Ave., Providence 1, R. I. 


Horsehide Work Gloves 


Are both washable 
and dry cleanable 
Flesh split horsehide leather palm 
work gloves with cuffs are said to 
be softer, more flexible and more 
comfortable than cowhide gloves. 
Withstand considerable soaking and 
drying, withstand higher heat tem- 
peratures without shrinking, maker 
claims. 
Riegel Textile Sales, 260 Madison 
Ave., New York 16, N. Y. 


NEED A SPECIAL TAP? 


SOSSNER nas 
120,000 BLANKS ON HAND 
just for Special Taps 


This means we can make normal unexpedited delivery 
of simple special taps within two weeks’ time. 


lf there are additional features 
which make for some complica- 
tion, but still permit use of stand- 
ard blanks, we deliver in three 
weeks. Special taps that have 
to be made from bar stock take 
longer but not nearly as long 
as you may be used to waiting. 


SOSSNER 


SPECIAL TAPS... 


... are just one of the features of the Sossner line covered in 
my new Tap Presentation Book. Requiring only about five 
minutes “showing time”, the presentation is now providing 
Sossner distributor salesmen with a firm foundation for a 
creative sales talk. If you are not a Sossner distributor, drop 
me a line to find out how you can double your tap sales 
with the Sossner line and the Sossner Tap Presentation Book. 


§ 8 Meese 
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FP ormmander TAPPERS.. 
a Type and Size for Every Job! 


with the Commander Tap- 

per Line because it includes 
production tapping units in 

the right sizes, types, and capacities 
to handle 98% of the tapping jobs 


done on a drill press. 


You can recommend and sell Commander 

Tappers with complete confidence, because 

each Tapper is a versatile and efficient production unit 
—designed and built to deliver maximum performance. 


MFG. CO. 
ILLINOIS 


4218 WEST KINZIE STREET - 
SEE US AT BOOTH £321, PRODUCTION ENGINEERING 

















ROLL-A-REEL 
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WHAT TO DO 
(Starts on page 90) 





How the Case Turned Out 


Salesman Jim Abbott called on 
the iron shop the next morning and 
told the owner he was sorry, but he 
couldn't get him the Easy-Cut band 
saw. His firm had decided to take 
on the Super distributorship and 
couldn’t go back on an agreement 
not to sell competing brands. 

Furthermore, the Super had defi- 
nite advantages justifying its slightly 
greater cost. Clauson Supply had in 
fact considered all brands and de- 
cided this one was the best from the 
standpoint of both quality and serv- 
ice. As for local service, any pur- 
chasor of a Super machine could 
rely on it, whereas no local firm 
distributed the Easy-Cut. 

If the owner still wanted the 
Easy-Cut, however, Abbott would 
refer him to the nearest agent han- 
dling the line in another city. 

Much to Abbott's relief, the 
owner changed his mind about the 
band saw and ordered the Super 
from Clauson Supply. He told Ab 
even been to see me, so I guess {'ll 
buy from a firm I know. You haven't 
disappointed me in the past.” 

Abbott remarked later that if 
local competition had been stronger, 
or the account had been a larger one, 
he doubted that he could have 
swung this sale. “In fact I don't 
think it would have been even wise 
to try. We'd simply have had to 
drop ship the brand the customer 
wanted in the first place.” 








“Their ad states—'Our distributor is as 
close as your telephone’ ”. 








(Starts on page 102) 


Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 
Edward Vaives, inc. 





A. J. SCHOEN, president of the Chicago 
firm of Wheels, Inc., states that a com- 
pany with a leased Acct of 25 cars, on a 2 
year lease, “would be about $10,000 ahead” 
of a frm of equal size and sales volume 
using an owned flect of 25 cars. Mr. 
Schoen authored the article “Auto Fleet 
Leasing—Your Questions Answered” which 
appeared in the July issue of IwpusrataL 
DisTaisuTtion., 





Walworth Appoints Grove 
To Two Executive Posts 


Marvin H. Grove was appointed 
chairman of the executive commit 
tee of the Walworth Co., and also 
chiet executive officer of the firm. 

Mr. Grove is also president of 
Walworth’s wholly owned subsidi 
ary, Grove Valve & Regulator Co. 


Marvin H. Grove 





Have you ever asked yourself, 
“why am I stocking this par- 
ticular product?” Maybe the an- 
swer was “great demand” or 
“more profit for me”’ or “best in 
its field’. There are a lot of 
reasons why you would want to 
keep a good stock of a good 
product. 

But there may be some very 
good reasons (reasons you 
haven't thought about) why you 
should be stocking Edward 
valves. For instance—catalog- 
ing, sales promotion, and ad- 
vertising! 

EDWARD VALVES pro- 
vides a complete catalog service 
that makes selecting the right 
valve as easy as possible for you 
and your customers. Our con- 
tinuing direct mail program to 
your good valve customers keeps 
them informed of Edward ad- 
vances in valve design — helps 
keep them sold on Edward. And 
easy-to-use pricing information 
from Edward makes your job 
simpler, faster. And finally —but 
very important— Edward main- 
tains a consistently strong na- 
tional advertising and sales pro- 
motion program to your 
customers and prospects through 
the pages of the leading in- 
dustrial publications they read. 


WHAT THIS MEANS TO 
YOU: The value of Edward ad- 
vertising, cataloging service, 
price data and direct mail activi- 
ties can be summed up ‘in one 
word—“‘sales”’. As any business- 
man knows, you can’t cover all 
your customers and pruspects 
with personal sales calls. Often 
you don’t have enough sales- 
men to cover your regular cus- 
tomers as frequently as you 
would like. Advertising and cat- 
alog information helps you do 
this job more effectively and at 
lower cost per sales contact. Ad- 
vertising reaches those prospects 
your salesman can’t get to. 

Edward advertising and sales 
aids are just one of the many 
good reasons why you should 
make Edward valves the leader 
in your line. Ask your Edward 
sales representative to help you 
maintain a working stock of 
these fine valves. Edward builds 
a complete line of forged and 
cast steel valves for pressures to 
10,000 Ib for industrial, power, 
petroleum and marine services. 
Edward Valves, Inc., 1222 West 
145th Street, East Chicago, In- 
diana. Subsidiary of Rockwell 
Manufacturing Company. 











One of a series of informal reports to major industrial distributors 


Edward Valves, Inc. . 


by 
East Chicago, Indiana 
Subsidiery of Rockwell Manufacturing Company 
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David K. Wirth 


Yale Appoints Wirth 
Detroit Branch Manager 


David K. Wirth, veteran of more 
than 15 years in the materials han- 
dling industry, was named manager 
of the Detroit Yale industrial lift 
truck and tractor shovel sales and 
service branch. 

Mr. Wirth has been associated 
with the Yale Detroit branch since 
its founding in 1955. Prior to join- 
ing Yale, the new branch manager 
was president of Michigan Materials 
Handling Corp. 


Lufkin Promotes Walsh 
To Division Sales Manager 

John H. Walsh was appointed 
eastern division sales manager by 
Lufkin Rule Co. He succeeds Gor- 
don R. Carpenter who will manage 
the Middletown, N. Y., manufactur- 
ing division and office on a full-time 
basis. 

Mr. Walsh joined Lufkin in 1956 
as merchandise manager. Previously 
he was with the National Retail 
Hardware Association and the New 
England Hardware Association. 


John H. Walsh 
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Lx 
THIS SKINNER 


2-PAGE, 
4-COLOR INSERT 
IS WORKING 
FOR YOU 


In The Following . . . 


American Machinist 

Machinery 

Production 

Tool Engineer 

Mill and Factory 

Metal Removing 

Automatic Machining 

Tooling & Production 

Canadian Machinery and 
Manufacturing News 


These same products 
are also advertised in... 


Machine and Tool Blue Book 
Modern Machine Shop 
Industrial Equipment News 
New Equipment Digest 


> 


This insert tells your customers 


of Skinner's power chuck line 
and associated equipment. 


ae 
MAKE FULL USE 
OF THIS INSERT- 


Copies Are Available. 
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he one chuck 
ct. | with 


two or three jaws 


SKINNER DUAL PURPOSE 
| POWER CHUCK 














One Dual Purpose Power Chuck saves 
the cost of an additional chuck 


Skinner dual purpose standard power chuck is designed with 
four master jaws so that it may be used as a two or three jaw 
chuck. It is no longer necessary to pay for one chuck to machine 
round work, and an additional chuck to machine odd shapes 
and castings. Not only do you save the cost of an additional 
chuck but you get all of the advantages of Skinner power chuck 
design listed below. Skinner dual purpose power chucks are 
available with adjustable, non-adjustable, or serrated jaws, in 


sizes 8” to 36”. 


A—Transparent view of dual purpose power chuck 8—Master 
C—Wedge 0—Drawbar Stud and Wedge plug 


Skinner wedge-type chuck offers these advantages 


Allows automation of long production runs. 

Reduces operator fatigue—air performs the muscle 
work. 

Adjustable gripping pressure—air pressure can be 
adjusted for light or heavy chucking—is not left to 
the judgment of the machine operator. 

Work can be gripped internally or externally. 
Assured continued high accuracy because of wedge 
design (see illustration). 

Reduced wear because of hardened parts—models 
available with flame hardened center hole and jaw locks. 


Complete line—heavy and light duty models in sizes 
from 4” through 36”. 








Wedge at top of stroke— 
jows fully open 
(External gripping) 


Wedge oat bottom of stroke— 
jows fully closed 
(External gripping) 


The wedge and three jaws—only four moving parts— 
operate as a collet does with accuracy maintained over 
the whole range. The wedge angle is 14° which was 
found to be the most efficient angle for maximum power 
and jaw travel. With this wedge construction, the grip 
of a Skinner power chuck holds as set—even if the air 
line is broken—until opening power is applied in the 
opposite direction. 


Skinner Power Chuck Accessories 


Double-Acting Rotating Air Cylinders 
for use with power chucks and fix- 
tures provide maximum pressure 
with a minimum amount of air. 
Cylinder walls are burnished to pro- 
vide maximum sealing life. Cylinders 
in sizes 6 to 18 with semi-steel bodies 
are designed for low speed operation 
Aluminum body cylinders in sizes 4 to 20 are designed for 
high speed operation. 


Packaged Power Chucking Assemblies are available for Atlas, 

Cintilathe, Hardinge, Logan, Regal, Sheldon, South Bend, 

and many similar lathes. Assemblies are also available for 

Brown & Sharpe and similar automatic and hand screw 
machines to permit chucking of cold 
drawn parts, small or odd shapes and 
castings. Packaged assemblies con- 
sist of chuck with two or three jaws, 
threaded drawbar or drawtube, ro- 
tating air cylinder, cylinder adapter 
and necessary mounting for the in- 
dividual machine. 


Power Chuck Fixture, air or hydrau- 
lically operated, holds work for 
drilling and milling machines and for other bench and machine 
installations. Available in many jaw types in sizes 5” to 36”. 


A Complete Line of power chucking accessories includes hand, 
foot, and solenoid valves, drawbars, air units, and soft 
blank top jaws. 


For complete information about the Dual Purpose and other 
power chucks and power chuck equipment, contact your 
Skinner Representative, Distributor, or write us at the 
address below. 


THE CREST OF QUALITY 


THE SKINNER CHUCK COMPANY « NEW BRITAIN, CONNECTICUT, U.S.A. 


PRINTED IN U.S.A 





NOW FOR HALLOWELL DISTRIBUTORS... 


A LEASE PLAN 
FOR INDUSTRIAL 
HQUIPMENT 


A BRAND NEW FIELD OF EXTRA PROFITS FOR YOU FROM HALLOWELL! 
Now you can place Hallowell work benches, shelving, chairs, stools and cabinets in your custo- 
mers’ plants for a small monthly rental. As little as 40c a day can give them $1000 worth of 
equipment. This business-stimulating plan offers a completely flexible time schedule . . . from 
three to ten years, with option to renew or purchase at modest cost. 


YOU"LL CONVERT MORE PROSPECTS 
INTO CUSTOMERS 


The Columbia-Hallowell Lease Plan will bring in 
business you otherwise might not obtain . . . because 
there is a demand for industrial shop equipment 
from prospects who prefer to lease rather than buy. 
MORE OPPORTUNITY TO SELL-UP 
Customers leasing equipment are more prone to 
select higher quality equipment and more equipment. 
MORE SALES 

Leasing customers are inclined to buy other equip- 





ment from the distributor making the Hallowell 
installation. 


YOU TAKE NO CREDIT RISK 
SPS assumes full credit responsibility. If customer 


defaults, you continue to receive payments . . . just 
as if he had not defaulted. 


YOU'LL GET THE JUMP ON 
COMPETITION 

As the Columbia-Hallowell Lease Plan is the first in 
your field, it gives you the opportunity to reap extra 
business your competition can’t touch. 





MAIL COUPON TODAY 


for full information on the 


COLUMBIA-HALLOWELL 
LEASE PLAN 


JENKINTOWN 13, PA. * SANTA ANA, CALIFORNIA 


! 
! 
| 
| 
= 


COLUMBIA-HALLOWELL DIVISION SPS 
Jenkintown 13, Pa. 


Please send me full information on the Columbia-Hallowell 
Lease Plan. 





(Please Print) 











A sacesseasealsiaieliladhinedithcinilialiiol 
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Wire Rope 


Sissi 


tesowen wine [IIT] ore ovssvon 


H. K. PORTER COMPANY, INC. 








GRIPS ANY 
MATERIAL FROM 
0” to %" THICK 


Amazing blind fastener with threads 
has unlimited uses for maintenance and 
in original equipment manufacturing. 
Grips any material up to %" thick 
and needs only %” expansion space. 
Made of steel, cadmium plated, or 
brass with 6/32, 8/32, 10/32, 10/24, 
12/24 and %—20 thread sizes. 


MOLLY JACK NUT IS EASY TO INSTALL 





instatied and 
ready to receive 
attachment 
on threads. screw. 
SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUST#IAL SUPPLY DISTRIBUTORS 


= MOLLY cow 








230Y WN. Sth St, Reading, Pa. 





S. O. Bringhurst 


Mine & Smelter Supply Co. 
Appoints 8, O. Bringhurst 


S. O. Bringhurst was appointed 
manager of the Salt Lake City, Utah, 
branch of Mine And Smelter Sup 
ply Co., Denver, Colo. 

Mr. Bringhurst, with the firm 
30-years, has been manager of the 
electrical department and an assist- 
ant branch manager. 

He succeeds William J. Berryman, 
who is retiring after 43-years service 
with the firm. 

Mr. Berryman, manager of the 
Salt Lake City branch for the past 
15 years, will continue with the 
firm in an advisory capacity. 


Cast Bronze Bearing Group 
Publishes Bearing Manual 


The Cast Bronze Bearing Insti- 
tute released the Cast Bronze Bear- 
ing Design Manual, containing 
theoretical and experimental infor- 
mation on bronze Searing design. 

This manual was prepared by 
Harry C. Rippel, senior research 
engineer, Friction & Lubrication 
Branch, The Franklin Institute’s 
Laboratories For Research & Devel- 
opment, Philadelphia. 

The manual appeared serially in 
six issues of Machine Design. It 
also received the American Metal 
Market certificate of merit for mar- 
keting. 

The manual can be obtained from 
the CBBI at 1604 Chicago Ave., 
Evanston, Ill. The price is two 
dollars. 
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dela Gelelsts. 


PIPE NIPPLES 


AS.T.M A-83 and A-106 
FROM STOCK: 
Ye" to 1%" Stondard ond Extra 
Strong Weights, Block Grode 
“~” 
"A" to 1Va"Double Extra Strong 
Weight, Block, Grade “A.” 
TO ORDER: 
Greode*8” Golvonized, Cold 
Orown im Larger Sizes. 
© Avoid errors. Nipples ave 
marked “SMLS” with 
Weight and A.S.T.M. Spec. 


Ek 
(SOuUrgh NIPPLE WORKS. In« 


10-3 





“That's right, son... | 
wouldn't change for all 
the tea in China!” 


Loyalty is a common trait among 
Jewel Brand Abrasive Belt users. 
Once you've tried them, it's easy 
to see why. Job after job, year 
after vear, they never let you 
down. Try ‘em and sec! 


ewes) 


COATED ABRASIVES 


Belts + Rolls «+ Sheets * Discs * Specialties 








ABRASIVE PRODUCTS, INC. 


South Graintree 85, Massachusetts 





A leading distributor te//s us: 


“The proper application of a product often takes 
specialized sales and engineering assistance. For this, we must 
depend on help from our suppliers.” 


FIELD 
SALES ASSISTANCE 


Robert J. Eubanks, Morrison Supply, Walla Walla, Washington, writes: 


‘‘We can always count on our 
Gates Field Engineer for 
practical, on-the-spot help!’’ 


“The caliber of the support we get from Gates Field Engineers 
is Outstanding. The Gates planned selling system 
has been instrumental in getting maximum V-belt and hose 


volume from all our regular customers.” 


World's largest maker of V-Belts 


The Gates Rubber Company 


Denver, Colorado 7 e832 
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BU 


cate ALUMINUM BARS 


have you learned what Bunting seeli Aluminum Bars can do for you? 
No other low priced bearing metal delivers all the many fine 
qualities embodied in Bunting Bearing Aluminum. Its 

physical properties add up to a remarkable and ideal 

material for most general bearing applications. Light weight 

is an added advantage. It machines easily and rapidly, saving 
labor cost. All bars are machined on all surfaces, reducing 

waste metal to the minimum. And it is carried in stock in 

138 sizes of 13” tubular and solid bars by your local 

Bunting Distributor. 


case in point* 

Specimens of Bunting Aluminum Bearings 
replacing bearings of other metals which 
cost twice as much. No sacrifice 


Ask for catalogs . 
listing of sizes of Bunting Cast Bronze and Sintered Bronze 
and Bunting Bearing Aluminum Bars. Pocket size edition. 


No. 

Bearings and 
Ne. 258—Complete listing of Cast Bronze Electric Motor Bearings for all makes 
and sizes of electric motors. 

Me. 46—Technology of Bunting Bearing Aluminum. A technical treatise on the 


composition, machining and use of this new bearing metal. Ask your local 
Bunting Distributor. 


The BUNTING Brass and Bronze Company « Toledo 1, Ohio 
in 


Branches Cities 
, BUSHINGS, ARS SPECIAL PARTS OF CAST BRONZE SINTERED METALS OR ALUMINUM ALLOYS 


THIS ADVERTISEMENT APPEARS IN MILL & FACTORY © AMERICAN MACHINIST © PURCHASING ¢ 
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MACHINE & TOOL BLUE BOOK @ ERN POWER & INDUSTRY 
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Eastern Golf Association 
Elects Hoehl President 


Russell Hoehl, assistant eastern 
sales manager of Russell Burdsall & 
Ward Bolt & Nut Co. was elected 
president of the Eastern Hardware 
Golf Association, at the association’s 
25th anniversary meeting at Shaw 
nee Inn, Shawnee, Pa. 

Other officers elected for the com- 
ing year were: W. W. Conde, W. W. 
Conde Hardware Co., vice presi- 
dent; C. B. Leinbach, Supplee-Bid- 
dieSteltz Co., secretary-treasurer, 
and C. P. Harlow, Wickwire Spencer 
Steel Division, Colorado Fuel & 
Iron Corp; M. H. Campbell, Camp- 
bell Chain Co.; and James E. Sea- 
man, W. L. Smith & Co., were 
elected to serve three-year terms on 
the board of governors. 

One hundred ninety-one golfers 
participated in the tournament. Low 
qualifier with a 79 was C. Blair 
Miller, C. H. Miller Hardware Co., 
Huntington, Pa., who went on to 
win the championship flight. Run- 
nerup was Guy W. Donahue, Jr., 
Stacy Supply Co., Springfield, Mass. 


Winners And Runners-Up 


Winners and runners-up of the 
remaining flights were as follows, 
George Kohler, Jr., Campbell Chain 
Co., defeated L. Y. Barnard, Jr. 
Lufkin Rule Co. William Volk, 
LePages, defeated John Coy, Ameri- 
can Screw Co.; Robert Mueller, 
Minnesota Mining & Manufactur- 
ing Co., defeated Arnold Isaacson, 
J. R. Clark Co.; Royal Brinton, Kirk- 
hill, Inc., defeated J. F. Warnell, 
Union Carbide; John Ora, Inpus- 
TRIAL Distrrisution, defeated How- 
ard Loftus, Neal & Brinker; William 
McCullough, Jr., W. O. Barnes Co., 
defeated Wilbur Higgins, Jr., Star- 
line, Inc.; E. M. Craft, Van Camp 
Hardware & Iron Co., defeated R. H. 
Herzog, Herzog Supply Co.; Stuart 
Jones, New York Wire Cloth Co., 
defeated Robert Raymond, True 
Temper Corp.; Douglas Franck, Safe 
Padlock & Hardware Co., defeated 
William Edwards, Hansen & Yorke 

John Moynihan, Maryland 
Bolt & Nut Co., defeated Luther 
Stevens, Samuel McKnight Hard 





ware Co.; Burdette Bostwick, J. 
Wiss Sons Co., defeated Lloyd 
VanderHorst, William H. Cole & 
Sons; Russell Holden, Vermont 
Hardware Co., defeated William 
Steltz, Jr. Supplee-Biddle-Steltz 
Co.; John Heller, Heller Tool Co., 
defeated Robert Holland, Holland 
Mfg. Co.; James Seaman, W. L. 
Smith & Co., defeated Roy Ebel, 
Weed & Co, James Sherman, 
Roberts Hardware Co., defeated 
Thomas MacAuley, Behr-Manning 
Corp.; Charles Wickwire, ]r., Wick- 
wire Bros. Inc., defeated David 
Morrison, Animal Trap Co. of 
America; A. P. Henricks Sr., A. P. 
Henricks Co., defeated Charles Loh- 
meyer, Stanley Tools; E. D. Marvin, 
Wood Shovel & Tool Co., defeated 
H. G. Kelley, Minnesota Mining & 
Mfg. Co., Gordon Farr, Decatur & 
Hopkins Co., defeated Harold Cress- 
man, M. S. Young & Co.; Clarence 
Kendall, Jones & Laughlin Steel 
Corp., defeated Donald Springer, 
Babcock, Hinds & Underwood, Inc.; 
and George Stricker, George C. 
Stricker Co., defeated John Ramsey, 
John Ramsey Co. 


Norton Produces 
Synthetic Diamonds 


Norton Co. has successfully made 
diamonds, confirming statements to 
this effect which appeared in the 
South African press last year. 

Norton’s active interest in dia 
mond synthesis began in the early 
Forties. The current project which 
was successful, was given added im- 
petus in 1953 by a team of research- 
ers headed by Loring Coes, Jr., 
assistant director of research and 
development, and Dr. Paul P. Keat, 
senior research engineer. 

Applications for patents on both 
process and apparatus have been 
filed, however no commercial pro- 
duction is anticipated at the present 
time. 

Coincidentally, the announce 
ment of this development falls in 
Norton Co.’s Diamond Jubilee, as 
1960 marks the 75th anniversary of 
the firm’s founding. 


TODAY—for the first time 
OPEN TO DISTRIBUTORS 


DEARBORN 


CHEMICAL COMPANY 


the best known name in water treatment chemicals 
and protective coatings .. . 


makes a first-time offer of exclusive franchises to 
qualified industrial distributors. 


Check these advantages: 


Pioneer company in the field. 


Known and recognized by leading authorities 
everywhere. 


All products thoroughly laboratory and field tested 
—no “experiments” to backfire. 


Substantial profit margins. 
Continuous repeat business. 


A ground floor opportunity which will 
broaden rapidly. 


MAIL THIS INQUIRY COUPON TODAY 





Mr. Glen Pierce, Distributor Sales Manager 
Dearborn Chemical Company 
Merchandise Mart, Chicago 54 


I'd like to have more details on Dearborn's distributor sales program. 


ee 
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FIND OUT HOW 


TO MAKE MONEY 


on Machine Mounts 
with 
UNISORB 
MONEY-MOUNT 
PROMOTION 


Now, for the first time, a complete educational and promo- 

tional package that tells all about machine mounts and how easy it is to sell them. 
It’s all in the Money-Mount Promotion, just released by Unisorb. Includes slide 
film, direct mail, Information Bulletins, data sheets, Selector Chart, National ad- 


vertising and sales aids. 


Ask to see the new Unisorh Money-Mount Promotion! 


Find out how the complete line of Unisorb Machine Mounts car mean extra sales, 
extra profits for you and your salesmen. Call or write, today. 





Unisorb Mounting 
Pads 

Unisorb pads are the 
basic vibration con- 
trol unit, identified by the red centers and 
brand mark. Available in a wide range of den- 
sities and thicknesses for proper application. 
Saves up to 80% in installation time and costs. 


~—S 


Unisorb Level-Rite 200 

Unisorb Level-Rite “Jun- 

jor” has been especially 
designed for light machines, air conditioners, 
business machines and similar equipment. 
A low cost, precision leveling device and vibra- 
tion control unit, with loading limit of 200 ibs. 
per unit. Ideal for original equipment. 





Unisorb Level-Rite 

Mount 

Unisorb Level-Rite 

is @ universal, seif- 
contained leveling device for all types of ma- 
chines. Fast, simplified way to achieve and 
hold precise level. Availabie with exclusive 
screw-post design or as @ basic mounting 
plate for use with built-in leveling devices. 


Remember — to simplify installation, 
improve performance and control 
vibration... 


UNISORB MOUNTS 
MAKE THE DIFFERENCE 


. .- for all types of machines from lab- 
oratory equipment to giant presses. 
Ask for a Money-Back Trial... Now! 





“UNTSORB 


Division of The FELTERS Company 
Sales Offices in New York, N.Y. « C 
Taylor Felt & Supply Co., San Francisco, 


Company 


Address 


NING... cccccscesccoccoscoscesesesesose 


UNISORS 269 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


. 1. + Detroit, Mich. + Upper Darby, Penna. © St. Louis, Mo. 
+ Acorn Mig. Co., Los Angeles, 


Please send me details on new Money-Mount Promotion. 


Kenney And DeBacher 
Named Directors of Skil Corp. 


John E. Kenney, president, Foster 
Wheeler Corp. and Jack R. De- 
Bacher executive vice president of 
Skil Corp., were elected to the board 
of directors of Skil Corp. 

Mr. Kenney headed Foster 
Wheeler Midwest sales activities for 
many years. He became president 
of the firm in 1959. 

Mr. DeBacher was appointed ex- 
ecutive vice president of Skil earlier 
this year. He has been associated 
with the power tool business for 
over 20 years and is past chairman 
of the board of governors of the 
Electric Tool Institute. 


Ultrasonic Unites Efforts 
With Danish Firm 


Ultrasonic Industries, Inc. and 
Industrikeme A/S of Denmark have 
agreed to the mutual distribution 
of each company’s products in their 
respective countries. 

Ultrasonic Industries is the manu- 
facturer of ultrasonic cleaners. In- 
dustrikeme A/S is a manufacturer 
of metal finishing equipment. 

The first product resulting from 
this tie will be an ultrasonic vapor 
degreaser made of Scandinavian 
stainless steel. 


Harry Fox Retires 
From Star Expansion Corp. 


Harry Fox, assistant to the pres- 
ident, Star Expansion Industries 
Corp., retired after 41-years service. 

Mr. Fox was vice president of 
sales until his promotion last year. 


PT eee eee ee eee eee ee oo : 
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“The Yellow Pages brought in 10% of our first year’s business!" 
says O. F. Brown, Office Mgr., Sabine Supply Co., Dallas, Texas. “Our 
Yellow Pages advertising really helped us get established when we 
opened here in Dallas. Today we advertise under 9 headings and 7 trade- 
marks—to bring in additional industrial accounts. The Yellow Pages helps 
us promote everything we sell!’’ & Display ad (shown reduced at right) 
runs under INDUSTRIAL SUPPLIES. Call the Yellow Pages man at your 
Bell telephone office now — for his help in planning your program. 


Display this emblem. It builds your business! sae 
Pager 
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Morse Chain Co. Exhibits 
“Largest Chain Drive” 


A feature in the Borg-Warmer 
Museum of Science and Industry 
Exhibit in Chicago recently was the 
showing of what is said to be the 
world’s largest chain drives. Both in 
operation, they are part of Morse 
Chain Company's “Pageant of 
Progress.” 

Production models of this chain 
operate successfully at speeds up to 
13.250 feet per minute, according to 
the manufacturer. The triangle 
drive is 16 inches wide by 40 feet 
long. The square drive is 12 inches 
wide by 30 feet long. It is a giant 
REED MACHINISTS’ VISES last a long, long ee 
time. The few seconds saved by Reed's easier, f 
faster, no-play action are significant in a single 
work week .: . substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools ; ; . do better work with them. 

Yes, a vise is a vise. But Reed Machinists’ 
Vises are better ; : ; with differences that lower 
labor costs for your customers and build good 
will for you. it pays to sell quality! 

ASK YOUR DISTRIBUTOR 





REED MANUFACTURING COMPANY PLAQUE for long association with Cates 


‘ Rubber is shown Lynn Hale (center) 
BMPR, PENNSYLVANIA _ S.A. Semon Industrial Supply, by C. L. Patter 
son, of Gates. Bob Proffitt looks on 
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Your Tiger Brand distributor can 
help you save money on wire rope 


we or 


ae 
‘i 


ole 


. ‘\.-  a “ j mre ee a Jom “ i - Tl = ~ 
Handling abrasive materials. USS Tiger Brand Rope with built-in abrasion resistance will give better service in this application. 


There are literally hundreds of uses for wire rope in 
any large industrial area—and it takes a wire rope 
salesman who knows his business to show you how 
to save money on wire rope purchases. The USS 
Tiger Brand distributor in your area has trained 
men qualified to do this job—and they are backed up 
by our Tiger Brand field representatives and service 
engineers who can show you how to get maximum 
life from your wire rope. 

Value of the right construction. Some ropes 
fail from overload . . . or from severe bending . . . or 
from abrasion. Others are subjected to corrosion or 
vibration. In cases like these, your Tiger Brand Wire 
Rope representative can show you the best rope to 
use or how to correct adverse conditions. Frequently 
rope life can be increased as much as 50% by using 
the right rope for the job. 


This mark tells you e product 
is made of modern, dependable Steel. 


Maintenance and lubrication. Wire rope 
should be lubricated regularly and not allowed to 
rust. If sheave grooves become worn or scored the 
sheaves should be regrooved or replaced. Misalign- 
ment of sheaves will cause unnecessary rope wear 
and should be corrected. 

These are just a few of the ways in which your 
wire rope distributor can help you reduce wire rope 
costs. For more information, write for our booklet, 
“Longer Life From Your Wire Rope.” American 
Steel & Wire, 614 Superior Ave., N.W., Cleveland 
13, Ohio. USS and Tiger Brand are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Stee! Export Company, Distributors Abroad 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Sales Mgr. 


Manheim Manufacturing 
and Belting Company 


ae men who have attended our 
distributor sales meetings and read 
our bulletins and advertising in in- 
dustrial publications know that we 
play up the fact that Veelos adjust- 
able v-belt reduces machine vibration. 
Here’s an experience from a Veelos 
user that backs-up that fact. 

A year and a half ago we received 
a request from a metalworking 
company for our catalog. The Veelos 
distributor in the territory followed- 
up the request and subsequently sold 
the company a small amount of 
Veelos for a single drive. Several 
months later he received a call from 
the same company. He learned that 
vibration was very critical on two 
grinders and was causing a great 
deal of trouble. Based on their ex- 
perience with the single drive installed 
earlier on another machine, the com- 
pany wanted to install Veelos on 
both grinders. Our distributor sold 
100 feet of oilproof Veelos for this 
job. The main drive on each grinder 
required seven belts, and two 
smaller drives on each machine were 
replaced with Veelos at the same 
time. Once again Veelos practi- 
cally eliminated vibration. 

If you don’t have the full story 
on how Veelos reduces machine 
vibration, drop me a line. I'll be 
glad to show you how you can prove 
it to your customers. 


tne Cbtparidee/ 


NEW! VEELOS TOOL - 


Provides a fast, ie 
safe way to , == 
couple and un- ee ee 
couple link v- 

belt. It’s a real door-opener to 
more Veelos sales and also a prof- 
itable item to sell alone. Can be 
used for any link-type v-belt. 
Send for data sheet. 


eccccceoe\) eee 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 





Reliable Electric Supply 
Moves To New Quarters 


Reliable Electrical Supply Co., 
Newark, N. J., moved to new quar- 
ters at 188 Badger Avenue, in New- 
ark. 

A formal showing was held for 
the opening of the new showroom 
warehouse and offices. 


Cone Appointed Ad Manager 
of Lincoln Engineering Co. 

J. Richard Cone was appointed 
advertising manager of Lincoin En- 
gineering Co., a division of The 
McNeil Machine and Engineering 
Co. 

Mr. Cone was synthetic fluids 
promotion manager at Monsanto 
Chemical Co., since 1957. 


Dumore Appoints Miller 
Sales Manager 


Carl Miller was appointed sales 
manager of the Dumore Co., filling 
the vacancy created by Harry Ward- 
rip’s appointment as vice president 
in charge of sales. 

Mr. Miller, with Dumore since 
1942, has served as export manager, 
assistant sales manager, and service 
manager. 


New Service Manager 


Donald Ritter, who joined the 
firm in 1959, succeeds Mr. Miller 
as service manager. 


Carl Miller 
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WHITE 
TAPES 


NOW EACH IN 


BELT 
HOLSTER 


industry more big sav- 
ings in measuring tapes! 
Greater convenience and perform- 
ance — with no increase in cost! 
Your customers will see it in our big- 
space ads in industrial, purchasing, 
hardware and consumer publica- 
tions — and they'll want it! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a@ strong, metal-reinforced, vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. 

YOUR COMPANY NAME 

ON TAPES... 

Evons topes con be supplied with your com- 
pany nome and adveriising on each tape 
for presentation to your customers. It's o 


wonderful way to build good will. Available 
in individwee! gift 


package. 


Send for illustrated 
feider #5807. 


Watia ws. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 








If you’re the industrial distributor we’re looking for... . 


Get on the phone and give us a call. This 
vaive is new to the industrial field. It's 
been tested in over 300,000 chemical 
installations since 1950. it eliminates the 
long-standing problems of lubricated plug 
vaives and ball vaives—galling, sticking, 
leak thru, minimum seal area, poor ad- 
justment for wear, process contamination 
and high maintenance costs. And the 
profit margins allowed can add a tidy sum 
to your gross profits each month. 

The’ Durco Type G Sleeveline vaive is a 


non-lubricated plug valve made from duc- 
tile iron (or stainiess steel) with a Teflon 
sleeve. it's designed and built to compete 
with cast iron or semi-steel lubricated 
plug valves and ball vaives for general 
industrial use. 

We've advertised and sold for fifty 
years in the chemical process field. Now 
we want industrial distributors who can 
promote this new valve line throughout 
industry. Cali R. A. Prosser, Director of 
Marketing, CLearwater 4-5344. 


Serves the Process Industries 


THE DURIRON COMPANY, INC., Dayton, Ohio / Valves + Pumps « Filters + Process Equipment 





New England Materials Handling Show 


More than 100 distributors helped man 132 exhibits at the New England Materials 
Handling show held for two days in Boston, Mass. at the Commonwealth Armory. 


More than 100 distributors of the 
New England area helped man 132 
exhibits, valued at more than 
$1,500,000, at the Material Han- 
dling Institute New England Show 
in Boston recently. They expressed 
enthusiasm at the sales and educa- 
tional potential of regional-level 
shows for the industry in the nation. 
It was said to be the largest ever 
held there, with manufacturers from 
21 states using 80,000 square feet 
of space to display industrial mate- 
rial handling and packaging equip- 
ment, some of novel concept. 

Distributors also were impressed 
at the business-stimulating poten- 
tial, particularly long range, indi- 
cated at a series of unique educa- 
tional meetings or technical sessions 
held each morning during the show 
by Region 1 of American Material 
Handling Society, Inc. It was felt 
that these sessions, in which na- 
tionally known authorities on var- 
ious phases of material handling 
participated, offer a good format 
for dramatizing what the industry 
has to offer and might be continued 
periodically with the good results 
at regional or state levels in the 
future whether or not a show was in 
progress. 

At a press conference launching 
the show on Monday, R. F. Moody, 


160 





general sales manager of Hyster Co., 
Portland, Ore., first vice president 
of the Institute and chairman of 
the Show Committee, praised local 
members of the Material Handling 
Equipment Distributors Associa- 
tion for largely staffing the displays. 
He also cited the national Associa- 
tion for its efforts in behalf of the 
show, which he termed a complete 
“sell-out” with all available space 
taken up by exhibitors. He de 
scribed the show as the kick-off by 
the Material Handling Institute, 
Inc., in a new plan of regional trade 
shows that “will take the products 
neat to the people who will have 
use for them.” Other regional 
shows, he said, are scheduled for 
Louisville, Ky. (Nov. 1, 2, 3), San 
Francisco (next February), Phila 
delphia (next May), among other 
plans. 

Cliff Haddrell, president of Lee 
H. Long Associates, Inc., Boston, 


“This is of great benefit to local 
distributors in an area,” said Had- 
drell. “All major material handling 
manufacturers are represented here 
and they are showing a lot of new 
equipment, which | think will sur- 
prise and interest many manage 
ment representatives who come to 
the show. When there is a national 
show we might get about 100 man- 
agement people from here to go to 
it. At this regional show, we're 
expecting some 8,000 material han- 
dling equipment users to attend. 
That’s quite a difference; that’s 
teaching directly into the market 
alot more. Sometimes, people have 
to see these things to be sold.” 

Other comments from distrib- 
utors included: A. Donald Bowman 
(A. D. Bowman, Inc., Waterbury, 
Conn.): “A show like this gives 
particularly a great impetus to edu- 
cation of users and can’t help but 
mean more business not only for 
today but in the all-important fu- 
ture. And regional shows naturally 
reach a lot more people than the 
national ones.” 





Magnaflux Appoints Walsh 
To Head Distributor Sales 


Denis P. Walsh was appointed 
manager of distributor and repre- 
sentative sales by Magnaflux Corp. 
He was Midwest regional manager. 

Mr. Walsh joined the firm in 
1942, as a field engineer in Michigan. 
He became Detroit branch manager 
in 1943. He was appointed assistant 
to the vice president in Chicago in 
1950, and in 1955 was named Mid- 
west regional manager. 


and past president of the Material ; 7 


Handling Equipment Distributors 
Association, said at the briefing ses- 
sion, amplifying in an interview later 
with InpusrriaL Distrisution, that 
“this regional approach is very valu- 
able to distributors and to manage- 
ment which gets a first hand oppor- 





tunity to see and learn about the 
latest in methods and equipment.” | 
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John D. Armstrong 


Armstrong Bros. Tool Co. 
Appoints D. E. Wetzel 

D. E. Wetzel was named sales 
representative by Armstrong Bros. 
Tool Co., with headquarters in St. 
Louis. 

Mr. Wetzel will cover St. Louis 
and the surrounding area. For the 
past four years he was employed by 
an industrial chemical company. 

John D. Armstrong recently 
joined the sales staff of Armstrong 
Bros. Tool Co. as a junior salesman. 

Mr. Armstrong will make his 
headquarters in San Francisco, work- 
ing under the direction of Ken Rals- 
ton, district manager. 





Norton Appoints Higgins 
As Field Engineer 

George P. Higgins was appointed 
a field engineer in Norton’s Teter 
boro, New Jersey, district. 

Mr. Higgins joined Norton in 
June, 1959, and has completed his 
sales training course at the com- 
pany’s main plant in Worcester. 


GOING BIG—COAST TO COAST 








‘ . a ; 
FULL LINE=-SINGLE SOURCE Distributors across the 
nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to biue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom -loader of aerosol specialties. Sprayon Aerosols 
for industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. industrial Supply Division, 





Sprayon Products, inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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CUSTOMERS 
Why They 
SHOULD 
BUY 


stops, valves, 


a SINGLE SOURCE... 
YOU, the local 


® 
WHOLESALE DISTRIBUTOR 


@ Complete Quality line 

@ Full range of sizes 

@ Wide variety of types 
available for prompt delivery 


One of more than 3500 products 
in the HAYS line 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA 


Carl Davis, conducted business meeting at Distributors’ Buyers Group Mecting 


Hal Johnson gave the invocation and took charge of the program for the national 
meeting. On the rostrom are Carl K. Davis, chairman, Rolland A. Whiteman 


The fifth national meeting of the 
Distributors Buyers Group was held 
recently in Los Angeles. It was held 
concurrently with the 1960 Conven- 
tion of the National Association of 
Purchasing Agents. 

Carl Davis, Globe Machinery & 
Supply Co., Des Moines, lowa, na 
tional chairman, presided and called 
the meeting to order. Hal Johnson, 
Arizona Hardware Co., Phoenix, co- 
chairman, gave the invocation, and 
took charge of the program. 
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At the meeting officers were elect- 
ed for the coming year. They are 
Carl Davis, Globe Machinery & 
Supply Co., national chairman; Hal 
Johnson, Arizona Hardware Co., 
national cochairman; and A. J. 
Pinkston, national secretary-treas 
urer. 

Edwin Ramp, general sales man- 
ager of Ducommun Metals & Sup 
ply Co., spoke to the group on 
“The Importance Of The Distrib- 
utor In The American Economy.” 





Carl Davis, chairman, conducted 
the business mecting that followed 
the ciections. W. B. Goldstein, 
from the Shreveport Association, 
was appointed chairman for District 
No. 2. It was decided that all other 
district chairmen, who are willing 
to serve for the coming year, will 
be reappointed. 

Various members of the group dis- 
cussed Distributors Buyers Groups 
that are already established and some 
that are proposed for the coming 
year. F. M. Morris, Houston Group 
chairman, spoke on the activities of 
the Houston Group and W. B. 
Goldstein, Shreveport Group chair 
man, discussed his group 





Harry McCully Retires 
From R B & W 


Harry O. McCully, senior vice 
president and a director of Russell, 
Burdsall and Ward Bolt & Nut Co., 
retired after nearly 40 years in the 
fastener industry. He has been with 
RB&W for 28 years. 

Mr. McCully joined RB&W 
from the presidency of Erie Bolt 
and Nut Co. Since joining RB&W 
he has served successively as general 
manager of sales, sales vice pres 
ident, senior vice president, and asa 
director since 1933 


“SPECIALISTS in specials:” T. C. Ford 
and R. C. Ford check cutter stock at Ford 
Tool & Carbide Co., Birmingham, Ala 


STOCK THIS 
PROFITABLE ITEM 


UPSON-WALTON 


Goll] Gls 
oro orem wine nore 


Made of heavy steel U-bolt for greater hold- 
ing power. Heavy drop forged steel grooved 
base for maximum strength and cold forged 
double chamfered heavy hex nuts for added 
strength. All parts Hot Dip Galvanized for 
protection against corrosion. 


Packed for your conven- 
ience. Boxed in standard 
quantities for immediate 
shipment. Saves time in 
merchandising; taking 
inventory and minimizes 
storage space. 


U-W Gold Clips are designed for maximum Strength 
and Safety with the U-bolts gold chromate coated after 
hot galvanizing for added protection and Color Identi- 
fication. Place your stock order now to increase Sales 
with these profitable and fast selling Wire Rope Clips. 


yA 12525 ELMWOOD AVE., CLEVELAND, OHIO 
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THE UPSON-WALTON COMPANY 


SAN PRANCISCO * CHICAGO «+ NEW YORK 


Manvtocturers of Wire Rope, Tackle Blocks, Rope Fittings and Crone Hook Blocks 
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CHAIN 
WRENCHES 


/ 


/ 


} 


No. C-14 
for up to 

- 2° Pipe and 
Fittings 


No. C-18 

for up to 
2\/2 Pipe 
and Fittings 


give real Action-Grip 
in Tightest Places 


Work on Round, Square or Irregular 
Shapes Other Wrenches Can’t Reach! 


In extra close quarters, there’s 
nothing that’ll beat these new 
RttaiD Chain Wrenches for get- 
ting the job done. Fast, ratchet- 
like action in either direction . . . 
from either side. Give tight grip 
without crushing. Large, easy-to- 
grab end ring for fast chain ad- 
justment. Tempered steel chain 


locks securely . . . releases quickly. 
Rugged, comfort-grip, I-beam 
handle, guaranteed not to break 
or warp . . . handy hang-up hole. 

Light and easy to use, these 
new ®tt@mtp Chain Wrenches do 
everything a regular wrench can 
do... and much more. Your cus- 
tomers will be calling for them. 
Order your supply today! 
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Black & Decker Announces 
Five Sales Appointments 


The Black & Decker Mfg. Co. 
announced five appointments in its 
sales and service field organizations. 

Jack C. Jolley was appointed 
hardware division sales representa- 
tive in the Los Angeles district. 

James R. Moore was appointed 
hardware division sales representa- 
tive in St. Louis, replacing Duane 
Kraeger, who resigned. 

Edwin Hassell was appointed 
industrial-automotive division rep- 
resentative in the New York dis- 
trict, addi: g one more to this sales 
force. 

John H. Beaumont was appointed 
San Francisco branch service man 
ager replacing Dan Morrison, who 
resigned. Mr. Beaumont was for 
merly at the Seattle service branch. 

David S. Stevens was appointed 
acting branch service manager at 
Seattle. He was formerly a service 
repairman at the Seattle branch. 


Master Corp. Promotes Two 


Thomas J. Bennett was promoted 
to general sales manager and Edgar 
D. McIntosh was promoted to cen 
tral district manager for Master 
Power Tool Corp. a subsidiary of 
Black & Decker Mfg. Co. 

Mr. Bennett joined Master in 
1952, and in 1958 was appointed 
central district manager. 

Mr. McIntosh succeeds Mr. Ben 
nett as central district manager 
He joined Master in 1954 as a sales 
man in the Indianapolis office. 


Move Salt Lake City Branch 


B&D moved its Salt Lake City 
factory service branch to 1514 South 
Second West Street. Ralph W. 
May is service manager. 


S. W. Card Appoints 
Kandarian And Hornbeck 


Richard Kandarian and Jack L 
Hornbeck were appointed field en 
gineers by the S. W. Card Division, 
Union Twist Drill Co. 

Mr. Kandarian will cover the 
state of Michigan. Mr. Hornbeck 
will cover Northern California. 





H. C. Switegable G. L. Kirby 


Dayton Industrial Appoints 
Four District Managers 


William E. Downey, Kenneth I. 


* . - 
Frank, Gene L. Kirby and Henry industrial 
C. Switzgable were appointed dis- 
trict sales managers by Dayton In- ” 7 
dustrial Products Co., division of distributors / 
the Dayco Corp. * 

Mr. Downey, formerly with U. S. — 

Rubber, will work in a sales area in- ae 
cluding Maryland, Washington, 
D. C., and southeastern, Pa. 

Mr. Frank, formerly with indus- 
trial supply companies in New Eng- 
land, will service accounts in Boston, 
Rhode Island, New Hampshire, and 
Maine. 

Mr. Kirby, formerly with the Sun 
Oil Co., will direct sales of the firm’s 
industrial line through distributors 
in Dallas, Fort Worth, Waco, and 
Wichita Falls. 

Mr. Switzgable, formerly with 
American Allsafe Co., will handle 
industrial lines in western New 
York and northwestern Pennsyl- 
vania. 





Hale Fire Pump Co. 
Buys Narda Accumulators 


Hale Fire Pump Co., purchased 
the accumulator business of Narda 
Hydraulics Corp. 

Engineering, manufacturing, test- 
ing and sales of Narda products will 
be handled at the two Hale plants 
in Conshohocken, Pa. 
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A NEW, COMPLETELY MOBILE 
CONVERTIBLE BAND SAW 


Model 58-B 


Here’s a compact, convertible band saw designed for shop or “ job- 
site”’ work . . . the Wells Model 58-B. It provides the capacity you've 
been looking for . . . at a modest price. Equipped with optional 
wheel /handle unit, the Model 58-B becomes completely mobile . . . 
easily rolls from job to job. Use the 58-B as a horizontal cut-off 
machine (capacity: 6” x 10") or swing the head to upright position, 
install work table and it’s a utility vertical band saw. For complete 
details on this double duty—double value band saw, see your 
Wells Distributor or write for Bulletin 262. 


SPECIFICATIONS 


Capacity: 
Rectangular 6” x 10° Fleer Spece opectce tare 
Round 6” Diameter Height (Frame Vertical) . 52" 
45° Angle 5’ x 5” | Height (Frame Horizentel) .. 37" 
Speeds, f.p.m... 76—141—268 Vertical Capacity: 
Blade Size "rr" x 025" x 93” Work Table F an 7%" x 10” 
Motor , VY WP. Throat Height. .. wigs 
Width of Bed 8A" Throot Depth : 7%” 
Fleer to top of Bed _.. 22%" Net Weight (Approx.)........ .220 ibs. 


The Ploneers of Horizontal 





WELLS MANUFACTURING CORPORATION 
606 Adams Street, Three Rivers, Michigan 
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Brush Manufacturers 
Approve Brochure 


Plans and proof copy of a 16 page 
promotional brochure illustrating 
applications for industrial brushing 
techniques were endorsed by mem- 
bers of the Industrial Brush Division 
of the American Brush Manufac- 
turers’ Association at a recent meet- 
ing in Cleveland. 

The meeting was conducted by 
Division Chairman Karl E. Weiler, 
Weiler Brush Co., and the follow- 
ing were present: Brent R. Ander- 
son, Anderson Corp.; B. H. Drews, 
Brushes, Inc; Frank Bambara, 
Fuller Brush Co.; John Malish, 
Malish Brush & Specialty Co.; C. R. 
Petersen, Mason-Worcester Brush 
Co.; Samuel Scott, Michigan Brush 
Mfg. Co.; V. F. Miller and H. J. 
Walker, Mill-Rose Co.; Steve Futty, 
Osborn Mfg. Co; Kenneth E. 
Whitckettle, Pittsburgh Plate Glass 
Co. A. Wm. Riedel, Gus Riedel 
& Son, Inc; O. L. Schaefer and 
D. E. Schaefer, Schaefer Brush 
Mfg. Co.; Joe Larson, Sparta Brush 
Co.; James E. Bateman, Spiral 
Brushes, Inc.; V. R. Kane, Superior 
Brush Co.; Karl E. Weiler and 
Karl M. Weiler, Weiler Brush Co.; 
Robert S. Reichenbezg, Woon- 
socket Brush Co.; and Ray E. Win- 
zig, Young & Swartz, Inc. 

Guests were Mr. Kibbee of C. W. 
Morris & Co., and Mr. Sweeney of 
A. J. Rose Mfg. Co. 

The division also approved final 
sections of a list of standard nomen- 
clature covering industrial brush 
constructions; copies will be printed 
and circulated to interested parties. 

The next meeting of the division 
will be held in the Fall, possibly in 
New York City. 


Metal Goods Corp. Elects 
McKinney A Director 


Clifford P. McKinney, Sr., part- 
ner of G. H. Walker & Co., was 
elected to the board of directors of 
Metal Goods Corp. 

Mr. McKinney has been asso- 
ciated with G. H. Walker, an in- 
vestment banker, for 20 years. He 
is on the board of governors of the 
New York Stock Exchange. 








rt r # +, 


AMERICAN EDELSTAAL INC. 
350 BROADWAY /NEW YORK 12 WA y 
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TOPS in 


STRENGTH 


pe 


You'll sell TM Alloy Chain to stee! 
mills, metalworking plants, forge 
shops, foundries— wherever “brute 
strength” is a requisite. For example 
—the working load limit of %" TM 
Alloy is 23,000 pounds. This mighty 
chain is tougher, safer and far less 
costly than other grades of chain 
tested. Order to customers’ spec- 
ifications. Write for Bulletin 14. 

S. G. Taylor Chain Co., Inc. 





Everything Swings 
on TM Slings 


aylor 
ade 


SINCE 
1873 


CHAI 
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Hartford Mill Supply 
Adds to Sales Staff 


Hartford Mill Supply Co., Hart- 
ford, Conn., has added a new out- 
side salesman, George Howley, to 
cover the northern section of Con- 
necticut. 

Mr. Howley was recently on the 
Remington-Rand sales staff. 

Hartford Mill Supply now has 
three full time outside salesmen in 
addition to Herbert S. Coyne, pres- 
ident, and Herbert S. Coyne, Jr., 
vice president. The other territory 
salesmen are Raymond Bruce and 
Thomas Fox. 


Japanese Group Studies 
Ducommun Profit-Sharing 


A group of eleven Japanese busi- 
nessmen visited Ducommun Metals 
& Supply Co., Los Angeles, as part 
of a program sponsored by the Jap- 
anese Productivity Center under the 
auspices of the State Department. 

The visitors were given a detailed 
review of the Ducommun employees 
profit-sharing trust by members of 
the firm’s personnel department. 
The group was invited to ask ques- 
tions, which they did through an 
interpreter. 


Powell Names Two Engineers 
To West Coast Sales Area 


William P. Simmons and Robert 
A. Miles were appointed sales en- 
gineers in the West Coast area of 
William Powell Co. 

Mr. Simmons will be regional 
sales engineer in the San Francisco 
sales territory, and Mr. Miles will be 
district sales representative in Los 
Angeles. Both men bring to Powell 
more than ten years of active valve 
experience in their territories. 


W. P. Simmons Robert A. Miles 
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5 Sizes—10 Models 


Power 
Hacksaws 


Cut Cutting Costs 
JEFFERSON “601” 
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THE TRADE CALLS 


DYKEM 
STEEL BLUE 


THE DYKEM COMPANY 
Established 1920 


2305A North 1ith St. + St. Levis 6, Me, 





Industrial Supply Issues 
Materials Handling Catalog 


Lloyd B. Mize, head of mate 
rials handling for Industrial Supply 
Corp., Richmond, Va., announced 
the release of its first, complete ma 
terials handling catalog. 

Mr. Mize said that the catalog is 
of loose-leaf design, made up of 
over 50 catalog sheets and brochures 
supplied by manufacturers 

It pictures a complete line of 
materials handling equipment, in 
cluding casters and wheels, hoists 
and cranes, conveyors, all types of 
hand and lift trucks, shop furniture 
and shelving, and slotted angle con 
struction material. 

The department plans to dis 
tribute 500 catalogs to the com 
panys key customers 


NEAT SHELVES set the tone at Indus- 
trial Tool & Supply Co., San Jose, Calif. 
L. B. Mase, purchasing agent, checking 
stock. 


GRIPBELT DRIVES 


The 338 "Gripbelt is narrower and 


REGULAR 


deeper VV than regular types, 








providing efficient, more compact 








) © with 


fewer belt cross sections |, uw a 


REGULAR 
ree 


. top -quality features 





BROWNING MANUFACTURING COMPANY, MAYSVILLE, KENTUCKY 
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BEST SELLER D 


52 pean te eee 
52 pages of profits for you! — 


mre mew WILTON GENERAL CATAL 


@ The new Wilton General Catalog No. 114 presents a com- 
plete integrated line of 400 clamping tools that covers a 
range from hydraulic fixture components to conventional 
C-clamps. 

This new catalog neatly packages and effectively merchan- 
dises Wilton’s broad line for easy selling by the Industrial 
Distributor. 

When you show the Wilton Catalog, your customers see 
dozens of ways to save production money using Wilton Tools 
—they’re always ready to buy to save! Check now—make 
sure you have enough Wilton Catalogs for your key accounts. 


Wilton’s new plant | |! 
One of the world’s largest and most efficient 
facilites for manufacturing clamping tools. 


: 
a —s 


WILTON 


WILTON TOOL MANUFACTURING CO., INC. 
SCHILLER PARK, ILLINOIS 10-80 
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Francis J. Pauler 


Owatonna Tool Co. 
Appoints Pauler 


Francis J. Pauler was appointed 
industrial sales engineer by Owa- 
tonna Tool Co. 

Mr. Pauler will work closely with 
manufacturers in the design and ap- 
plication of special OTC manual 
and hydraulic maintenance tools. 

Prior to joining OTC he was with 
Wright Tool Co., Royal Oak, Mich. 


Monarch Names Dunlap 
Corporate Secretary 


Edward J. Dunlap was named 
secretary of Monarch Corp., San 
Leandro Calif., according to L. R. 
Burmester, president. 

Mr. Dunlap was formerly with 
Henry Disston & Sons and Ther 
moid Rubber Co., and was trans 
ferred to San Francisco 13 years 
ago. 

Since then, Mr. Dunlap has been 
actively engaged in the sale of in 
dustrial products throughout the 
Bay Area. 





The mike that puts a stop to 25-thousandth reading errors . .. 


Here’s a new.s/azt* that makes 
Brown & Sharpe mikes easier to sell 


See the barrel graduations on this new Brown & Sharpe No. 1011 
micrometer? They're slanted. 

This means they can't hide under the edge of the thimble the 
way right-angle graduations do. 

Every customer will appreciate these slanting graduations because 
they protect him from embarrassing and expensive 25-thousandth 
reading mistakes. He'll take an interest in this new B&S No. 1011 
mike, right away. 

You get the same sort of salesworthy new ideas throughout the 
complete line of B&S tools and gages — designed to increase your 
sales by helping your customers make precision measurements 
easier and faster. Brown & Sharpe Mfg. Co., Providence 1, R. L. 


Brown & Sharpeds Pusisidi) G2NTER 
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New Brown & Sharpe No. 1011 Micrometer 
has eight proven sales points: 1 Sianting barre! 
graduations reduce errors 2 Thimbie converts to 
“friction” or “fixed” type at twist of contro! knob 
3 Handy lever-type lock is a floating device, not 
a cam, to maintain spindle alignment 4 Fool- 
proof zero setting 5 Simple wear adjustment 
6 Easy-reading black markings on satin chrome 
finish 7 Carbide faces 8 Personalized initials at 
no extra charge. Range: 0 — 1”, in 10-thousandths. 


Pe a eee ee 
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Beebe Winches . .. strongest geared power for its weight in the world. 
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SALES APPEAL 
re" 


Pats. Pending 


NEW 


BEEBE: 
WUIG IIE 
HOISTS 


Quaiity Hoist 
backed by the 
Famous Name 
Beebe Bros. 


CAPACITIES 
750 LBS. 

TO 4000 LBS. 
FULL LINE 


Beebe Ratchet-Hoists set a new high 
standard of quality. Will out-perform 
and out-last them all. Fewer parts, 
simplified design. Full strength frames 
of light-weight aluminum alloy. Cable 
wind-up standard equipment. Safety 
handles bend under overload. Fully 
warranted for 1 year against defective 
parts and workmanship. For sales ap- 
peal sell the new full line of Beebe 
Ratchet-Hoists. 


BEEBE BROS. 


MANUFACTURING COMPANY 
2720 Sixth Avenue South 
Seattle 4, Washington 


Copr. 8.8. 





INDUSTRIAL DISTRIBUTION « AUGUST, 1960 


Exide to Adapt Fuel-Cell 


To Power Industrial Trucks 

Exide industrial division of The 
Electric Storage Battery Co., signed 
agreements with twelve material 
handling equipment manufacturers 
to jointly develop an adaptation of 
the Exide fuel cell to power electric 
industrial trucks. 

According to the company, some 
major obstacles have been overcome 
in converting fuels directly and con- 
tinuously to high sustained electric 
currents at nearly normal tempera- 
tures and atmospheric pressures in 
a whole family of longlife fuel cells. 

In this unit, zinc is the fuel, and 
compressed oxygen is the oxidizer. 
The advantages are that it operates 
at nearly normal temperatures and 
pressures; there are no waste prod- 
ucts to be removed; the unit can be 
scaled up or down in size and elec- 
trical capacity for a wide range of 
power requirements. 

Exide’s fuel-cell technology thus 
has advanced sufficiently for the 
company to consumate agreements 
with manufacturers who will specify 
their needs and work closely with 
Exide on electrical industrial truck 
and fuel-cell designs. 

Manufacturers who have signed 
agreements with Exide are: Auto- 
matic Transportation Co., and Ma- 
terials Handling Division, divisions 
of the Yale & Towne Mfg. Co,; 
Baker Industrial Truck Division, 
Otis Elevator Co.; Barrett-Cravens 
Co.; Clark Equipment Co.; Elwell- 
Parker Electric Co.; Kalamazoo Mfg. 
Co.; Lewis-Shepard Products, Inc.; 
Lift Trucks, Inc.; Mercury Mfg. 
Co; Raymond Corp. and Silent 
Hoist & Crane Co. 


Popham Associates 
Buys Gorham Tool Co. 


George N. Popham acquired the 
stock of the 4l-yearold Gorham 
Tool Co., of Detroit, a manufac- 
turer of high speed steel and car- 
bide cutting tools. 

Mr. Popham, president of Gor- 
ham for the past dive years, stated 
that all personnel will be retained. 





WHERE 
TIGHTNESS 
IS VITAL 


No substitute has ever been found for a 

quality, properly-engineered helical spring 

lock washer. No other device has ever been 
found to combat looseness in bolted assemblies caused 
by thread wear, metal stress or bolt elongation. Yet, an 
improperly fitted helical spring washer is little better 
than none at all. That is why, when you specify spring 
washers, you should be sure you are getting the particular 
size and type which will do the best job for you. To be 
sure, consult the Eaton-Reliance spring washer specialist 
whose business is helping you choose the right washer 
to do the job. Eaton-Reliance offers a full range of sizes 
and types for every application—and engineering service 
for every problem. Write for our special Spring Lock 
Washer Engineering Bulletin. 


SeoeQG 


T RELIANCE DIVISION 
Ep ON MANUFACTURING COMPANY 
550 CHARLES AVENUE ° MASSILLON, OHIO 
SALES OFFICES, New York * Cleveland * Detroit * Chicogo * St. Lovis * Sen Francisco * los Angeles 
PRODUCTS: Engine Valves  ° Toppets * Hydraulic Valve Lifters ° Valve Seat Inserts *° Jet Engine Parts *° Hydraulic Pumps 
Truck and Trailer Axles ~ Truck Transmissions ° Permanent Mold iron Castings * Automotive Heaters and Air Conditioners 


Fastening Devices “ Cold Drawn Steel ° Stompings ° Forgings * Leaf and Coil Springs * Dynamatic Drives and Brokes 
Powdered Metal Parts  ° Geors ~° Variable Speed Drives “ Speed Reducers “ Differentials *° Centralized Lubrication Systems 
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FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


Ze 








MARKETING 
TRENDS 
(Starts on page 98) 





HACKSAW BLADES—Atkins Saw 
Div., Indianapolis 25, Ind.—Folder 
on “Silver Streak” high speed steel 
hacksaw blades. 
COMPOUND-Cincinnati Milling 
Machine Co., Cincinnati 9—Bro- 
chure on “Cimcool” machine 
cleaner and degreasing compound. 
COMPARATOR — Mueller Gages 
Co., Pasadena, Calif.—Folder on 
new “Mikrom” comparator. 
ABRASIVES-—Brightboy Industrial 
Div., Weldon Roberts Rubber Co., 
Newark, N. J.—Catalog on rubber- 
cushioned abrasives for burring, 
cleaning, finishing, polishing, etc. 
CONVEYORS — Joy Mfg. Co., 
Pittsburgh—Bulletin on Series 200 
“Liberoller” belt conveyor idler. 
TUBING—Wolverine Tube Div., 
17200 Southfield Rd. Allen Park, 
Mich.—Folder on range of sizes and 
alloys of condenser tubing. 
TOOLS—Maxwell Industries, Inc., 
493 E. Sth St., Ashtabula, O.—Data 
file on 27 models of recessing tools. 
ABRASIVES — Carborundum Co., 
Niagara Falls, N. Y.—Selector chart 
for coated abrasives used in textile 
mill applications. 
BELTING—Maurey Mfg. Corp., 
2907 S. Wabash, Chicago—Catalog 
on line of power transmission belt- 
ing. 

ADHESIVES — Minnesota Mining 
& Mfg. Co. 900 Bush Ave., St. 
Paul, Minn.—Catalog on “Scotch- 
Weld” structural adhesives and 
structural adhesive design concepts. 
GAGES—American Chain & Cable 
Co., 929 Connecticut Ave., Bridge- 
port, Conn.—Folder on full line of 
Type 110 “Gearcoid” pressure gages. 
V-BELTS—Boston Woven Hose & 
Rubber Co., Cambridge, Mass.— 
Catalog containing pre-engineered 
data for “Boston” V-belts. 
CONVEYOR IDLERS — Hewitt- 
Robins, Inc., Stamford, Conn.—In- 
formation booklet on belt conveyor 
idlers. 
V-BELTS — Browning Mfg. Co., 
Maysville, Ky.—Price sheet on “Grip- 
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cesenen wine [TT ][f] sore orvivon 


HM. K. PORTER COMPANY, INC. 





“I'm disappointed in you . . . 
you promised you'd give them 
@ try the last time | called!” 


Why put off a good move? Call 
your Industrial Distributor or 
have one of our abrasive Engi- 
neers arrange a trial run of Jewel 


Brand Abrasive Belts today. 


Laz 


POEweL’ ~~] 


COATED ABRASIVES 


Belts + Rolls «+ Sheets * Dites + Specialties 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 





Let Bower Roller Bearings 
... the quality line, work for you! 


COMPLETE LINES 


Straight roller 
bearings 


Tapered 
roller bearings 


Complete lines . . . forceful advertising and sales 
helps . . . skilled sales engineers on call when needed 


The Bearing Specialist with Bower Spher-O-Honed tapered 
roller bearings and Bower straight roller bearings has many 
sales advantages. Both have a big “plus” in quality. 
Highest availability record for industry-standard series and 
sizes, technical data, product application information, 
strong supporting advertising campaigns all combine to 
build Bower sales volume for you. 

In addition, there is a Bower sales engineer in your market- 
ing area who is always on call to help you serve or open 
new accounts. He has the experience and ability to help 
you in the plant or over the P.A.’s desk. 


Your Federal-Mogul Service branch will gladly fill you in 
on the Bower profit picture. Call any time. 


FEDERAL-MOGUL SERVICE 


BOWER ROLLER BEARINGS 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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to Sell... 


Illustrated here are just a few of the many ad- 
vertising and promotional tools that BOSTON 
provides to help stimulate sales for its author- 
ized distributors. 


In commenting on BOSTON’s distributor pro- 
gram, BOSTON Advertising Director, Jerome 
M. Schlakman, writes: “Since our company sells 
its broad range of industrial rubber products 
through Industrial Distributors, it is our re- 
sponsibility to provide them with all possible 
sales tools .. . To accomplish this, we must pro- 
vide selling aids which have direct impact on 
the important buying influences.” 


Mr. Schlakman also writes: “Furthermore, to 
help make distributors’ sales calls fruitful, there 
is still another important essential . . . the pre- 
sell. Here is where our magazine advertising 
plays its part.” 


PURCHASING WEEK is one of the industrial 
business publications which Mr. Schlakman and 
his advertising agency have selected to carry 
this advertising. A few of the advertisements 
are shown here. 


Concerning BOSTON’s advertising program in 
PURCHASING WEEK, Mr. Schlakman writes: 
“PURCHASING WEEK plays a key role in our 
magazine program ... We now know that thou- 
sands of purchasing agents are favorably react- 
ing to BOSTON’s advertisements. We know this, 
not only from responses received in our office, 
but also from the comments received through 
your Reader Feedback Service. 


“These verbatim reports reveal that your read- 
ers are keenly interested in the information sup- 
plied in our ads. It is apparent that they . . . have 
also passed it on to other departments in their 
companies, such as maintenance and engineer- 
ing. Without doubt, PURCHASING WEEK 
ranks as one of our most important means of 
making sales for and through our Industrial 
Distributors.” 


Mr. Schlakman has succinctly stated a number 
of reasons why suppliers to industry, in rapidly 
increasing numbers, are advertising in PUR- 
CHASING WEEK to help their distributors 
to sell. These are the very same reasons why = 
will benefit you to encourage your suppliers to 

advertise regularly in PURCHASING WEEK. 


‘®. @ 


Purchasing Week 


MeGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 West 42nd Street, New York 36, N.Y. 





Heavy loads are 
light and easy 





® 


built-for-the-job 
TRUCK CASTERS 


® 


There’s nothing 
slow-moving 
about Bond Truck 
Casters and that’s 
why your custo- 
mers buy Bond's! 
They make the 
heaviest loads 
light and easy for 
fast, — ma- 
terial ing. 

Get your . am 
of fast and easy 
extra CF 
sell nd built- | 
for-the-job Truck | 
Casters. 


Bm 


FOUNDRY 
& MACHINE COMPANY 
314 Penn Street 
MANHEIM, PENNA. | 


40-A Series Double 
Boll Roce Structural 
Stee! Swrvel Coster — 
tough and durable for 
heovy loods. Also 
40-A-MH and 40-A-H 
Series. 


G 


41-A Series (olso 41- 
AMH and 41-A-+) 
Structural Steet Rigid 
Caster. 


nA 
“w& 


36-A Series Double 
Boll Roce Semi-Steel 
Swivel Coster. 





1-A Series Semi-Steel 
Rigid Caster. 
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belts,” type “358.” 
COUNTERSINKS — Cleveland 
I'wist Drill Co., 1242 E. 49th St. 
Cleveland—Folder on countersinks, 
factors involved, countersink types 
for various materials. 
GASKETS—Greene, Tweed & Co., 
North Wales, Pa.—Catalog on 
“Palmetto” line of gasketing and 
gaskets for flanges, joints, boiler 
manholes, ete. 
VALVES—Hydromatics, Inc., Liv- 
ingstone, N. J.—Brochure on “Flo- 
Ball” valves and discussion of effect 
of fluids on metals, plastics, syn- 
thetic rubbers. 

FASTENERS — Standard Pressed 
Steel Co., Jenkintown, Pa.—Refer- 
ence book on line of industrial 
socket screws, including design and 
performance information. 


NEW LINES 
taken on by 
distributors 


| Chicago Latrobe appointed the fol 


lowing distributors: 

¢]. E. Dilworth Co. 
Memphis, ‘Tennessee 

* Dilworth of Mississippi, Inc. 
Jackson, Mississippi 

Navan Products, Inc., subsidiary, 

North American Aviation, Inc., 

appointed the following distrib- 

utors for its Multi-Mike line: 

¢ Bosser Co. 
Kansas City, Mo. 

¢ Central Industrial Supply Co. 
Arlington, Texas 

Complete Industrial Supply 
Phoenix, Arizona 

* Harry M. Smith & Associates 
Belmont, California 

* Precision Gage Co., Inc. 
Chicago, Illinois 

* Don R. Manecke 
Wauwatosa, Wisconsin 

«A. G. Heinze Co. 
Pasadena, California 

*Charles A. Strelinger Co. 
Detroit, Michigan 

¢ Perrysburg Tool Service Corp. 
Perrysburg, Ohio 

¢ Chemical/ Metal Products Co. 
Providence, Rhode Island 

«Crown Tool & Supply Co. 
Solon, Ohio 

¢ Tenney Tool & Supply Co. 





HARRIS FLOATS 
Dependable Service 
and 
Top Quality 


2 to 12 inch Diameters 

in stock at all times 
For more than o half century, leading indus- 
tvial distributors have mode Horris their first 
and principal source of supply for foots. 

A complete range of the most populor sizes 
of both copper ond stainless steel boll! floots 
is always in stock for prompt shipment. 

Harris builds special flocts in o variety of 
shopes and sizes of Stainless Steel, Copper, 


ARTHUR HARRIS & CO. 


208 No. Aberdeen %. Chicage 7, i. 
Established 1884 


DO YOU WANT TO SELL 
MORE DRILLS? 





This HUOT 
DRILL DISPENSER 


@ Built-in inventory helps sell re- 
stocking orders 

@ Roomy, round-bottom compart- 
ments—no drill-hiding corners 

@ Heavy-duty drawers in compact 
7x 7x 14 cabinets that stack 
neatly 

@ Three models for lettered, num- 
bered or fractional drills 


Write for catalog pages and circulars 


HUOT MANUFACTURING CO. 
551 No. Wheeler St. + St. Poul W4, Minn. 














Mansfield, Ohio 
* Bader Tool Sales Co. 
Minneapolis, Minnesota 
¢R. L. Guimont Co. 
Indianapolis, Indiana 
* Tool Sales & Service 
Cincinnati, Ohio 
°F. A. Kinsey Co. 
Columbus, Ohio 
*H. O. Monahan Co. 
St. Louis, Missouri 
Vascoloy-Ramet appointed ten new 
distributors: 
¢ Augusta Mill Supply Co. 
Augusta, Georgia 
* Blue Ridge Hardware & Supply 
Co., Inc. 
Bassett, Virginia 
¢ Industrial Supply Co. 
Coffeyville, Kansas 
* Ralph B. Moore, Inc. 
Denver, Colorado 
¢ Richmond Supply Corp. 
Richmond, Indiana 
¢ Shenandoah Tool & Supply Co. 
Salem, Virginia 
¢Sinclair Industrial Supply Co. 
Trenton, New Jersey 
¢Summers Hardware & Supply 
Co. 
Johnson City, Tennessee 
¢ Triple Mill Supply, Inc 
Jackson, Michigan 
*Van Tassel Tool Co. 
Hudson, New York 
The Abrasives Division of the Elgin 
National Watch Co. appointed 
the following seven distributors: 
¢R. Van Alstine Tool Co. 
Schenectady, New York 
* Rose, Kimball and Baxter, Inc. 
Elmira, New York 
¢ Maxwell-Padelford Co., Inc. 
Needham Heights, Mass. 
* Helco 
St. Louis, Missouri 
*R&D Tool & Supply 
San Diego, California 
¢M. J. Kelly Supply Corp 
Syracuse, New York 
*Elco Tool Co. 
Fort Wayne, Indiana 
Parker-Hannifin Corp. appointed 
the following six distributors: 
¢ Ancar Engineering Inc. 
Chicago, Illinois 
¢ Coleman Company Inc. 
Greenville, South Carolina 
¢ Dupar Dynamics Corp. 


Come To CAMPBELL 
For The Complete Line 
of SLING CHAINS 


every type — every size 
every grade — every attachment 


Whatever your particular applica- 
tion, Campbell will deliver exactly 
the right assembly! All Campbell 
Sling Chains are available in 3 
grades—Cam-Alloy Steel, High 
Test Steel and Wrought Iron. 


GUARANTEED 
FOR A FULL YEAR! 


Send today for your free copy of 
Campbell's new Sling Chain Handbook 
It contains complete details on all Campbell Sling Chain equipment — 
together with lots of valuable information on care and use. And you'll 
find step-by-step instructions for ordering each type of sling chain 
and attachment — illustrations—specifications and working load 
limits for all grades, 


CAMPBELL CHAIN Company 


ee oe oe oe ee er er 1 oe 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ge.; Dallas, Texas; 
Chicago, lil.; Pertiand, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 
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A MESSAGE TO AMERICAN 


INDUSTRY © ONE OF A SERIES 


Employee Gift Matching 


‘Another Good Way To Help 
Our Colleges And Universities 


The business community continues to make an im- 
pressive record in giving badly needed financial help 
to our colleges and universities. This year the Council 
for Financial Aid to Education expects that business 
contributions to higher education will be well over four 
times their total of about $40 million a decade ago. 

If these contributions, which were about $150 mil- 
lion last year, continue to increase at the present rate, 
they will hit the target of $500 million set for business 
aid to our colleges and universities in 1970. This is the 
amount which, the Council calculates, must come from 
business if these institutions are to have the money to 
do their job properly a decade hence. 


However, it would be a fine thing both for the nation 
and the business community if that $500 million dollar 
target were hit well before 1970. This would put us 
ahead of a schedule (it is a conservative schedule) in 
getting on top of what remains one of the nation’s most 
crucial problems—that of having its colleges and uni- 
versities adequately financed which they are very far 
from being right now. 


, There is, we believe, one quite simple way by 
which financial support for higher education by 
business firms might be considerably speeded 
up. All that is required is that business firms 
generally abandon the idea that it is possible for 
every company to have a program to provide 
such support that is novel and distinctive, and 
that this is the only way that interests of prestige and 
good public relations can be served. 


There are nowhere near enough good plans to pro- 
vide financial help for higher education to equip even 
a small percentage of our business firms with one that 
is novel and distinctive. Also there are a number of 
very good plans which, so far as we can tell, lose 
nothing of their value for prestige and good 
public relations by being used by a large num- 
ber of companies. 


The Gift Matching idea 


One plan with these attractive characteristics is the 
plan by which companies match the gifts of their em- 
ployees to colleges and universities, and now increas- 
ingly gifts to independent secondary schools. So far as 
we can discover the general plan was invented by the 
General Electric Company, with what it calls its Cor- 
porate Alumnus Program. Now, with variations on the 
same basic design, almost 100 companies have gift 
matching plans. We at McGraw-Hill are included in 
this number. 

The gift matching plans vary considerably in de- 
tail. Some are limited to alumni of the schools to be 
benefited. In others any ewployee can participate by 
making a gift to an eligible institution. There are also 
variations in the maximum amounts of gifts by indi- 
viduals and to individual institutions which will be 
matched. Some companies have “open end” plans; 
others limit the tutal to be matched in any one year. 
All of the plans, however, embody the same central gift 
matching idea, 

When the plan was first launched some college ad- 
ministrators of little faith in the fundamental gen- 
erosity of the alumni and friends of their schools ex- 
pressed the fear that if gifts were to be matched they 
might be made smaller in the first place. The opposing 
view was that the possibility of having them matched 
would stimulate more and larger gifts. 


Advantages Of Gift Matching 


So far as we have been able to discover, the 
expectation that giving would be stimulated by 
gift matching has been validated by the experi- 
ence with the plans. This has been our experience 
at McGraw-Hill. Some other important virtues of the 
gift matching programs have been summarized by 
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LEADERS OF SOME OF THE INSTITUTIONS 
WHICH HAVE SHARED IN THE McGRAW-HILL EMPLOYEE 
GIFT MATCHING PROGRAM EXPRESS THEIR VIEWS 


“We particularly appreciate the fact that your grant is 

unrestricted, and can therefore be used for our area of 

greatest continuing need — the General Education Fund, 
trom which faculty salaries come.” 

W. Bovp ALexanpea, Vice President and 

Dean of the Faculty 

Antioch College 


“Pe are grateful, not only jor the financial support given 
ta The Cooper Union by your company, but also for the 
stimulus it has provided our alumni in your employ to 
make annual gilts to their Alma Mater.” 

Eowin S. Bunve.t, President 
The Cooper Union 








“The gift matching program has a dual advantage. First, 
it acknowledges and repays a debt of honor to those col- 
leges which, often at great loss to themselves, have trained 
and educated the men who are now among your personnel. 
This is most fair and equitable. Secondly, by offering to 
match up to a given limit the contributions of alumni. 
you encourage support of their own colleges on the part ef 
graduates, who themselves are so indebted.” 


President Eowarp B. Bunn, S. J. 


“Thanks to your doubling of the annual gijts of one of 
our generous and loyal friends who works with you at 
McGraw-Hill, we are well on the way toward creating 
what for us will be an extremely helpful scholarship fund. 
This would not have been possible without the gift match- 
ing program.” 
C. Aprtan Heaton, President 
California Baptist Theological Seminary 








Ernest T. Stewart, Executive Director of the American 
Alumni Council (1785 Massachusetts Avenue, N.W., 
Washington, D.C.) who would be glad to provide de- 
tailed information about them, and the names of com- 
panies having such plans. Of the gift matching idea 
he says, 


“First—it assures the corporation that its gifts go 


direct to those colleges and universities which 
have furnished it with trained manpower. 


“Second—it places responsibilities for the gifts on 
the institutions themselves and drives home the 
point that they must make a real effort with their 
own alumni. 


“Third—it leaves the final decision of corporate 
support basically to the employees.” 


For many companies which are fearful of compli- 
cating their relations with their customers by courting 
charges of favoritism if they provide direct financial 
support for any particular school or group of schools, 
this latter consideration can be of decisive importance. 


The gift matching plan also has what for many com- 
panies is the very important virtue of being simply and 
easily administered. Some additional virtues of the 
gift matching plan, as seen by officers of institutions 
which have been beneficiaries, are indicated in the box 
at the top of this page. 


Effective And Easily Managed 


We at McGraw-Hill are well pleased with our gift 
matching program. It is a broad program in which all 
employees and a wide array of colleges and universi- 
ties, both privately and publicly supported, are eligible 
to participate. We commend it as an effective and 


easily managed plan to provide urgently needed tinan- 
cial aid to higher education. 


We also urge that business firms adopt this or 
one of a number of other very good programs 
of financial aid to higher education* rather than 
delay in the hope of hitting upon some quite 
new and distinctive plan. There are very long 
odds that such delay will prove unavailing. In 
the meantime our colleges will be losing finan- 
cial help which it is profoundly in the interest 
of the business community and the nation to 
see that they get—and get fast. 


*An earlier editorial in this series dealt with tuition supple- 
ments as another good way to help our colleges and universi- 
ties. Reprints of this editorial are available. So are copies of a 
“more or less socratic dialog,” entitled, A Business Wrestling 
with the Problem of Aid to Colleges and Universities. 
It was prompted by the efforts of McGraw-Hill to find suitable 
methods of providing financial aid to higher education. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide developments. Per- 
mission is freely extended to newspapers, 
groups or individuals to quote or reprint all 
or parts of the text, 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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able. 


Working, 


distributor. 





Aviation @ Metal 
Packing 
and Power Plants 
@ Paper and Tex- 
tile Mills @ Mines 
®@ Dairies @ Hotels 
@ Schools @ Ga- 
rages @ Railroads 
®@ Airports @ 
Warehouses @ Pub- 
lice Buildings @ etc. 
@ We urge users to 
buy thru their local 


INDIANAPOLIS 


INDUSTRIAL : 
BRUSHES and BROOMS — 


Best for All industrial Needs 


Management is always interested in equipment that gives them 
full value for the money. This in turn makes your selling profit- 
Your morkets are in. . . 





y 








Let Allens’ Technicol Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


9331 BERENICE 
SCHILLER PARK, ILLINOIS 
In the Metropolitan Chicago Area 


THE NEW WARNOCK 
STRAP WRENCH 


redesigned 
for 
more profits 


for the user... 
© Comfortable new handle speeds work. 
© Simple construction, lightweight. 
eA por ag | tool for turning small hand- 
wheels, knurled handles, odd-shaped 
parts, polished pipe. 
© Especially efficient for calibration of 
electronic and optical devices; deli- 
cate adjustment of precision machine 
parts; assembly of fragile units. 
for the distributor . . . 
© It's new, but has the old Wamock 
quality at reasonable price. 
@ Has wide application in industry. 
@ Attactive, modern, functional design 
helps it sell. 
Ask for prices, discounts, selling aids 


LOWELL WRENCH CO. 
79 TEMPLE ST. WORCESTER 4, MASS. 








INDUSTRIAL DISTRIBUTION « AUGUST, 1960 





Portland, Oregon 

* Holder Engineering Co. 
Cleveland, Ohio 

* Industrial Technical Sales & 
Service, Inc. 
Mansfield, Ohio 

¢ Specialties Inc. 
Alexandria, Virginia 

Atrax Co. appointed two new dis- 
tributors: 

* Lindco Inc. 
Worcester, Massachussets 
* Murdock Tool Co. 
Detroit, Michigan 

Mechanical Air Controls, Inc., ap- 
pointed four additional distrib- 
utors: 
¢ Automation Equipment & Sup- 

ply Co. 
Pittsburgh, Pennsylvania 
¢ Stewart-Hunt, Inc. 
Lexington, Massachussets 
* Goll-Hanford Corp. 
Buffalo, New York 
* Leo J. Schindler Co. 
Dallas, Texas 

The Rains Co., Salt Lake City, 
Utah, was appointed sales repre- 
sentative by Atlas Valve Co., for 
Utah, Montana, Southern Idaho 
and eastern Nevada. 

Morris Equipment Co., St. Louis, 
Missouri, was appointed exclusive 
distributors for ‘Tubar division of 
Uhrden, Inc. in parts of Missouri 
and Illinois. 

Barry Controls, Inc., Watertown, 
Mass. was appointed the national 
distributor for the complete line 
of industrial mountings for vibra- 
tion, shock and noise control 
manufactured by United States 
Rubber Co. 

Seaboard Machinery Co., Los An- 
geles, was appointed a distributor 
by Lodge & Shipley. 

McArdle & Cooney, Inc., Philadel- 
phia, was appointed a stocking 
distributor by Henry Vogt Ma- 
chine Co. 

Maquinas y Herramientas Sabin St. 
Germain, S. A. Mexico City, 
Mexico, was appointed a distrib- 
utor of P&H electric hoists and 
overhead traveling cranes, manu- 
factured by Harnischfeger Corp. 

Van Kleeck, Inc., Buffalo, New 
York, was appointed a distributor 
for Wood & Spencer Co. in the 
greater Buffalo area. 





Reid-Holecomb Co., Inc., Indian- 
apolis, Indiana, formed a new in- 
dustrial truck division to handle 
products of Yale Materials Han- 
dling Division, The Yale & 
Towne Mfg. Co. 

Merit Machinery, Inc., Pittsburgh, 
Pa. was appointed a selected dis- 
tributor of the J. T. Slocomb 
line of micrometers and indus- 
trial measuring instruments. 

Scott Industrial Equipment Co., 
Indianapolis, Indiana, was ap- 
pointed exclusive distributors for 
Rivett, Inc. in the states of In- 
diana and Kentucky for Rivett 
air and hydraulic valves and cyl- 
inders. 

R. S. Hughes Co., Inc., Los Angeles, 
was appointed exclusive distrib- 
utor in the eleven Western States 
for Teflon cables manufactured by 
the Philadelphia Insulated Wire 
Co. 

Michigan Industrial Piping Supply 
Co., Wyandotte, Michigan was 
appointed a distributor in Wyan- 
dotte for J]. E. Lonergan Co. 

Minneapolis Equipment Co., Min- 
neapolis, was appointed the Min- 
nesota distributor for Miller 
Swivel Products, Inc. 





DATES to 
REMEMBER 





Aug. 1417—Fourth National Heat 
Transfer Conference and Exhibit 
of The American Institute of 
Chemical Engineers and _ the 
American Society of Mechanical 
Engineers, Statler Hilton Hotel, 
Buffalo, N. Y. 

Sep. 616—Production Engineering 
Show, Navy Pier, Chicago, to be 
run concurrently with Machine 
Tool Exhibition. 

Sep. 7-9—Joint Automatic Control 
Conference, ASME, Massachu- 
setts Institute of Technology, 
Cambridge, Mass. 

Sep. 7-15—2nd Coliseum Machin- 
ery Show, Chicago Coliseum. 
Sep. 12-13—Fall Meeting, The Ma- 
terial Handling Institute, Inc., 
the Cavalier Club, Virginia 

Beach, Va. 





Write for the full story 
on QD sprocket design 
and sales features. 


NOW YOU GROSS 38.24% 
ON FORYWSETH QD SPROCKETS 


That's the difference between Fort Worth’s competitive suggested 
consumer prices and new reduced distributor prices. This reduction 
is possible because of greater quantity production resulting in lower 
costs. One sizeable saving stems vo the fact that the same QD bush- 
ings are used in both Fort Worth QD sprockets and QD sheaves. Fort 
Worth’s QD bushing volume is thereby large enough to enjoy the 
cost-saving efficiency of automatic machining. 


Suggested consumer prices of Fort Worth QD sprockets are competi- 
tive with and in some cases lower than style B sprockets after charge 
for reboring, keyway and set screw. 


HIGH QUALITY — Fort Worth roller-chain sprockets are made to the 
highest standards of quality control and workmanship. All stock sizes 
are made of steel. The smaller stock sizes receive Fort Worth’s exclusive 
Blackote finish and are individually boxed. 


COMPLETE SPROCKET LINE —In addition to QD, Fort Worth manu- 
factures and stocks styles A, B, and C sprockets, all made of steel. 


OUTSTANDING AVAILABILITY, SERVICE —In strategic warehouses 
across the nation, > ort Worth maintains large stocks of roller chains 
and sprockets, in a great variety of stock sizes. For example, there 
are some 330 stock sizes of QD sprockets, from % to 2%-inch pitch. 
Special or made-to-order sizes are shipped promptly, usually within 
two weeks. 

ENGINEERING, SELLING AIDS include engineering catalog with com- 
plete data for proper selection of roller-chain drives to meet s oD 


needs — and a slide series to acquaint distributor personnel wit 
sprocket sales features. 


For complete information on Fort Worth sprockets and service, write 
P. O. Box 1088, Fort Worth, Texas. 


Fort WortTH 


STEEL AND MACHINERY COMPANY 


V-BELT DRIVES—ROLLER-CHAIN DRIVES—SCREW CONVEYORS— INDUSTRIAL FANS 


Warehouse stocks in Fort Worth, Jersey City, Mem a 
Houston. gq) yo hrf - 5 Sain Obics in Bk Pome Nee 


Inquire about Select Franchises Available Now 
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ONE-SOURCE RESOURCE 
or STAINLESS STEEL 


* AN Drilled 
Fillisters 


FASTENERS 


means more 
profit for you 


(less paper work!) 


Right Off the Shelf® * Wood Screws 


Write, wire, phone NOW for copy of 
= Star's new 1960 catalog. 


f Sran STAINLess screw co. 
y= $45 Uaioe Bivd., Petersen 2, 1. 





c= 6-2300 

baie © TWK = LTFSMJ — 1382 
Direct M. Y. Phone: Wisconsin 7-6310 
Direct Phila. Phone: Walnut 5-3660 








Sep. 13-15—Chemical Exposition 
USA 1960 to be held concurrently 
with 138th national meeting of 
the Americal Chemical Society, 
Hotel Sheraton-Atlantic, 
York City. 

Sep. 14-16—Eighth Annual Market- 
ing Conference of the National 
Industrial Conference Board, 
Waldorf-Astoria, New York City. 

Sep. 1416—2nd Annual Southeast- 
err Show of the Southeastern 
Plant Engineering and Mainte- 
nance Show and Seminar, Arena 
Building, North Carolina State 
Fair, Raleigh, North Carolina. 

Sep. 19-20—Annual Factory-Distrib- 
utors Meeting, New England In- 
dustrial Distributors, Inc., New 
Ocean House, Swampscott, Mass. 

Sep. 26-28—9th Annual Meeting of 
the Standards Engineers Society, 
Hilton Hotel, Pittsburgh, Pa. 

Sep. 26-29—Fall Meeting of The 
American Welding Society, Pan 
Sheraton Hotel, Pittsburgh, Pa. 

Sep. 26-30—3rd ISA Instrument- 
Automation Conference and Ex- 
hibit of 1960, and ISA’s 15th 
Annual Meeting, New York Coli- 
seum. 

Oct. 5-7—Second Midwest Business 
Opportunities Exhibit, St. Paul 
Municipal Auditorium, St. Paul, 
Minnesota. 

Oct. 5-7—Central Supply Associa- 
tion, 66th Annual Meeting, 
Palmer House, Chicago, Illinois. 

Oct. 68—First Convention, Me- 
chanical Power Transmission Dis- 
tributors’ Association, Sherman 
Hotel, Chicago, Illinois. 

Oct. 12-13—4th Biennial Products 
Show, of the Purchasing Agents 
Association of Central lowa, Des 
Moines Veterans Memorial Audi- 
torium. 

Oct. 1619—National Hardware 
Convention, sponsored by the 
National Wholesale Hardware 
Association and the American 
Hardware Manufacturers Associ- 
ation, Atlantic City, N. J. 

Oct. 17-21—48th Annual National 
Safety Congress, sponsored by 
The National Safety Council, 
Conrad-Hilton, Pick - Congress, 
Sheraton ‘Towers, Morrison and 


New 








199 
Preckorotti 


Hat and Coat Racks 


These multi-purpose wardrobe racks go 
wherever needed or store away like folding 
chairs when not in use. They come in 3 f 
or 4 ft. lengths. have two hat shelves and 
1 or 2 full length hanger bars for coat 
hangers or coat hooks. (Two sided hooks 
snap over and straddle the bar. see detail) 

Standard units come on glides or casters 
stand rigidly under a full load. CHECKER- 
ETTES are also available in two sided units 
(double capacity); add-on units for makin 

long continuous racks, and matching wal 
mount units 


Write for Catalog. C1-700 


VOGEL-PETERSON CO. 


Rt. 83 and Madison 1. @ Elmburst, i. 








LaSalle Hotels, Chicago. 
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“Just between you and me, 
they've got it all cver the 
other ones we've tried!” 

While there are other excellent 
brands, experienced operators 
consistently rate Jewel Brand 
Abrasive Belts best for grinding, 
smoothing and polishing. Worth 
trying! Order thru your Indus- 
trial Distributor today. 


PJIEWE =’ 


COATED ABRASIVES 


Belts + Rolls «+ Sheets * Dises + Specialties 








ABRASIVE PRODUCTS, INC. 


South Graintree 65, Massachusetts 





Oct. 17-21—42nd National Metal 
Exposition & Congress, Trade 
and Convention Center, Philadel- 
phia, Pa. 

Oct. 23-26—1960 Convention of the 
American Institute of Supply As- 
sociations, Inc., Americana Hotel, 
Bel Harbour, Florida. 

Nov. 1-3—Material Handling Insti- 
tute Central States Show, Ken- 
tucky Fair and Exposition Center, 
Louisville, Kentucky. 

Nov. 8-11—Ist National Die Cast- 
ing Exposition and Congress, De- 
troit Artillery Armory, Detroit, 
Michigan. 

Nov. 16-18 — National Associated 
Marine Suppliers, Inc., 2nd An- 
nual Marine Supplies and Equip- 
ment Show, Hotel Roosevelt 
New York. 

Nov. 20-21—Central States Indus- 
trial Distributors Association, 28th 
Annual Convention, Edgewater 
Beach Hotel, Chicago. 

Nov. 20-22—Fluid Controls Insti- 
tute, Fall Meeting, Drake Hotel, 
Chicago. 

Nov. 28-Dec. 2—24th National Ex- 
position of Power & Mechanical 
Engineering, New York Coli- 
seum. 





OBITUARIES 





Nelson W. Flagg 


Nelson W. Flagg, 


Flagg Industrial Supply Co. 


Nelson W. Flagg, 73, general 
manager of Flagg Industrial Supply 











‘Concentration 


. on distributor problems, and new techniques to 
solve them. Every month, INDUSTRIAL DISTRI- 
BUTION’s experts bring you this concentration of 
industry know-how, in constructive, helpful articles 
such as “Your P.A. Can Help You Sell,” starting 
on page 68 of this issue. You get stories like these, 
plus the most concentrated coverage of industry 
news, every month in ID, Make each issue a regu- 
lar, profitable reading habit. And tell your friends 


to do the same! 


Industrial 
Distribution 


Edited exclusively for industrial distributors . since 1911 
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HARGRAVE 
CLAMPS 


The Choice of The World's Largest Users 
A PATTERN and SIZE FOR EVERY JOB! 


<igg @ 


et CO eat A 
aes], abel _ 


SOLD THRU LEADING INDUSTRIAL SUPPLY HOUSES EVERYWHERE 
Write For Free Catalog Showing Complete Line of Clamps, Chisels, 
Punches, Masonry Drills, Gasket Cutters, File Cleaners 


THE CINCINNATI TOOL CO. 
4032 Montgomery Rd. 


Cincinnati 12, Ohic 











NEW! LARGER! 
Univenal 


METAL HOSE CATALOG! 


The right gauge for 
your specific needs 
A complete line of gouges in stock 
available for early delivery. Gouges 
from 10-inches woter pressure to 
30,000 P.S.1. to meet your specifica- 
tions on ony equipment. 


MARSHALLTOWN MFG. CO. 


MARSHALLTOWN, IOWA 2163 $0. KEDZIE AVE., CHICAGO 23, NL. 
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Co., Hamden, Conn. died June 19. 

Mr. Flagg has been identified 
with the industrial supply business 
for more than 50 years. 

In his earlier years he was asso- 
ciated with the N. T. Bushnell Co., 
and C. S. Mersick Co. Later with 
F. H. Page, Sr. and G. E. Steel, he 
founded Page, Steel and Flagg Co. 

In 1956 Mr. Flagg resigned as 
president and sold his interest in the 
firm. The next year, with his two 
sons, he founded the Flagg Indus- 
trial Supply Co. 

Mr. Flagg is survived by his wife, 
Mrs. Ann Farrell Flagg, two sons, 
Robert W. Flagg and Paul W. 
Flagg; three brothers, Elliott C. 
Flagg, Lawrence Flagg, and Phillip 
E. Flagg and 10 grandchildren. 


Otto J. Heyer 
Chattanooga Belting Co. 

Otto J. Heyer, 64, secretary-treas- 
urer of Chattanooga Belting and 
Supply Co., died June 16. 

Mr. Heyer, went to Chattanooga 
in 1940 after spending a number of 
years with the National Enamel and 
Stamping Co., St. Louis. 

He was later with the Chat- 
tanooga Stamping and Enameling 
Co., and Southern Wood Products 
Co. and Kingston Pencil Co. 

Mr. Heyer is survived by his wife, 
Jean; a daughter, Margaret Ann 
Heyer; two sons, James W. and 
Thomas J]. Heyer; a brother, Joseph 
T. Heyer; and two sisters, Miss Lida 
Heyer and Mrs. Arthur Crabtree. 


Earl C. Smith, 
Republic Steel Corp. 


Earl C. Smith, 68, chief metal- 
lurgist and director of research for 
Republic Steel Corp., died May 20. 

Mr. Smith was an honorary mem- 
ber of the American Society for 
Metals, the highest single honor, 
the society can bestow. He also 
received the Gold Medal of the 
ASM in 1946 for outstanding serv- 
ice to the metal industry. 





Abe Klausner 
Waterloo Supply Co. 


Abe Klausner, 59, owner and op- 
erator of the Waterloo Supply Co., 
Akron, Ohio, died recently, when 
his auto crashed into a utility pole. 

Mr. Klausner is survived by his 
wife, a son, three sisters, and two 
brothers. 


John A. Gallagher 
Billings & Spencer Co. 


John A. Gallagher, sales represen- 
tative for The Billings & Spencer 
Co., died May 29. 

Mr. Gallagher had been with Bill- 
ings & Spencer for twelve years. 

He is survived by his wife and 
one daughter. 


Daniel A. Cummings 
Vichek Tool Co. 


Daniel A. Cummings, vice pres- 
ident in charge of manufacturing 
for Vichek Tool Co., died on June 2. 

A graduate of St. Ignatius Col- 
lege, Cleveland, Mr. Cummings was 
associated with Vichek for 42 years. 
His service included work in the 
cost, personnel and production de- 
partments. 

He was factory manager for 15 
years prior to his election to a vice 
presidency earlier this year. 

Mr. Cummings is survived by his 
wife, Vivian and a brother, Frank. 


Daniel A. Cummings 


Removable Wrench Type Handle 


Compensating Union Nut Body 


Because equipment reliability is 
absolutely essential in their unique 
environments, U.S. nuclear powered 
submarines as well as the new United 
720 jet transports are equipped with 
Chemtrol plastic ball valves. Only after 
conducting exhaustive tests among 
many manufacturers, were Chemtrol 
valves selected— proof of genuine prod- 
uct superiority for jobs where failures 
can't be risked! 


If you have a valve job that only non- 
corroding plastic can do, investigate 
Chemtrol! Here's the simple, positive 
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PERFORMANCE RELIABILITY! 


and U.S. NUCLEAR SUBS use 


owe tot CHEMTROL 


PLASTIC 


BALL VALVES 


Floating Ball 


way to cut replacement costs and main- 
tenance in operations involving acids, 
alkalies, many solvents. Available in 5 
basic plastic materials, many valve 
types and an extensive size range. 


FEATURES: Quick, % turn shut-off, 
adjustable seats, full flow characteris- 
tics, no direction change to cause turb- 
ulence or loss of pressure, no sticking 
or scaling, non-contaminating. Broad 
chemical resistance even at elevated 
temperatures. Union type end connec- 
tors, quick disassembly. 


YOU GET THE BEST WHEN YOU SPECIFY CHEMTROL— 


Distributorships open in key areas: 
write for franchise details! 


CHEMTROL 


404 West Central - Santa Ana, California 
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THE 

BEST WAY 

TO START A CALL 
IS WITH 

A SALE 


THE BEST WAY TO GET A SALE IS BY MENTIONING A BLUE CHIP LINE... Nicholson or Black Diamond 
files. * They're known brands, preferred by 7 out of 10 file users. They're manufactured to rigid standards 
of quality to produce quality results. There are 6000 types from which to choose. « Get sales calls off to the 


right start. Set the stage for orders of everything you stock...mention Nicholson or Black Diamond 
files FIRST. 
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VISIT BOOTH 165 


PRODUCTION ENGINEERING SHOW 
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SOCKET SCREWS | 


SOLD ONLY THROUGH AUTHORIZED-HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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